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Let Your Customers 


/GET THE HABIT 


of using 














It’s a good habit that will bring many repeat 
orders. Once a file user finds out the quality of 
DELTA FILES, none other will do. It is up to 
you to get them in the habit, Mr. Dealer. 
Press their sales—you will not be disappointed 
with the results. 

DELTA FILES have the deepest teeth of 
any files manufactured. That.is the reason for 
their great cutting power. Our catalog explains 
their many other features—write for it and 


special trade prices. 


i DELTA FILE WORKS & 


DELTA PHILADELPHIA, PENNSYLVANIA DELTA 


Chicago Office: 62 East Lake Street New York Office: 260 West Street 
— 


























ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, PAGES 86 and 87 
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VAN’S 


Patent Improved, Wrought 
Steel, Portable 


RANGE 


For Hotels, Restaurants, Public 
Institutions, Boarding Houses and 
Private Families. 


All kinds of Hotel Implements for 
culinary purposes. 


We manufacture a complete line of 
Ranges, all sizes, and for every 
purpose. 

Write for catalog and full particu- 
lars in regard to our new selling 
plan. 


THE JOHN VAN RANGE CO., iiti'acsroavay Cincinnati, Ohio 











TRADE MAR, 
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' THE 
ORIGINAL RANGE 


You have heard of the BORN STEEL 
RANGE,—yes, but have you in- 
vestigated itP If you hold the idea 
that it is but another variation of 
the same old type they all offer, 
there is a revelation in store for 
you because you will find it is 
different, radically different. Get 
our catalogue and find out. Be 
agent for a specialty. Have some- 
thing to talk about to your stove 
customers which will land them. 








We number the leading merchants 
among our agents. 

















THE “QUALIT Y” LINE 
is the One You Should Sell 


Because: 


KING QUALITY HOT BLAST STOVES give satisfaction. 
KING QUALITY HOT BLAST STOVES reduce fuel bills. 
KING QUALITY HOT BLAST STOVES give more heat. 
KING QUALITY HOT BLAST STOVES give no trouble. . 


KING QUALITY HOT BLAST STOVES give you a lib- 
eral profit. 


: KING QUALITY 
Write for our latest catalog. It HOT Aun STOVE 
fully describes our entire line. 


QUALITY STOVE & RANGE CO. 


BELLEVILLE, ILLINOIS 
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The Answer to the 
Heating Question Solved— 


MONARCH 


AIR-BLAST, WARM-AIR 


HEATERS 


' Furnish a large supply of fresh, warm air at a 
minimum cost. The specially constructed fire- 
pot extracts all of the good out of the fuel, and 
the radiator utilizes every valuable heat unit of 
the products of combustion before they enter 
the smoke exit. 





Write for our latest complete catalog and 
offer to dealers—you can do a bigger business 
with our aid. 


THE FOREST CITY FOUNDRY & 
MANUFACTURING COMPANY 


Ceyelond Ceylond 


THE CHAMPION | A look into the 
INTERCHANGEABLE | “yx¢h Century Furnace 


The Range That Burns 


GAS, or COAL or WOOD It radiates one-third more heat. 


Sells 12 Months of the, Year It uses one-third less fuel. 


It consumes its own gas and soot. 
































Has 6 Lids It is practically indestructible—few repairs. 
for Gas or It has a convoluted radiator, which intensifies the heat. 
6 for Coal. | 
ae in The 
1S aia | Sensible 
Takes only Furnace 
42 inches 
Floor Space. | is one that burns all 
kinds of fuel, even 
Reduces the to cheap grades of 
Gas Bill one- soft coal and slack, 
third. with such a perfect 
Takes All combustion as to 
Poisons from give the most heat, 
the Home. like 
Made in | The 
Steel and | XXth 
Cast Iron. | Century 
The Most Furnace 
Profitable 
Sold. Write for 
Catalog A. 


On Sale from the Atlantic to the Pacific. The Greatest on the 
Maket. Will Please Your Trade. Write for Catalog and Prices. 


THE CHAMPION STOVE Co, || XXth Century Heating & Ventilating Co. 
Cevwland Cleveland | General Office and Factory at AKRON, OHIO 
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E Gv 
A TOP RETURN 
FLUE HEATER. 
LEADER FOR 
HARD COAL 
TERRITORY. 
EACH SALE 
MAKES FRIENDS 
FOR ITSELF & YOU. 








wef BADGER}) 























THE Gagh RADIUM 


(S THE DIFFERENT 
HEATER OF THIS 
TYPE 

THAT IS WHY 
iT 1S THE BEST. 

WE HAVE OVER- 
COME THE DEFECTS 
BY INCREASING 
THE POWER. 









































THE @ogd 
CATALOG 
TELLS ALL 
ABOUT THEM 
GET IT, 









































READ IT AND 
GET IN LINE 
FOR THE BIG- 
GER DIVIDENDS. 
3 
[ir ay THE rod 
ALL-CAST 
SOFT OR HARD 
COAL — TOP 
WARM AIR _][iieiers 
A BIG HEATER, 
ABIG SELLER & 
A MONEY MAKER. 
HEATERS NX 
Are High in the Mind of the Public 
FIRSTLY — 
All @=g@ WARM AIR HEATERS are manufactured from the 
best and most serviceable materials. Our chemist analyzes the 
raw materials and also castings from each melt of iron. The 
finished product is rigidly inspected before leaving our factory. 
SECONDLY — 
The design of @ag WARM AIR HEATERS is right. They are 
the result of years of careful thought and experiments, and the 
test of time and service has found them to be correct. 
THIRDLY — | 
The @aog LINE of WARM AIR HEATERS is complete. We 
make a heater for any fuel and for any kind of work. You can 
comply with any legitimate heating specifications with the aid 
of one of the styles of @#@ WARM AIR HEATERS. 


Be prepared to handle the coming season’s trade with a reliable 
line of warm air heaters such as the @ag LINE? Write~for 
our latest catalog which fully describes the @ag BADGER, 
Gog RADIUM, and @a#@é ALL CAST WARM AIR HEATERS. 
You should sell them if you wish to make a greater success of the 
coming season than ever before. Install a few of them now and let 
them prove themselves this winter. 


Manufactured by 


Rd. SCHWAB & SONS CO. 


279 Clinton Street, Milwaukee, Wisconsin 
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BEAVER 
WARM AIR HEATERS 


BEST IN THE WORLD 


No Sifting 
Ashes 


Uniform Heat 


Powerful 
Durable 


Easily 
Managed 


No Gas 
No Dust 


Economical 
Adaptable 
Sanitary 





When buying a heater, the cost of operation, the amount of heat distributed and 
the durability of the heater are the most important questions in the mind of the 
prospective purchaser. BEAVER WARM AIR HEATERS are the ones to tell him 
about. They will coincide with his impression of an ideal warm air heater. It costs 
less to heat a building with BEAVER WARM AIR HEATER than with any other 
heater, and-the heat is evenly distributed. 


CONSTRUCTION 


ASH PIT.—Large and deep; made in two sections, bolted together. 
FIRE POT.—Is made in two parts, heavily ribbed, increasing its radiating surface and durability. 


GRATE.—Is the Triplex style, surrounded by a forked ring, which insures freer combustion. With this 
grate the fire surface is kept free from ashes and clinkers. 


CASINGS.—Are made in such proportion to diameter of fire pot as to produce a most rapid circulation 
of warm air, allowing no air to pass that is not heated. 


Every Beaver Warm Air Heater is Guaranteed to be 
First Class in Every Particular. 


It is adapted to either Anthracite or Bituminous Coal. 


Your inquiries will be esteemed. 


THE DANVILLE STOVE & MFG. CO. 


DANVILLE, PENNSYLVANIA 
W. D. SAGER, 330-340 North, Water Street, CHICAGO, ILLINOIS 


LOS ANGELES, CAL. PITTSBURGH, PA. SAN FRANCISCO, CAL. 
Union Hardware & Metal Co. R. E. Edmunds, 104 Wood St. Mangrum & Otter Co., Inc., 561-563 Mission St. 
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The highly efficient heater with 
the low cost price. 


AMERICAN WARM AIR HEATERS 


have many remarkable features. 


FIREPOT—Made of one piece heavy steel, lined 
with best quality sectional firebrick. 











GRATES—tTriangular, hollow centered grates. 
Each bar works independently and is easily re- 
moved. 

RADIATORS — Made of No. 14 gauge steel. 
Withstand the most severe conditions and give 
the best results. 


AMERICAN WARM AIR HEATERS are 
strictly air heaters—Sanitary heaters. They 
do only one thing and do it right. 


AMERICAN FURNACE COMPANY 


2725-27-29-31 Morgan Street SAINT LOUIS, MISSOURI 





TRADE MARK 


The furnace of real value, real merit and real sell- 
ing qualities. Why not handle a furnace that sells 
itself, and makes you a handsome profit? 


Our 1914 Sample proposition will soon be withdrawn. 


Write us now. 


THE T. E.HENRY FURNACE CO. 


MAKERS OF 


@ Mork @ 


FURNACES 


(lend 


FLORAL CITY WARM AIR HEATERS 
UNEQUALLED IN EXCELLENCE 


For the embodiment of all that is latest and best in 
warm air heaters our 


FLORAL CITY GASTIGHT 


is absolutely unequalled. It is second to none. 








Gastight double radiator, all-cast without a bolted joint. 
Firepot and body deeply corrugated and made extra heavy. 
Straight firepot to which ashes cannot cling. 
Interchangeable shaker grates. 

Send today for Catalog 


THE MONROE FOUNDRY & FURNACE COMPANY 
MONROE, MICHIGAN FLORAL CITY “GAS TIGHT” HEATER 














AMERICAN ARTISAN AND HARDWARE RECORD 















HONE 





STY THE BEST POLICY 


‘4 Men can be honest without selling the 
SQUARE POT FURNACE, but the 
man who sells the SQUARE POT 
FURNACE is bound to be honest. He 


gives his customer the very best his 





money will buy. A trial will convince 
you that SQUARE POT FURNACES 
are honestly made, honestly advertised 
and honestly sold. 


WHY NOT INVESTIGATE? 





BOYNTON’S SQUARE POT 
STEEL DOME FURNACE 





Chicago 
We carry the largest stock of furnaces in Chicago— 
Shipments made within 24 hours after receipt of order. New York Jersey City 








The “WEIR” 


For Service 


AN ALL-STEEL GAS and SOOT CON- 
SUMING WARM AIR HEATER that will 
stand the test of service under the severest 


working conditions. Made for hard service, 
“WEIR’’ WARM AIR HEATERS never fail. 


A Third of a Century 


of uninterrupted and unparalleled success 
is the record of “WEIR’’ WARM AIR 
HEATERS. Their superiority cannot be 
successfully imitated. 




























Send for Complete Catalog 


THE MEYER FURNACE Co. 


PEORIA, ILLINOIS 
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WE Guarantee 


our Casing Rings to be 








PERFECT TRUE 
IN TO 
CIRCLE MEASURE 






We are 
THE ORIGINATORS AND INVENTORS OF 
STEEL CASING RINGS 
AND OWN AND CONTROL THE ROLLS FOR 
MAKING THE STOCK 
FULL CIRCLES for Ordinary Use 
PARTIAL CIRCLES for Full Cast Fronts 
GET OUR NEW PRICES 









WITH LUGS 
FOR 
DOUBLE CASING 






WITHOUT 
LUGS FOR 
SINGLE CASING 





THE WALWORTH RUN FOUNDRY CO. 
West 27th Street, Cleveland ; 


Makers of Fine Grey Iron Castings 
Manufacturers of Semi-Steel Registers 








Look For The Trade Mark 
That Stands For Quality 


Its WISE, Of Course 


The construction of WISE WARM AIR HEATERS 
embodies all of the latest improvements in the heater 
line. All parts are made on scientific principles and fit 
together perfectly. The material used is the best 
adapted to give long and hard service. 








Our catalog fully describes the construction of all parts of WISE WARM 
AIR HEATERS. It also includes many valuable helps in heater 


installation. Write for it and prices. 





WISE FURNACE CO., Akron, Ohio 





SCHEIBLE HEATERS 


Are made by experts with over twenty-five 

years’ experience. Every feature of any value 

has been used in the construction of SCHEIBLE 

HEATERS. They combine durability prac- 

ticability and economy. 

Full particulars will be sent at your request. 
Send for them at once. 


SCHEIBLE-MONCRIEF 
HEATER CO. 


1444 West Ninth Street Cleveland 





A 

HOT 

AIR 
FURNACE 


installed with or with- 
out pipes. A new heater 
and new idea, tried six 
years and a wonderful 
success. 


DEALERS 
Get the agency now. 
Don't wait and kick 
ourself after the other 
| fellow t. 
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Oe ommend 


DO YOU KNOW THAT 


SMITH’S “MALTESE” 
WATER HEATERS 


Are made with. eight styles of 
tappings? 





They can be used in any 
Warm Air Heater, Steam or 
Hot Water Boiler. Easy to in- 
stall and always ready. 

Write for our catalog and prices at once. 


CHAS. SMITH CO. 


57 West Lake Street 


Chicago, Illinois 


Over 200,000 of the 
ROCHESTER 
RADIATORS 


in actual use is the best proof of its 
excellence and usefulness. 


Fits any stove or furnace burning 
HARD or SOFT COAL, WOOD or GAS. 


Guaranteed not to choke or clog the 
draught. 


They are easily cleaned. 


Our furnace size radiators can be used 
either in basement, heating room above, 
through a floor register, or in room above 
if smoke pipe extends into room, warming 
hall or room without any expense. 


Prices from $2.00 to $12.00, according 
to size and finish. 


Can fit any pipe from 4} to 9 inches 
in diameter. 





It will give more heat with the same 
amount of fuel or it will SAVE HALF 
THE FUEL and give the same amount of heat. 


+ One square inch of radiating surface directly over the 
hot current is better than six in a drum or side heater with 
perpendicular tubes. Send for catalogue and prices. 


Rochester Radiator Company 
120 Furnace Street, ROCHESTER, N. Y. 

















One or more sections can 

together accord- 

ing to the amount of radi- 
ation to be used. The fire 
— through spaces 

tween rings in each sec- 
tion and over their la~ge 
‘aces permits the direct 
action of the fire to come 
in contact wich each sec- 
tion, making a powerful 

and effective heater. 


CHAMPION BOILERS 
are tested 


leak. W,ll increase every 
dealer’s business who han- 
dies them. Prices. meas- 
urements, etc., upon ap- 
plication to 


FRANK D. STOLZ CO. 
Manufacturers 
1210 Webster Avenue 
CHICAGO, ILL. 


The CHAMPION 5. 
COMBINATION 


HOT WATER BOILER 






RETURN 




















(One-half actual size.) 


The ype OVEN THERMOMETER 


is a SIGN OF QUAL= 
ITY inarange. It is 
necessary to the quale 
ity of any range. 


Your range is not complete 
until you get it. It adds sell- 
ing value because of its repu- 
tation for accuracy and re- 
liability. Can be used on 
any style of range. 


The Cooper Oven Thermome 
eter has led the way for 20 
years and still leads. 
Get our catalog 
and prices. 


The Cooper Oven Thermometer Co. 
PEQUABUCK, CONN. 














“STANDARD” 


Gas Saving 


BURNERS 





Recommended by a large class of 
dealers in the natural gas territory 
as the best burner for the Hot Air 
Furnace. There are now many 
thousands in use giving the best 
possible results. 


“STANDARD” Gas Saving Burners make 


the Furnace do its full work and do it 
with greatest economy. 


ee for more than ten years 

y the 

STANDARD HEATING & 
RADIATOR CO. 


Manufacturers 


199 Barbeau Street, Pittsburgh, Pennsylvania 








14 AMERICAN ARTISAN AND HARDWARE RECORD 








A SHINE | 


IN EVERY, PLAIN LATTICE 


CAST IRON COLD 
AIR FACES, 


Thousands of 
dealers are using 
these faces at a 
big saving. 

The lowest 
priced Cold Air 
Face made. 


Get our prices 
and save money. 





grec Stove Polish 


Metal Polish 


Prompt 
Delivery. 


“THE FURNACE SUPPLY & MFG.CO, Cleveland 


Iron Enamel 


Our products do not dry out, rust through 
cans, or freeze in any climate. They are good 
until used. Our name guarantees quality and 
dealers handling BLACK SILK products are 
assured of a ready sale for them. 

















Buy through your jobber 
BLACK SILK STOVE POLISH WORKS, Sterling, Illinois 


A SHINE | 
IN EVERY, 
D OP 4 








Good-Bye, Dirt | 


No more dirty, greasy 
hands if you use 


“MISSION ” 


SYMONDS’ NEW SIDE WALL REGISTER 


Greater Area, Simple in Construction and Operation, 
Easily Installed. 


Send for complete cataiogue and prices. It will pay you to write, 


SYMONDS REGISTER CO. 


TISEPT SC , 
It takes off grime and » 1 RE ® | 1102-04 Madison St. ST. LOUIS, MO. 
grease quicker and with less aay 
soap than any other cleaner. 
It’s all in the making. 











Sample will be sent free at your request. 
Write for it today and see for yourself 


NICKEL PLATE STOVE POLISH CO. 


Manufacturers Chicago, III. 


Fast and efficient service is a great COLD AIR F ACES 


help. We can furnish ycu with the ar page ds Made of ood. @P 
eg e . Avy, n all styles, shapes and sizes. ade of any wood. roper 
best service at all times. zive us a ventilation is a necessity. Wooden ventilators, that will match 
trial and let us convince 1 2u. the finish of a room, will add to its attractiveness. Why not make 
‘ | your work as neat as possible when the cost is about the same? 
' 


‘ Write fi ill d booklet, } 7 { 
THE KIRK -LATTY MEG. CO. | CE i Fe ron in aries ont 
Manufacturers of STOVE BOLTS, STOVE RODS 


Cleveland perv (Rvelond THE WOODEN VENTILATOR CO. 


XXth Century Sheet Metal Worker—60e 


For Sale By AMERICAN ARTISAN 
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BALL BEARING LATHES 


Manufactured by 


THE HANSON & VAN WINKLE COMPANY 


These lathes, with Ball 
Bearing countershafts 
to match, offer wide 
awake manufacturers 
an opportunity to cut their power 
and repair bills. 





We make them in two sizes. 


Send for Bulletin No. 126-A, 
containing complete descriptions 
and prices. 


The Hanson & Van Winkle Company 
110 North Clinton Street 
Chicago 


Factories: Canadian Branch: 
Newark, New Jersey Toronto, Ontario 


a 














‘50% CHEAPER THAN RIVETING 








« 


Thisisthemachine [| - a ASR: ~ a RIVETING— 

used for welding i ree iy aia THE OLD WAY 
stove runners, lin- No. riyets per plate 
ings for gas stove 


ovens, etc. Here | a= ———_ = se cha 
“me the actual fig- Cost per 100 plates 
ures given us by a 40 wants 
stove manufac- panies 

turer showing his WITH A “TOLEDO” 
costs before and WELDER— 


after installing a 


THE SAVING WAY 

















“TOLEDO” No. welds per plate 
Electric ie , 
» aily Output 
Spot Welding 1500 
Machine = ae =| Cost per 100 plates 
Welding Stove Runners 20 cents 


Send us samples of your work today and let us show you what you can save. 


Get our free bulletins describing our entire line of spot welding and butt welding machines. 


NO LEASE NO LICENSE NO ROYALTY 


THE TOLEDO ELECTRIC WELDER COMPANY 


4100 Langland Street - - CINCINNATI, OHIO 
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SAFETY FIRST 









































MICHIGAN SAFETY 





HEATER PIPE 


A pipe that will make good under all circum- 
stances. ABSOLUTELY FIREPROOF. The air 
chamber between the inner 
and outer pipe is always 
kept supplied with fresh 
air which keeps the outer 
pipe from becoming over- 
heated. This also keeps the 
heated air from becoming 
chilled by cold outside 
walls. Perforations in the 
collar at each end of the 
pipe keep the air in circu- 
lation. 





The Automatic Locking 
Device, which is a feature 
in all MICHIGAN SAFE- 
TY HEATER PIPE, is 
a great help to all furnace 
men. It not only com= 
pletely locks the sections 
of furnace pipe, but makes 
an airtight joint. About 
60 per cent of the time 
and labor usually spent on a job is saved. 








SMM APA Pao 
<MAOKOP THES D 


























Sold everywhere by all 

















first class jobbers. Send 
for our latest catalog. 



































MichiGAN SAFETY FURNACE Pipe COMPANY 
New Address: (13-115 Fort Street East, Detroit, Michigan 








ge 
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TESTED 7M 
AND iM 
PRONOUNCED 

“THE MOST EFFICIENT” 


DOUBLE furnace pipe and fittings have been thoroughly 
tested and pronounced the safest and most efficient for conveying 
warm air from furnaces. All ‘‘HANDY’’ FURNACE PIPE and 
FITTINGS are double. There is no danger of overheating. The 
ends are all perfectly square, making tight and leakless joints. 


That is why ‘SHANDY’? FURNACE PIPE and FITTINGS 


Reduce Your Fuel Bills 


There is no heat wasted as the air chamber between the outer 
and inner pipes keeps the warm air passing through the pipes at its 
original temperature. 


F. Meyer & Brother Co. 


1313 South Adams Street, 
Peoria, Illinois 
















































F. MEYER & BRO. CO., 
1313 South Adams Street, 


Peoria, Illinois. 
: Gentlemen:— 
Clip the Coupon and Kindly send me your latest catalog of 
“HANDY” FURNACE PIPE and FIT- 
get our latest TINGS, without obligation to me. 

Pe oi ord rsa bk 2% cnn wena ates 
Catalog FREE. ac Fisk nas dain ds ana, ee 

Cee Gia ck none 


Am. Art. 10-31-14, 
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Live Retailers 


Attend Annual Meet them (Mr. Jobber 


Convention and : Sallie 
Hardware ints Mr. Manuta 


ILLINOIS 
HARDWARE SHOW 


COLISEUM, CHICAGO 


January 12-13-14-15, 1915 











Special Features pull attendance of 
Hardware Dealers in Central West States 











For particulars write LEON D. NISH, Secretary 


ILLINOIS RETAIL HARDWARE ASS’N 


ELGIN, ILLINOIS 





























Use 
Parker’s 
Damper 
Quadrant 
for 


: " \® Th 
A. 6. BRAUER SUPPLY C0. PARKER’S DAMPER QUADRANT + 98 


Simple—Labor-Saving—Dependable 


316-318 North Third Street First: it is s:mple; has but two parts—lever and frame; 
nothing to get out of order. 


ST. L OU! Ss, MISSOURI Second: it is labor-saving. The lever locks right onto 
the frame, doing away with the need of drilling and the 
: use of pins, springs, bolts, nuts, etc. Figure the time 

and the labor all this saves. 


And third: it is dependable; it does what it’s supposed 


todo. That it is in use in the world’s greatest and cost- 
WE MAKE REPAIRS | | © ice buiidings “ine Woolworth, the Municipal and the 


STOVE REPAIRS 


Range and 
Furnace Repairs 














For Warm Air Heaters, Stoves, Ranges and Hot Hudson Terminal in New York; che Bellevue-Stratford 
Water Boilers. Our stocks are the largest and Hotel ip Philadelphia; the Bureau of Engraving and Print- 
most complete. Write for catalog. ing Building in Washington; etc.—is ample proof of this. 


Write to our nearest distributor, or to us, for booklet 
which gives sizes, prices, etc. 


Parker Supply Company 


MANUFACTURERS 


511 West 45th Street, New York 


DISTRIBUTORS: 
California, San Francisco—Holbrook, Merrill & Stetson 
Connecticut, New Haven—The C. S. Mersick & Co. 
Illinois, Chicago—Friedley-Voshardt Co. 
Indiana, Indianapolis—Standard Metal Co. 
Minnesota, Minneapolis—Roberts-Hamilton Co. 
New Jersey, Jersey City—J. S. Norton & Co. 
Ohio, Cleveland—J. M. & L. A. Osborn Co. 
Pennsy! vania, Philadelphia—W. F. Potts, Son & Co. 
Wisconsin, Milwaukee—Wm. Hammann 
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The Standard for 


- » 
Mu n Ss © Il’s Mi Ca High Grade Stoves 
EUGENE MUNSELL & COMPANY 


NEW YORK: 68 Church St. CHICAGO: 542 S. Dearborn St. And Leading Jobbers Everywhere 














NORTH WESTERN STOVE REPAIR CO. 


654-666 W. 12th St. CHICAGO 


Stoves, Ranges and Furnaces HOUSE IN THE WORLD 








‘ "School Room Heaters 
Furnaces and Hot Water 


SPECIALTIES FOR COMBINATION HEATING 








CHARLES SMITH, 70 West Lake Street, Chicago, Ilinois 
































NE 








YALE;s 


Russia finish, pat. 
Lock 


STOVE PIPE 


It is made of a very high 
gat of uniform color 

ue Polished Steel and 
is coated toprevent rust- 
ing. Madein all sizes. 


Packed twenty-five and 
fifty joints tocrate. For 














Fare * $ 00 


(LEVELAND 












ee ae 

ware Trade throughout er 

the United States. << <i 

Mid. by HEMP & CO. ee SE eS = 
ST. LOUIS, MO. THE GREAT SHIP “SEEANDBEE” 





In the event of your 
jobber does not handle 
this pipe send your inquiries to us. 


Length 500 feet; breadth 98 feet, 6 inches; 510 staterooms and parlors accommodating 1500 paseen- 
gers. Greater in cost—larger in all proportions—richer in all appointments—than any steamer on 
inland waters of the world. In service June 15th. 


Magnificent Steamers “SEEANDBEE,” “City of Erie” and “City of Buffalo” 


Daily —-CLEVELAND and BUFFALO— May Ist to Dec. Ist 



































s 
Stove Manufacturers Attention Leave Cleveland P . 8:00 P. M. Leave Buffalo - - : . M. 
Arrive Buffalo - - 6:30 — —— . 6:30 A. M. 
a’ * (Central Stan ime 

We are always im the market to buy Connections at Buffalo for Niagara Falls and all Eastern and Canadian Points. Railroad tickets 
nickel anode scrap and nickel anode reading between Cleveland and Buffalo are good for transportation on our steamers. Ask 
d t C d li . d your ticket agent for tickets via C. & B. Line, Write us for handsome illustrated booklet free. 

ust. Correspondence solicited. Lt CLEVELAND & BUFFALO TRANSIT CO., Cleveland, O. 

E. M. Moers’ Sons, Metal Dealers =S= 
185 South Street New York City - 
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Canco Rubbish and Trash Burner 


The cut illustrates our New Canco Trash and Rubbish Burner. This is practi- 
cally the only burner on the market that will withstand heat without warping, 
the body being made from one piece 
No. 12 gauge open hearth sheet 
steel. Owing to its peculiar construction 
it is practically indestructible and should 


withstand heat and wear for a number of 
years. 


All joints of this burner are welded; no rivets to be- 
come loose. 








There is no soldering on any part of the burner. 
The burner is heavily galvanized after 
being made up. 


The Canco Burner is the only burner which has a 
solid bottom, detachable base or pan. The advantage 
in this is that the ashes from the burner will always 
drop into the pan and not be blown about. The 
Canco Burner is made in two sizes. Dimensions, 
weights, etc., are shown herewith: 

No. Weight Size 

51 24 Ibs. 15x26 

8] 35 lbs. 18x30 


Packed 3 in Crate Order by Number 
AMERICAN CAN COMPANY 


TOLEDO NEW YORK CHICAGO 

















ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 
PusiisHeD Every Saturpay 
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Address all communications and 
remittances to 


DANIEL STERN 


Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 





TeRMs oF SUBSCRIPTION IN THE UNITED STATES AND ITs Possessrons (Invariably in Advance) ONE YEAR PostaGE Paip $2.00 
ForEIGN CounTRIES ONE YEAR PostaGE Parp $4.00 CaNaDA ONE YEAR PostaGE Paip $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 
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In HIs annual address to the American Hardware 
Manufacturers’ Association at its convention in At- 

President antic City, New Jersey, President N. A. 

Gladding Gladding pointed out the necessity for a 

Urges More F , 

Active Part More active part being taken by the 

fn Politics. business men of the United States in 
politics. The address is published in full in this issue 
of AMERICAN ARTISAN. 

He said that it was of utmost importance that “sen- 
sible, practical men are elected to pass sensible and 
fair laws, and to see that they are properly and fairly 
administered,” and that “the business men of the 
country shall do their part in trying to see that the 
right men are elected to our Congress and our Legis- 
latures.” 

Business men have only themselves to blame if be- 
cause of their failure to take an active part in politics— 
bad or inefficient men are elected as lawmakers, and 
the remedy for bad legislation lies solely in the election 
of the proper kind of men to the state and federal 
legislatures, so the recommendation of President 
Gladding is very timely in view of the many com- 
plaints by business men that laws are being passed 
that are said to hurt legitimate business. 








In A number of smaller cities, such as La Crosse, 
Wisconsin—Norfolk, Nebraska—Winona, Minnesota, 
the retailers have banded together at 

Fare Refund certain times for the purpose of making 
"ql special inducements to consumers living 
at a distance to come to these cities to do 

their trading. These special inducements have usually 
included an offer to refund the railroad fare of such 
customers who buy goods of various kinds to a certain 
given amount—usually on a three to five percent basis. 

At first glance such a move would seem to indicate 
praiseworthy enterprise on the part of such retailers, 
but upon closer examination the proposition does not 
appear to be founded on good merchandizing prin- 
ciples. 

A special offer of reduced prices on certain articles 
for certain days is open to every one and those who 
care to take advantage of it reap the benefit—while 
those who do not take the offer up have no reason for 
complaint. 

But an offer to refund railroad fare to persons out- 
side of the regular trading territory is an entirely dif- 
ferent matter, because it does not give the regular 
customer the same privilege as the one who lives out- 
side of the trading territory. 

In other words—the regular local customer who 
gives his trade regularly to Jones, the hardware dealer 





may buy a stove on one of these special excursion 
days, as they are usually called, and he will pay, say, 
$55.00 for it. If Jones should be fortunate enough 
to sell a stove of the same size and brand to one of the 
“outsiders,” this outsider would pay only $52.25 for 
it on a five percent refund basis, and that certainly 
cannot be said to be a fair deal.for the regular cus- 
tomer. 

This point is entirely aside from the question of 
fairness toward the dealers in the communities from 
which the outsiders come, and with all the talk we 
hear about “Trading-at-home” and “Giving-the-home- 
dealers-a-square deal,” there ought to be a little more 
circumspection on the part of the retailers who in the 
past have taken up these fare-refund propositions. 








EVERY RETAIL hardware dealer—and every other 
kind of business man for that matter—can well af- 
ford to spend a short time reading the 


The Call to address of Marshall Cushing before the 
Organization . ; 5 
Work. American Hardware Manufacturers 


Association, published in this issue of 
AMERICAN ARTISAN, for in it he will find inspiration 
to make him more efficient, as well as good reasons 
why he should give of his money, time, thought and 
labor, in co-operation with his fellow business men, 
for the uplifting and betterment of the particular 
branch of trade or industry in which he is interested. 
While Mr. Cushing pointed out that there were 
many useless and, therefore, harmful organizations or 
associations, he also made it perfectly clear that no 
man engaged in business can afford not to become as- 
sociated with such organizations as represent his in- 
terests—and furthermore, that unless he gives to those 
organizations freely of his energy and thought and 
money" he will fail not only in his duty toward his 
fellow man, but also in attaining to the degree of per- 
sonal success which might otherwise have been his. 








THE VERY interesting and instructive address of 

W. S. Kies, of the Foreign Trade Department of the 

National City Bank, New York City, be- 

Branch Banks fore the convention of the American 

a —— Hardware Manufacturers, published in 

America. ee 5 

this issue of AMERICAN ARTISAN iS 

worthy of the closest study by every man interested in 

the extension of United States trade to the Latin- 
American countries. 

Mr. Kies in outlining the situation gave attention to 
the many problems presented by the many peculiar 
conditions in this field and pointed out that only by 
the most painstaking and careful effort would there be 
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any result worthy of the labor and money which must 
be expended in order to secure a considerable share of 
this business which until recently has very largely 
been in the hands of European nations. 

In pointing out the difficulties, however, Mr. Kies 
also indicated in very clear manner that with proper 
attention an immense volume of business would be 
secured. 








WHEN the war broke out this country was just on 
the point of starting another season of activity due to 
the bumper crops, but with the news that 

Wall Street ajmost all Europe was in arms against 

ae itself, the money market, which had only 

"recently commenced to show signs of 
loosening up, at once became tighter than ever—with 
this exception, however, that there were no great finan- 
cial or commercial failures. 

The bankers in New York—Wall Street, as the ex- 
pression is—saw that gold—the only form of money 
by which international debts can be discharged—would 
be at an unreasonable premium unless steps were taken 
to prevent hoarding, and they took that step. The stock 
exchanges were closed. Clearing house certificates 
were issued. 

The national government aided in relieving the sit- 
uation by issuing and furnishing to the national 
banks “Emergency Currency,” for which these banks 
paid interest. 

Fut still “business” did not move forward. There 
was something lacking. People were not sure. They 
ho;ed that “everything was going to turn out all right,” 
and they thought that the war in Europe should make 
it vossible for American goods to gain a stronger foot- 
hold in the Latin-American countries whose trade until 
then had been done very largely with European na- 
tions and the industries of which were financed by 
European money. 

But, somehow, things kept dragging. Money was 
tight. Rates were high and it was extremely difficult 
to borrow money for any purpose. 

Then came the big slump in our export business. 
Our foreign trade was at an absolute standstill and we 
had no foreign banking facilities. And worse than 
that : Nobody seemed to be able to say when we should 
again resume business relations with the rest of the 
world. 

But amid all the gloom little rifts appeared in the 
clouds. A gold “pool’’ was formed by which arrange- 
menis were made to provide $100,000,000 with which 
to take care of legitimate foreign demands for gold 
Then our original export business began to pick up. 
[Jere and there were heard reports of orders for im- 
mense quantities of supplies of various sorts for use 
by the armies in Europe. 

It was a foregone conclusion that so long as the 
British stock exchange was closed there could be no 
opening of either the New York or the Chicago stock 
exchanges, but arrangements are now being made, 
through Sir George Paish, the financial adviser of the 
Chancellor of the Exchequer of Great Britain—cor- 
responding to the Secretary of the Treasury of the 
United States—by which it is hoped that it will be 
possible to resume operations. 


All this—most of which has happened since October 
hrst—has helped to put a more rosy tint upon the sit- 
uation. Men who two months ago would not have 
ventured to predict how long factories might be able 
to remain in action are today adding to their capacity. 
hiring additional workmen, sending out traveling sales- 
inen again and all because of what? 

Wall Street—the financial pulse of the country—is 
jceling better. 

As one of the leading men in financial circles stated 
in a recent interview: “It becomes more and more ap- 
parent that our own country, while suffering disturb- 
ances and loss, must benefit in many ways promptly 
and largely from the increased consumption and de- 
creased production which the war has imposed upon 
Europe. 

“Indeed it is inevitable that America shall gain ma- 
terially from European prostration, and with intelli- 
geit assistance, recuperation in America must be more 
rapid than elsewhere in the world. 

“These eventualities should serve to encourage men 
to count more confidently upon the future than they 
nave yet done in their efforts and plans to overcome 
difficulties of the moment.” 

When conservative men speak in such a tone the 
situation at once becomes more encouraging and the 
effect is already showing itself: 

Money is easier. While rates are not much if any 
lower, still it is far less difficult for the man with a 
legitimate and meritorious enterprise to secure the 
necessary capital—and when he can get capital the 
American manufacturer will set the wheels of indus- 
try to hm once more. In fact, in many places where 
this clitorial will be read the factories are already 
working at high speed. 

Thus, with the great crops, with factory help em- 
ployed, with commerce again moving smoothly, we 
shall soon have actual evidence that real prosperity 
is once more with us. 








THERE have been numerous reports, and more than 
a considerable number of articles crowded into the col- 
umns of the general and trade press 
within the last few weeks, urging prompt 
measures for the capturing of that por- 
tion of European trade with South Am- 
erica, which has been impaired by the war. As a di- 
rect outcome of the European war, the commercial 
atmosphere of the world became fogged, and presented 
through the cloak of hazard, possibilities and impos- 
sibilities of enormous proportions. 

So far as the United States are concerned possibili- 
ties loomed out for the immediate capture of new trade 
in South America, and on the strength of the facts as 
they were at first presented, the advantages were para- 
mount. With the passing of the last few weeks, while 
everyone has been consuming the hundred and one 
paragraphs, which have qualified this country for an 
immediate commencement of actual business opera- 
tions, the exhaustive enquiries which have been made 
by special commissioners of the Department of Com- 
merce, and by representatives of foreign trade com- 
missions, etc., have revealed the fact that while there 
are all the opportunities which have been set down— 
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and possibly more—the time is not right for immediate 
results. Investigations which have been made in 
Washington, D. C., by Secretary Nordman and by 
Chairman J. Rogers Flannery of the Pittsburgh For- 
eign Trade Commission, and a special visit of Mr. 
Flannery to New York on this subject have secured 
information which goes far towards advising a waiting 
policy so far as manufacturers are concerned, in order 
to the better obtain lasting trade relations between 
South American countries and the United States. 

In New York, Mr. Flannery ascertained in confer- 
ence with the officials of the National City Bank, that 
the financial conditions are not likely to be such as to 
permit trade with South America for several months. 
This bank has established a branch in Buenos Aires, 
and proposes to establish another in Rio de Janeiro, 
but holds out no hope of immediate results. Further- 
more, as a result of replies to cables sent to thirty-four 
of the capitols and commercial centers of South and 
Central America by the Pan-American bureau as to the 
commercial situation, Director General Barrett of this 
organization has summed up in a recent statement a 
result of these replies, to the effect that “It is impor- 
tant in justice both to these countries and to the United 
States, to sound a note of caution” and that “although 
Latin-America’s foreign commerce amounts annually 
to nearly $3,000,000,000, of which European transac- 
tions approximate $2,000,000,000, the actual financial 
stringency caused by the war has developed in many 
countries a critical condition which prevents them from 
now purchasing as heavily from the United States as 
they otherwise would.” 

While these statements of Director General Barrett 
come as a timely caution to our manufacturers, they 
need not be taken as relating to any other than condi- 
tions which exist temporarily; as a warning for the 
manufacturer not-to be over-anxious to achieve imme- 
diate results. 

The prospects for South American trade are brighter 
possibly than is generally imagined, but at the present 
time attempted negotiations for opening up actual 
business are handicapped, and will be so temporarily, 
until the powers have overcome the impaired condi- 
tions, and paved the way for normal activities, which 
will then expand in the degree expected. Meanwhile 
these powers—the right powers—at our head, are 
working, and preparing a solid foundation for suc- 
cessful and lasting trade operations between the two 
countries. To acquire this end, however, and to 
quickly overcome the temporary strained conditions, 
much has to be accomplished. 

It must not be lost sight of that we had very little 
South. American trade, and what we had has been tem- 
porarily disturbed, on account of the excessively high 
freight rates, the high rates of insurance, until hos- 
tilities are over, and mostly because there is no basis 
of exchange for foreign moneys. Ninety per cent of 
the South American business has been with Germany 
and the countries who are at war, and in consequence 
the rate of exchange for foreign moneys has been dis- 
turbed. This is one of the problems receiving atten- 
tion. 

Another thing to: consider; these South American 
countries have not a plethora of money, and if we ex- 
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pect them to purchase our merchandise, reciprocal ar- 
rangements will have to be made, in order that we buy 
something from their countries, which will capacitate, 
as it were, an exchange of products. 

A word here, and one of extreme importance, the 
American manufacturer must not be too anxious to 
tie up with commission houses who hold out possibili- 
ties for expanding their export trade in South Amer- 
ican countries, without a thorough investigation of 
their standing. 

There’ are a number of fake commission houses 
sending representatives among manufacturers claim- 
ing to double their business, and establish a nice export 
trade for them, and on the strength of these claims 
collecting $500 or $1.000, more or less, to be deducted 
from commissions as they are earned. Of course these 
commissions never will be earned. These people ask 
for a quantity of catalogs, printed matter, etc., and 
make a number of rash promises. With a little cau- 
tion, however, in this direction, our manufacturers are 
not going to fall for these so-called commission houses, 
and will be prepared to handle them in the proper 
manner. 

Taking the question of our South American trade 
prospects—with caution, as we are advised: While 
arrangements are being made which will insure a com- 
mencement of activities on a proper foundation, it may 
be well to make sure that the manufacturer is prepared 
for a commencement. 

The manufacturer has many points to study in order 
to successfully carry out his pending campaign. One 
very important point on which up to now he can be 
criticized; he has not fully considered whether his 
goods are properly adapted for the foreign trade he 
is after. When Americans go into foreign markets, 
we try to sell the goods we have been making for our 
American customers. When a German manufacturer 
wants some export business he asks his prospective 
customer: “What can I make for you?” and “How 
can I make my goods to suit your trade?” By this 
means he is able to give the customer what he, the 
customer, wants, and it is not so much a question of 
selling him what he, the manufacturer, has for sale. 
Other important features for the mantifacturer to con- 
sider are: 

(1) The necessity for a closer study of the techni- 
calities of the export trade, e. g., freights, insurance, 
exchange, packing and casing goods. 

(2)Intimate acquaintance with the Custom Laws 
and Regulations. 

(3) A better knowledge of the terms and credits 
customarily given in these markets. 

(4) The importance of fixing such a 
price” as will adequately cover the agent’s commission 
and other incidental expenses. In many instances also 
more attention should be paid to the price at which the 
articles should be retailed. 


‘ 


‘selling cost 


(5) The necessity for the selection of suitable agents 
or representatives. In particular the terms on which 
they ought to be employed, taking into consideration 
the prevailing customs. 

(6) The preparation of catalogs in the different lan- 
guage and currency, and placing one ruling rate of 
discount in place of many varying rates. 
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(7) The adequate supply of samples, with due care 
that such samples are suitable for the South American 
market. 

(8) Better knowledge of the geographical features 
of the various South American countries, the distance 
between the various towns, and the time occupied and 
the expense incurred, by the agent traveling between 
the different distributing centers. 

Apart from South American trade possibilities, if 
immediate results are desired, and a plan of trade con- 
quest deemed imperative, it is the almost unanimous 
opinion of the authorities at Washington that the best 
results can be obtained in Australia and New Zealand, 
where a prosperous condition prevails and where con- 
ditions are known and certain. 

Opportunities in China are also regarded among the 
immediate possibilities, and for the purpose of fully 
determining this, and with a view also of exploiting 
other markets of the world, the large corporations are 
now forming a national foreign trade council to this 
end. 

With these investigations afloat, and with numerous 
applications coming in from persons and firms who 
are desirous of buying from American manufacturers, 
and with the sure knowledge that the heads of our 
country are arranging that everything possible under 
the circumstances, is being effected in order that these 
export possibilities will materialize, the situation so 
far as the manufacturer is concerned, should present 
a bright outlook, a “bright outlook” not for the im- 
mediate nor possibly the near future, but a certain 
bright outlook just the same. 








RANDOM NOTES AND SKETCHES 





BY SIDNEY ARNOLD 


“Bill” Gormley, of the Bullard and Gormley Com- 
pany, was discoursing the other night on the proverbial 
cautiousness and “closeness” of the Scotch, and to 
illustrate his point told this story: 

A Scot of Peebles said to his friend MacAndrew: 
“Mac, I hear ye have fallen in love wi’ bonny Kate Mc- 
Allister.” 

“Weel, Sanders,” Mac replied, “I was near—verra 
daein’ it, but the bit lassie had nae siller, so |] 
And I was a mon, 





near 
said to maself: ‘Mac, be a mon.’ 
and noo I jist pass her by.” 

xk * x 

Some time ago I wrote an item on the matter of 
extending courtesy to those “ambassadors of busi- 
ness,” the traveling salesmen. Here is a quotation 
from a letter sent me by John P. McCrea, one of my 
very good friends. . The original letter was written to 
Mr. McCrea by a man who is purchasing agent for one 
of the greatest concerns in the world: 

“The article in AMERICAN ARTISAN is worth more 
than a gold mine to the man who sits in an office and 
meets all sorts of men, with all sorts of fads and fan- 
cies, as well as salable goods. No one on the road 
with only one line of goods to sell can at all appre- 
ciate the vexations of the general purchasing agent. 
Surely Solomon with his many wives had a continued 
picnic in comparison. 

“But the article referred to has done me a world of 





good. Courtesy under all conditions pays real divi 
dends. 

“Not one person has been turned down since read 
ing it and none treated rudely, and I am sure that | 
enjoy life better because of it.” 

Even purchasing agents have a heart and they arc 
human just like the rest of us. The right sort of ap- 
peal will find its way to their heart, and the world is 
better when it does. 

ee s 

How are the mighty fallen! I read in a report “from 
the front” that the once famous Tod Sloan, who is said 
to have reecived $5,000.00 a race for riding the horses 
of the late King Edward of Great Britain and Ireland, 
is earning his living by driving an ambulance for the 
Allies in France. 

But after all, “Tod” is sticking to his last. If it 
should come to the worst “Tod” would never lower 
himself to serve as a taxi driver. 


* -*K * 


No matter where you go you will always find people 
who look at the world with a squint in their eyes. 
They are always in doubt. They never see any good 
in anything. They never admit of the possibility of 
a good deed being done without a selfish purpose. 
They are pessimists—and usually from choice. 

If some one suggests that a certain action be taken, 
they are always on hand to state that “it cannot be 
done’’—at least not the way the person advises. 

It is well that we have optimists of the real 
kind—those that go ahead and do the best they can. 
They make up for the pessimists—to some extent, at 
least—and this little poem by Charles Perry Taylor 
is so good that you will like it and keep it for the fel- 
low who says that “it cannot be done”: 


“IT CANNOT BE DONE.” 


Somebody had said it couldn’t be done, 
But he, with a chuckle. replied, 

That, “maybe it couldn’t,” he would be one 
Who wouldn’t say so till he tried. 

So he buckled right in with a trace of a grin 
On his face. If he worried he hid it. 

He started to sing as he tackled the thing 
That couldn’t be done—and he did it. 


Somebody scoffed: “Oh, you'll never do that; 
At least, no one ever has done it.” 

But he took off his coat and he took off his hat, 
And the first thing you knew he’d begun it; 

With the lift of his chin, and a bit of a grin, 
Without any doubt or quiddit ; 

He started to sing as he tackled the thing 
That couldn’t be done—and he did it. 


There are thousands to tell you it cannot be done, 
There are thousands to prophesy failure; 

There are thousands to point out to you, one by one, 
The dangers that wait to assail you; 

But just buckle in with a bit of a grin; 
Then take off your coat and go to it; 

Just start in to sing as you tackle the thing 
That “cannot be done”—and you'll do it.” 

—Charles Perry Taylor 
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UP TO THE MINUTE 
NEWS SIFTINGS 








S. H. Jacobs, of the Fanner Manufacturing Com- 
pany, Cleveland, Ohio, was in Chicago Thursday, 
October 29th, to attend the meeting of the Western 
Stove Manufacturers’ Association. He reported that 
business in his line, supplies for stove makers, is very 
good considering the géneral conditions. 


” 





STOVE POLISH WHICH DOES NOT FREEZE 
OR DRY OUT IN THE CANS. 





The quality of a polish cannot always be judged by 
the shine it produces, but rather by the length of time 
that the shine will last. Black Silk Stove Polish is 
claimed by the manufacturers to last four times as 
long as any other shine, and to make old stoves look 
like new. Furthermore, it is stated that Black Silk 
Stove Polish makes 4 brilliant, glossy shine that an- 
neals to the iron, and does not dust or rub off. A spe- 
cial feature in connection with this polish is that it 
will not freeze in any climate, nor dry out in the cans. 
Dealers can obtain full information on Black Silk 
Stove Polish on application to the Black Silk Stove 
Polish Works, Sterling, Illinois. 


4+ 


NEW CONVEYOR APPARATUS FOR MECHAN- 
ICAL PLATING. 








The recent issue of a four page circular by the Han- 
son & Van Winkle~Company, introduces to the trade 
a new mechanical plating conveyor 
apparatus which this company pat- 
ented on August 25, 1914. This 
new conveyor apparatus shown in 
the accompanying illustration, is 
constructed in line with the tend- 
ency of the electro-plating indus- 
try toward the adoption of mechan- 
ical apparatus for handling work, 
and the manufacturers claim this to 
be a marked improvement on auto- 
matic screw conveyors which are 
designed to handle an immense 
quantity of work in the plating 
bath. It is said to eliminate the use 
of many tanks and a quantity of 
supplies, shortening the labor and 
time of deposit and producing 
equal or better work than the still tank, with great in- 
creases in the day’s output. The operation is said to 
be simple and regular. The work is racked, and the 
racks hung on the conveyor rod carried through the 
solution and returned to the starting point, the time 
of travel being fixed to suit conditions. This new con- 
veyor apparatus can be seen at work at the main 
works of the Hanson and Van Winkle Company, 
Newark, New Jersey, or at the western branch, in 





charge of Harry E. Starrett, Chicago sales manager, 
at 108 Clinton Street, Chicago. On application to eith- 
er of these offices dealers will receive full particulars 
of this new device. 


see —__—_$—-@->- 


THE WESTERN STOVE MANUFACTURERS’ 
ASSOCIATION MEET IN CHICAGO. 








The Western Stove Manufacturers’ Association held 
its fall meeting in the Green Room of the Congress 
Hotel on Thursday last October 29. The meeting was 
of an executive character and was presided over by 
William Dwyer, Detroit, Michigan, the president. The 
ordinary business of the Association was dealt with, 
followed by a discussion on general business condi- 
tions, and the future outlook. 





ELEVEN HUNDRED PAGE VOLUME ON 
STOVE REPAIRS. 





The latest catalog issued by the Northwestern 
Stove Repair Company, 654-666 West 12th street, 
Chicago, is one-fourth as large again as the preceding 
catalog published by this firm. It has over eleven 
hundred pages devoted to repair parts for stoves, 
ranges, and warm<air heaters. The immense size of 
this catalog, goes far to show the enormous trade 
which this firm carries on, and the progressive spirit 
they maintain. On the front page is given an illlustra- 





New Conveyor Apparatus for Mechanical Plating. 


tion of the Northwestern Stove Repair Company’s 
plant which is of considerable magnitude, the main 
warehouse covering three acres of floor space. This 
company claim to carry the largest stock of stove and 
warm air heater castings, and of fire brick, in the 
world. Over fifty thousand bins are required to hold 
the five million pounds of castings which they are said 
to carry. The catalog is carefully indexed in trade 
name order. The number of manufacturers, the repair 
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parts for whose products are carried, is exceptionally 
large. Specific instructions are. given so that the deal- 
er can easily order the parts required. Dealers who 
are desirous of receiving one of these catalogs should 
communicate with the Northwestern Stove Repair 
Company, 654-666 West 12th Street, Chicago, Illinois. 





SECURES PATENT FOR STOVE. 





The United States Patent Office has granted pat- 
ent rights to George G. Garey for a heating stove 
under number 1,114,248 and 
Fa described as follows: Ina de- 
vice of the class described, a 
- fire pot, a magazine supported 
a, L thereabove, an annular flue 
in surrounding the upper portion 
! of the magazine and having a 
fresh air inlet, flues extending 
downwardly along the outer 
side of the magazine from the 
annular flue and opening at 
their lower ends in the fire 
5) Mi . pot, whereby the burning of 
7 _\s fuel within the fire pot will 
set up a suction downwardly through the flues from 
the annular flue, there being a gas vent in the upper 
portion of the magazine and opening into one of the 
downwardly extending flues whereby gas generated 
within the magazine is sucked into-said flue, and a 
frangible web closing communication between the in- 
terior of the magazine and one of the flues. 




















* 
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WIDE RANGE OF GAS COOKING APPARATUS. 








Representing a large variety of gas using appliances, 
which the manufacturers describe as being different in 
many ways from competitive lines, and in consequence 
placed in the specialty class, the catalog of the Born 
Steel Range Company, will be found to contain much 
interesting detail of value to dealers. Although quite 
a wide range of gas appliances of varying use are 
mentioned, the manufacturers have had reason to in- 
clude supplementary circulars showing recently added 
lines with this catalog, which speaks well for the quick 
progress of this company. The illustrations are very 
clear, and each one is provided with full detail informa- 
tion. The catalog shows a complete line of gas ranges, 
interchangeable gas and coal ranges, combination gas 
and coal ranges, gas broilers, gas bake ovens and spe- 
cial gas appliances. The Born Steel Range Company, 
2163-2165 East Ninth Street, Cleveland, Ohio, will be 
pleased to forward copy of this catalog on request. 


—- = 


REGISTERS TRADEMARK FOR STOVES. 





Under serial number 80,942, copyright has been 
granted to the Shapleigh Hardware Company, St. 
80,942 Louis, Missouri, for the 

B | ue b e | le trademark shown in the 
accompanying illustration. The copyright covers, un- 
der class 34, wood stoves, coal stoves, gas stoves and 


vapor stoves. 


VOLUME OF RANGE INFORMATION THAT 
DEALERS SHOULD HAVE. 





In supplying, for the dealer’s use, a very handsome 
catalog, twelve inches by nine inches by three-quarters 
of an inch thick, “chuck full” of valuable information 
on ranges and general kitchen supplies, the John Van 
Range Company, Cincinnati,” Ohio, deserve great 
credit. This catalog is profusely illustrated, with every 
line detailed with exactness, and contains an especial- 
ly fine line of Van’s Patent Improved Wrought Steel 
Portable Ranges, with full information regarding the 
repair parts they supply for same. The catalog is fully 
indexed for easy reference. The index taking six 
pages to contain the full list of stoves and parts em- 
bodied in the catalog. Dealers who wish to be post- 
ed on range construction should communicate with the 
John Van Range Company, Southwest Corner, Fifth 
and Broadway, Cincinnati, Ohio. 





QUALITY FIRST STRONG SELLING POINT. 





Constructed in a factory where “quality first” is the 
dominating slogan of the company, and where “quality 
first” is said to be the dominating thought from the 
highest to the lowest of the employes, the Acorn 
ranges, stoves, and warm air heaters are claimed to be 
of the highest class of design, material and workman- 
ship. Quality First, so Rathbone, Sard & Company 
assert, has become their creed—in connection with 
their Acorn products. As a proof that “Acorn” now 
stands for quality, they state that for eighty-seven 
years, stoves bearing the Acorn name and symbol 
have been placed in millions of homes, in each instance 
performing their work well, and proving their worth 
from a quality standpoint. Every man in the Rath- 
bone, Sard organization is offered a cash premium for 
suggestions which would improve the goods, any idea 
which is practical being worth dollars to the employe. 
Dealers who would like further information of 
“Acorn” stoves and ranges, should obtain a copy of the 
Acorn illustrated catalog arid price list from Rathbone, 
Sard & Company, Aurora, Illinois, 


LA 
OBITUARY. 


Charles A. Miller. 

Charles A. Miller, who for thirty-five years was 
connected with the Fuller and Warren Company, 
Troy, New York, died recently at his home. He was 
one of the oldest and most valued associates of the 
company and had by his integrity, cheerful disposi- 
tion won many friends. 


aS 

Isaac Newton spent many years laboriously writing 
a book—the wisest book of his generation—only to 
find it burned to a cinder one day when he entered his 
Did he say “What’s the use? I’m done.” Not 
Newton. He made a new start along the same lines. 
He wrote the entire book over again. And now that 
his name is immortal it doesn’t matter how much dis- 
couragement or wasted effort preceded his victory. 


study. 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 














A signal honor was paid by the Hardware Club to 
one of its members, when on Tuesday, October 27th, 
every one of those present at the weekly luncheon, 
after listening to a plain talk on business management 
of public offices, like that of the county treasurer, 
with one accord stood up and made the welkin ring 
with cheers for Henry Stuckart, who is one of the 
prominent retail members of the Club and one of its 
Board of Governors. 

Mr. Stuckart spoke as a candidate for the county 
treasurer’s office of Cook County, Illinois, for which 
he was nominated by the Democratic party. He did 
not indulge in “politics,” but confined his remarks 
largely to what he had accomplished while serving as 
city treasurer of Chicago. 

“Among the first ‘troubles’ I encountered when | 
first went into that office,” said Mr. Stuckart, “was 
that of the ‘loan sharks.’ Some of the men employed 
by the city were in debt to these concerns ; their wages 
were assigned, and we had almost every week severai 
cases of notices of assignment of wages to these 
‘sharks,’ which meant poorer work on the part of the 
employes, for no man can do proper work when he is 
hounded as they were. I called the loan people in 
and told them that I would see that they received 
what was due them under the law, but that no usurious 
interest would be allowed. I also had the chronic 
borrowers before me and notified them that any one 
who had legitimate need for money would be helped 
out by me, but that further loans based on wage as- 
signments would be cause for dismissal. That drove 
the ‘sharks’ out of the City Hall, and I shall follow 
the same procedure if I am elected to the county 
treasurer’s office. 

“Another point: I shall make it my business to 
make arrangements, if I am elected, to establish 
branch stations where people in the outlying wards 
and districts may pay their taxes and assessments, so 
that it will not be necessary for them to lose half a 
day or more, as is now the case during the tax paying 
period. This will do away with the crush and the 
many serious accidents which are absolutely unavoid- 
able under the present system.” 

County Clerk Robert M. Sweitzer, who is running 
for re-election, spoke briefly and devoted his remarks 
to a eulogy of Mr. Stuckart, interpolating a couple of 
the goed stories for which he is famed. 

H. W. Beegle, chairman of the Trades Committee, 
was called upon by President Martin to say a few 
words expressing the high regard of the members of 
the Hardware Club for Mr. Stuckart, and at the con- 
clusion of his remarks called for three cheers for Mr. 
Stuckart which were given with a will. 


WEDNESDAY AFTERNOONS GIVEN OVER TO THE LADIES. 
President Martin announced that commencing 


day would be given over to the ladies, and that the 

committee in charge was now planning a number ot 

special entertainments for these occasions. 

GOOD ROADS WILL BE SUBJECT OF ADDRESS BY WILLIAM 
G. EDENS TUESDAY, NOVEMBER 3RD. 

On Tuesday, November 3rd, the speaker at the 
luncheon will be William G. Edens, president of the 
Good Roads Association of Cook County. Inasmuch 
as there is up for the decision of the voters of Cook 
County a bond issue of two million dollars to be spent 
for the construction of permanent highways in the 
country, Mr. Edens’ address will be very timely. The 
vote is taken at the regular day of election, the day 
when Mr. Edens speaks. 

FRIDAY NIGHT ENTERTAINMENTS. 

The first of the series of entertainments planned for 
the winter season was given Friday night, October 
23rd. <A special dancing class was begun, lasting 
from 8 to 10 p.m. From Io to 12 o'clock there was 
dancing for members, their ladies and guests. Cards, 
billiards and pool games were provided for those who 
did not dance. The entertainment on Friday night, 
October 30th, was in the nature of a Hallowe’en party. 

The first entertainment will be devoted to cards 
for which several pretty and useful prizes have been 
secured by the Ladies’ Social Committee. Later a dis- 
cussion will be held as to how the ladies may make 
best use of the rooms. The wives and daughters of 
members are all cordially invited. 

HANDSOME ADVERTISING FOLDER DISTRIBUTED ON 

“HARDWARE SPECIAL.” 

A handsome folder, prepared by the Publicity Com- 
mittee, was distributed among the travelers on the 
“Hardware Special” going to the Atlantic City con- 
ventions of the American Hardware Manufacturers’ 
and the National Hardware Association. In it were 
shown photographs of the comfortable rooms of the 
Club, and brief paragraphs outlined the advantages 
and facilities extended by the Club to non-resident 
members. Initiation fee for such members is $10.00 
with annual dues of $15.00. 





The Membership Committee is doing valiant work 
and during the past ten days six new members have 
been added to the roll, as follows: 

George W. Conover and Van Renssellaer Lansingh, 
of the Hardware Buyers’ Association, 14. East Jack- 
son Boulevard, proposed by R. A. Peterson. 

F. P. Spratt, of Osborn Manufacturing Company, 
Milwaukee ; proposed by E. A. Wilson. 

E. B. Girardot, of Champion Spark Plug Company, 
Toledo, Ohio, proposed by E. W. Scott. 

T. H. Woodside, ot Pittsburgh Steel Company, 
Chicago office; proposed by George A. Dickson. 

Elmer J. Mercil, of B. Mercil & Sons Plating Com- 
pany, Chicago; proposed by E. T. Harris. 
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GEORGE HENRY BEAUDIN. 





They say that salesmen are born and not made, 
and in most cases the saying may hold good, although 
there are those who maintain that it is a matter of edu- 
cation more than anything else. 

But if it is, no one would imagine that a position as 
stenographer would furnish much “education” toward 
the evolution of salesmanship. 

So in the particular case of George Henry Beaudin, 
the subject of this sketch, we shall have to give 
some of the credit to the fact that he was a salesman 
born, although it is just as certain that he did a good 
deal of educating himself, in order to make the fine 
record as a salesman which is his. 

For no salesman who does not spend considerable 
time in self-education will 
ever become a “crackerjack” 
in his profession. 

Thirty-five years ago, on 
May 21, 1879, to be exact, the 
home of a Glens Falls, New 
York, family was gladdened 
by the visit of a stork who left 
a rosy-cheeked boy to whom 
his parents gave the name of 
George Henry Beaudin. 

When he was old enough he 
was sent to one of the Glens 
Falls public schools, and after 
graduating from the grammar 
school, attended a_ business 
college at Albany, New York, 
where he learned all the queer 
little fish hook marks that go 
to make up the fundamental 
knowledge of a stenagrapher. 

At the age of nineteen, he 
secured a position in the office 
of J. Wiss and Sons Com- 
pany, Newark, New Jersey, 
manufacturers of shears, scissors, tinners’ snips and 
other articles in the cutlery line. His first “job” this 
was, and he took notes and “pounded” the typewriter 
so well that some one took notice of the young fellow 
and made it a point to find out what there might be 
in him besides the ability to write a letter according 
to dictation. 

So in 1900, when he was twenty-one years of age, 
he was sent out to sell the products of J. Wiss and Sons 
Company in the nearby eastern states. He did so well 
that in two years’ time he was commissioned to travel 
from the Atlantic to the Pacific, and surely this would 
not have happened if he had not had an innate ability 
for obtaining the signature on the dotted line below 
the order, nor is it likely that he would have been 





promoted so rapidly if he had not taken the trouble to 
improve himself and his selling methods as he went 
along. 

For five years, or until 1907, Mr. Beaudin, traveled 
thus from coast to coast, preaching the gospel of 
“Wiss” and he did it so well, that his firm found it 
advisable to establish an office in Chicago to handle 
the western business which occurred in 1907, and oi 
course the position was given to the man who had 
built up the business, 

The Chicago office was at first located at Lake and 
La Salle Streets, but in 1911 larger and more conve- 
nient quarters were found ‘at 180 North Dearborn 
Street, and here Mr. Beaudin may be found when he 
is not out pushing business in 
person. 

Like most Chicagoans who 
can do so, he lives in a sub- 
urb, and in Rogers Park, on 
the Northside, he has a pleas- 
ant home, where he and his 
charming wife like to enter- 
tain their many friends. Here 
also he indulges in outdoor 
sports of various sorts, but his 
chief recreation is tennis. 

When the Hardware Club 
of Chicago was in the forma- 
tive stage, Mr. Beaudin did 
yeoman service, and at the re- 
cent annual election was 
chosen as one of the Board 
of Governors. He is one of 
the most active workers of the 
club, and there is only one 
place, in his opinion, to take a 
friend for a good luncheon 
and a game of billiards, said 
place being the quarters of the 
Hardware Club of Chicago. 

At the Friday evening entertainments of the club. 
Mr. and Mrs. Beaudin are “regulars,” and by their 
cordiality help greatly to make these affairs the splen- 
did success they are. 

Among his suburban neighbors, Mr. Beaudin is 
looked upon as a man who can. be depended upon to 
do his share whenever anything comes up that calls 
for personal work, and he is an influential member of 
several local organizations and improvement. clubs 
in Rogers Park. 

He is a man of fine physique and his friendly 
handgrasp and clear eyes looking straight into the 
person’s face with whom he is speaking impress one 
with the fact that he is a friend worth having. 
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HALL OF FAME 








H. O. ROBERTS. 


Premera 


If you should ask the average hardware man 
whether it would do his son any good to go to college 
as a preparation for entering the retail hardware busi- 
ness, you would most likely get the answer that the 
best thing the boy could do would be to finish high 
school and then go to work sorting nails and doing 
other odd jobs around the store: In that way he 
would be sure to learn a!l there was to be learned—at 
any rate, he wouldn't be afraid of getting his hands 
soiled. 

But if you should ask H. O. Roberts, secretary of 
the Minnesota Retail Hardware Association, and newly 
elected secretary of the National Association of Hard- 
ware Secretaries, his reply would be: ‘Most cer- 
tainly. Let the boy go to col- 
lege. Not to a big one, but 
to one where he will learn to 
judge men and where he will 
learn to stand on his own 
feet. His experience gained 
in such a college will be 
worth more to him in later 
years than all the knowledge 
he may pick up from rolling 
nail kegs or pushing stove 
trucks. He will learn ‘hard- 
ware’ and the selling of hard- 
ware so much better and 
quicker after a college train- 
ing that he will-outstrip the 
fellow who didn’t go to col- 
lege.” 

H. O. Roberts was born 
near Steubenville, Ohio, and 
after attending the county 
schools entered Mt. Union, 
Ohio, College, after which he 
went back on his father’s 
farm. And right here he 
gives proof of his claim that a college bred youth will 
make good as a retail hardware man, for in 1877 a 
hardware jobber took him off the farm, credited him 
with a thousand dollars worth of hardware and 
started him as a full-fledged hardware dealer in Den- 
nison, Ohio. 

At the end of five years he had paid back that 
$1,000.00, was worth $2,000.00 and bought a half in- 
terest in the hardware store of A. T. Raife in New 
Philadelphia, Ohio, the firm name later on being 
changed to Roberts, Custer and Fribley. 

In 1885 Mr. Roberts moved to Minneapolis and 
established himself, at 103 Western Avenue, under the 
firm name of Roberts and Schweitzer, which did a 
retail hardware business. In 1893, after a lapse of a 





year and a half, he incorporated under the name of 
the H. O. Roberts Company, re-opening in the same 
location. 

In 1906 he started a heating and plumbing business, 
also under the corporate name of the H. O. Roberts 
Company, and built this up to a volume of $12,000.00 
a year, but without making any profit. This fact in- 
duced him to organize an association of plumbers. 
His success as an organizer was quickly proven that 
when the Minnesota Retail Hardware Association 
was looking for a man to serve as its secretary he 
was chosen, and he has made a record in this office 
of which any man may well be proud. It is said that 
out of the 1.200 odd retail hardware dealers in Minne- 
sota over 95 percent belong to 
the State Retail Hardware 
Association. 

But Roberts didn't stop 
when he had induced a hard- 
wareman to become a mem- 
ber. He kept at the dealer 
until he had persuaded him to 
say “Howdy” to his competi- 
tor and to consider the com- 
petitor as a human being with 
whom it was worth while to 
be on a good footing. 

He has succeeded in having 
hardware dealers form small 
county or district clubs where 
purely local matters are taken 
care of, thus leaving the State 
Association free to look after 
the affairs which affected the 
entire body of hardware deal- 
ers. 

Another feature of his 
work is the credit and collec- 
tion bureau which he organ- 
ized and which has brought into the tills of the hard- 
waremen of Minnesota many a dollar which the deal- 
ers had already crossed off their books as “dead ac- 
counts.” It is therefore no wonder that Mr. Roberts 
was reelected in 1913 and again 1914, and as men- 
tioned in the foregoing, he now occupies, in addition, 
the office of secretary-treasurer of the National Asso- 
ciation of Hardware Association, to which he was 
elected at the recent annual convention in Chicago. 

There was a time when “H. O.” would enjoy a 
smoke and a bit of liquid refreshment, but that time 
has gone by, and now when he wants relaxation he 
engages in the activities of the Calvary Methodist 
Episcopal Church of Minneapolis, of which he is a 


devout member. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 80 to 85 inclusive. 








The Boston Marine Hardware Company, Boston, 
Massachusetts, has been incorporated for $25,000. 
Harry L. Kimball, Edward D. Kimball and Wesley P. 
Hume are the incorporators. 


C. D. Tabor Company, manufacturers of hardware 
specialties, have been incorporated for $12,000. The 
incorporators are E. G. Reilly, H. S. Roberts and C. D. 
Tabor, 42 East Twenty-third Street, New York City. 


The Varni-Sheen Manufacturing Company, Cleve- 
land, Ohio, has been incorporated for $10,000 to deal 
in paints, etc. The incorporators are Samuel Toffler, 
Nettie Toffler, Tillie Toffler, Louis Toffler, and Arthur 
Toffler. 

The Blue Ribbon Paint Company, Wheeling, West 
Virginia, has been incorporated for $150,000 to manu- 
facture paints. Norman Bruske, E. C. Butler, Harold 
Allen, Robert Mason and Bruce Harrison, all of Pitts- 
burgh, are the incorporators. 


The Diamond Door Hanger Company, dealers in 
hardware, metal articles, etc., have been incorporated 
for $25,000. A. R. Lotson, Jr., R. O. L. Fay, and 
W. W. Pickard, 55 Pineapple Street, Brooklyn, New 
York, are the incorporators. 

MADE-IN=-AMERICA EXHIBITION TO BE HELD 
IN CHICAGO, DECEMBER 7 TO 13. 








During the week of December 7 to 13, the first 
““Made-in-America” exhibit will be held in the First 
Regiment Armory, Sixteenth Street and Michigan 
Avenue, Chicago. This is an expression of the move- 
ment now active in this country looking to greater buy- 
ing of products made in this country rather than 
abroad. Probably in January, a similar exhibit will be 
held in New York. The first show will be devoted 
mostly to raw materials, and space is being taken by 
concerns interested in enlarging their markets for that 
sort of products. The object of the show is to make 
plain to producers and consumers, that articles of 
common use made in America are not properly appre- 
ciated, that articles hitherto made in Europe should 
and can be made here, that persons willing to start 
new plants in this country manufacturing articles, for- 
merly made abroad, at present have a great opportu- 
nity, and that the extent to which the buying public 
now patronizes American producers is small, while the 
extent to which it may be educated is large. As an 


added attraction to the show, a program to drive home 
the truths above stated will be provided. 


COPYRIGHTS DESIGN FOR BREAD TOASTER. 





Stanley Parker, New Britain, Connecticut, has been 

granted United States copyright for an ornamental! 

design for a bread 

é toaster, shown in 

Tm the accompanying 

illustration, under 

number 46,577. 

The claim was filed 

2. July 6, 1914, under 

46,577 the serial number 

of 849,294 while the term of patent is fourteen years 
dating from October 20, 1914. 
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PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION TO MEET IN 
NEWARK, NEW JERSEY, FEBRUARY 
9 TO 12, 1915. 





The annual convention and exhibition of the Penn- 
sylvania and Atlantic Seaboard Hardware Association 
will be held February 9 to 12, 1915, at Newark, New 
Jersey. The association comprises retail hardware 
dealers in Pennsylvania, New Jersey, Delaware, Mary- 
land and Greater Manhattan. The exhibition will 
take place in the First Regiment Armory, while the 
convention sessions will meet in the Washington Ball 
Room, 559 Broad Street, Newark. The convention 
hotel headquarters will be at the McAlpin Hotel, 33d 
Street and Broadway, New York City. 





PATENTS REVERSIBLE POURING SPOUT. 





Moses M. Marcuse, New York City, assignor to 
West Disinfecting Company, New York City, has ob- 
ro] So #6 


tained United States patent 
rights under number 1,114,- 
,' o1t for a reversible pouring 

“ “ spout for cans described as 
i z follows: A sealed can hav- 
ing a reversible, attachable spout and comprising, in 
combination: a can body having an opening therein: 
a threaded nozzle piece having a perforated top and 
an imperforate bottom secured in position over the 
opening in the body, said bottom normally forming a 
seal over said opening, but being adapted to be per- 
forated; a reversible spout of less height than the 
height of said nozzle piece, and having a flange at the 
base thereof ; and a perforated, screw cap co-operating 
with the screw nozzle and adapted to clamp the flange 
of the spout between it and the top of the nozzle, sub- 
stantially as specified. 








1,114,011. 


>a 





No man ever got nervous prostration pushing his 
business; you get it only when the business pushes 
you. 
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Misapplied Forcing of Sales Causes Trouble 
in Distributing Field 


By Wit.1am T. Gorm ey, of the Bullard and Gormley Company, Chicago, Illinois. 








In these times of high specialization and high pres- 
sure salesmanagement, a good many troubles have 
come up which were not 
encountered under the old 
system of selling. 

In former days, the ac- 
cepted channel by which 
hardware and other manu- 
factured products were dis- 
tributed and finally reached 
the hands of the ulti- 
mate consumer was as 
follows: An ax, for in- 
stance, was made by a 
manufacturer who sold a large quantity to a 
wholesaler, and the wholesaler would sell a smaller 
quantity to a retailer who then would sell one or two 
axes to the consumer. This is what we even today 
call the regular channel of distribution, and this was 
the method employed, generally speaking, in carrying 
manufactured products from the factory to the con- 
sumer. 

A few years ago, we heard a great deal of the ef- 
ficiency expert. He was supposed to have posted 
himself thoroughly on all the different phases pertain- 
ing to the trade or industry in which he posed as an 
expert. We had the expert in salesmanship. We had 
the expert in office management. We had the expert 
in warehouse supervision and numerous others. One 
of these so called experts on salesmanagement was 
placed in a position where in order to hold his job, 
it was necessary for him to make a certain showing in 
sales and, upon looking into conditions, an easy way 
suggested itself to him by which such an increase 
could be made. In a certain town one of his men was 
selling, let us say, three dozen coal shovels of a cer- 
tain number during the season. By looking in his 
Bradstreet’s or Dun’s he found that there were two 
coal yards, and naturally the thought suggested itself 
to him that the owners of these two coal yards might 
be induced to buy their shoveles “direct.” So the 
salesman was instructed to call first on the regular cus- 
tomers among the hardware dealers and then to inter- 
view the coal men and try.to sell them. In many cases 
the salesman was successful in obtaining orders for 
shovels from the coal yards. 

At the first glance, this looks like a good stroke of 
business: the hardware men bought as many shovels 
as before, and an additional dozen or two were sold to 
the coal men. Result: Out of each town where such 
a canvass had been made, additional “business” had 
been secured. 

But the local hardware men soon found out that 
their sales of coal shovels did not come up to the rec- 
ords for previous years and in looking for the cause 
they also found that at least one of the reasons for 





the decreased sales was the fact that the same house 
which sold coal shovels to them had also sold to the 
coal yards. 

The net restilt of the transaction was that the house 
which originally had had the business of the hardware 
men lost it and the “expert” salesmanager was kicked 
out. 

Similar instances can be found in every line—every 
day. For it is a singular fact that these so-called “ex- 
perts” never seem to learn from their mistakes or from 
anyone else’s mistakes or experience. 

The evil of the manufacturer going over the whole- 
saler’s head and selling direct to the retailer is of far 
greater importance than many people think, for it is 
the cause of practically all the jealous feelings and 
bickerings which at the present time retard the prog- 
ress of merchandising. 

Does anyone for a moment, for instance, claim that 
it is fair for a manufacturer to go to a wholesaler 
and contract with him for a certain quantity of his 
product and then later on, when he finds that he has 
not been able to dispose of the entire output, to go 
beyond the wholesaler and try to sell the same article 
to the retailers on which the wholesaler had counted 
in making up the order which he gave to the manu- 
facturer? And especially unfair is the proposition 
when the manufacturer fails to give the wholesaler 
any “protection” in the matter of price. In other 
words, when he sells his product to the retailer at prac- 
tically the same price that he demands from the whole- 
saler. 

But some manufacturer will say: “I am making a 
new article. The wholesaler is not interested and 
does not care to stock it until a demand has been cre- 
ated. Must I then abstain from making and selling 
this new article until such a demand may have been 
created by advertising or personal canvassing ?” 

There is absolutely nothing to prevent the manufac- 
turer from popularizing this new product through 
advertising. In fact, any wholesaler and any retailer 
would be more than glad to have the manufacturers 
as a class do more of that kind of work than they are 
doing now. 

3ut while they are doing this preliminary work, is 
there any reason why such orders as may be obtained 
as a result of the advertising should not be filled 
through the regular trade channels? Could there pos- 
sibly be any better way of demonstrating to a whole- 
saler that there was an actual “demand” for the new 
article, than by turning such orders as may have 
been obtained, over to the wholesaler in a particular 
territory? Surely the wholesaler would be willing to 
co-operate with a manufacturer and do this part of 
the preliminary work without demanding the regular 
profit that he might have a right to expect if an order 
of considerable size had been placed. 
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But in very many cases this is just the course which 
the manufacturer has failed to take and that is one of 
the points which at the present time are tending to 
keep the manufacturer and the wholesaler from co- 
operating with each other as effectively and efficiently 
as they otherwise might be doing. 

It is a foregone conclusion that the person who car- 
ries the stock—be he manufacturer, wholesaler or re- 
tailer—must be paid for that service and that someone 
must pay for that service. 

If the manufacturer sells direct to the retailer he 
must, if he wishes to give proper service, carry a 
stock from which the retailer may at any time be able 
to secure “fill in” orders. In other words, the manu- 
facturer in that case becomes a wholesaler and must 
assume the expense incidental to the wholesale busi- 
ness. 

If the manufacturer does not carry a stock and sells 
direct to the retailer, the latter must buy sufficient to 
last him for the entire season, in which case, of course, 
he would not expect to pay as high a price as if it 
were not necessary for him to buy in so large a 
quantity. In this case, the retailer assumes the 
wholesaler’s position and, therefore, also the expense 
or the cost of carrying the stock. 

And let it be understood right here that no case is 
on record where the average retailer of hardware has 
ever been able to buy supplies direct from the manu- 
facturer on this basis and make any money on the 
proposition: the expense of carrying the stock has 
always—and always will—overbalance the saving in 
the cost price. 


me 


Chicago, October 27, 1914. 


SECURES PATENT FOR GAS BURNER. 








Louis J. Strause and Otto Spahr, Philadelphia, 
Pennsylvania, assignors to Strause Gas Iron Company, 
Philadelphia, Pennsylvania, have se- 
cured United States patent rights, un- 
der number 1,114,308, for a Bunsen 
burner described as follows: A Bun- 
sen burner comprising a nipple, a flange 
on said nipple, a nozzle detachably se- 
cured to said nipple, a screw threaded 
air hood surrounding said nozzle, a cou- 
pling ring normally extending beyond 
said nipple provided with screw threads 
adapted to engage the screw threads 
of said air hood for connecting said air 
hood and nipple together, an internally 





1,114,308. 


screw threaded flange on said coupling ring rotable 
on the flange of said nipple whereby said coupling 
ring is swiveled on the latter and screw threads on 
said nipple adapted to co-operate with said internally 
screw threaded flange whereby the coupling ring may 
be moved back on the nipple to expose said nozzle 
whereby the latter may be freely detached. 
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SEARS, ROEBUCK & COMPANY GAINS OVER 
SEVEN MILLION DOLLARS IN 
NINE MONTHS. 


The monthly statement of Sears, Roebuck and 
Company, just issued, shows that during the nine 
months, ending September 30, the company gained 
practically 714 million dollars worth of business over 
the same period of 1913. The only two months that 
failed to show a material increase were May and July, 
when sales were practically stationary. All the other 
months showed gains ranging from a little les than 
five percent to over sixteen percent. The report with 








a foot note from the company follows: i ieee 
1913 1914. gain. 
Salih 3 2 rio 3 ae $ 7,144,880 $7,744.572 8.39 
a ea Beer eae 8,416,475 8,953,931 6.39 
I ei teed: ws .9xn eee 8,127,031 8,946,029 10.08 
ye RARE ST 8'210,589 8.612.070 4.89 
BE 5 wic5a ces aves Pubdaede 7,460,358 7,552,210 1.23 
agi era GN ea er fate AS 5,550,638 6,092,100 9.75 
BU A os a takes «oe 6,349,111 6,326,117 *0.36 
ee AES Ses ROBE ESL 5,863,379 6.152.404 4.98 
Eee Pelee 7,526,477 8,757,287 16.35 
Tetls i693. cts oe $61,648,938 $69,136,820 12.25 

” ‘Decrease. 


The above report shows an increased business for the 
month of September of 16.35 per cent. September would, 
however, have shown no increase except for the fact that a 
large amount of grocery business which reached us during 
the last days of August is included in September sales, having 
been shipped during that month. 


There is a lesson in these figures for any hardware 
dealer who is not above learning from his competi- 
tors. 

This concern which does business practically on a 
‘‘cash-before-delivery” basis has succeeded in increas- 
ing its sales over twelve percent during a period when 
it was said that money was scarce. 

It was not because Sears, Roebuck and Company 
sold its wares on an average at lower prices tian the 
local dealer, for this is not a fact. 

The only reason was that Sears, Roebuck and Com- 
pany kept on offering what it had for sale, to the 
people who might be induced to buy necessities or 
‘uxuries from it. 

And that will continue to be the reason fur con- 
tinued gains for this and other mail order houses 
until the average local dealer wakes up to the neces- 
sity for persistent, intelligent advertising of what he 
has for sale. 

People buy merchandise because they are asked to 
buy. At any rate the very large majority of what they 
buy is purchased because they were invited to do. so 
—by advertising. 

It would be an entirely different matter if we 
bought only as we were in need of goods, but econom- 
ists have stated that less than one-fourth of what we 
buy are actual necessities, and that the other three- 
fourths—those on which profits are made—are 
bought because of “foreign” impulses, such as news- 
paper advertising, catalogs, personal solicitation. 

Isn’t it about time that we all set to work to im- 
prove our merchandizing methods—our methods of 
selling particularly—so that we may secure at least a 
share of the money which is now being sent away 
from our community to concerns which do not give 
as good service, nor as good value as we are able to 
render? 
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PATENTS SHAVING APPARATUS. 





Heinrich Westendorp, Chemnitz, Germany, has ob- 
tained United States patent rights under number 
1,114,322 for a shaving 
apparatus described as 
follows: A shaving de- 
vice comprising a sta- 
tionary disk-shaped cut- 
ter having a very thin 
circular cutting edge, a 
hollow handle secured 
to said cutter, a bladed 
cutter in shearing con- 
tact with the cutting edge of said stationary cutter, a 
revoluble shaft journaled in said handle carrying said 
bladed cutter, and means for revolving said shaft. 
The claim was filed January 28, 1914, under the serial 
number of 814,854. 





oo 


BRITISH GOLD BEING PAID OUT IN 
CHICAGO FOR WAR SUPPLIES. 








One million dollars in gold has been deposited in 
Chicago banks to be used in paying for supplies which 
are now being delivered to agents in the employ of 
the British government. At the start of the buying 
movement the proposition was made that payment 
would be made two weeks after delivery in England, 
but this was refused and the money was deposited 
and will be paid out as goods are placed on cars. 

One of the British agents made the following state- 
ment: 

“Most factories are running nearly full time mak- 
ing supplies for the local trade. I have purchased the 
entire output of the three condensed vegetable fac- 
tories in the United States for three months. The 
allies will buy heavily from the United States as long 
as the war continues. I searched three weeks before 
I could find the factories that could supply me with 
the blankets desired for the army.” 

This is only a small part of the purchases which are 
now being made by the European nations. Representa- 
tives of the British government will ship from this 
country or Canada early next week an immense cargo 
of supplies for the British troops at the front. There 
will be 2,000 automobile trucks, 500,000 blankets, 10,- 
ooo tons of condensed vegetables, shoes, underwear, 
and clothing for the men during the winter. 

In addition to the European order for 1,760 motor 
trucks, previously reported, it is stated on good author- 
ity that one of the large automobile manufacturers 
who makes an extensive line of commercial vehicles 
has received an additional order from another of the 
warring nations for from 1,800 to 2,000 trucks. 

Announcement comes from Pittsburgh that belliger- 
ent nations again are figuring in the market for barbed 
wire. One inquiry involves 20,000 tons. This is the 
largest single inquiry since the outbreak of hostilities. 

It is the Pittsburgh view that buyers of material 
for foreign contracts apparently have concluded that it 
is impossible for American mills to roll additional ton- 
nage for quick delivery. When managers of mills 
in western Pennsylvania and eastern Ohio an- 


nounced a fortnight ago that they could not handle 
additional tonnage for prompt delivery a lull followed 
in the export market. Within the last few days, how- 
ever, new negotiations have been opened and buyers 
appear willing to take tonnage at the convenience of 
manufacturers. 


SECURES PATENTS FOR FOLDING SQUARES. 








Alfred H. Sterner, Philadelphia, Pennsylvania, has 
secured United States patent rights for two styles of 
folding squares, under num- 
bers 1,114,655 and 1,114,656 
respectively, and described as 
ad follows: 
© 1,114,655: The herein de- 

2,320 09"- scribed folding square includ- 

ing a blade and an arm, the 
corresponding ends of said 
blade and arm being obliquely 
cut on an angle of 45° for abutting engagement with 
each other, said blade being provided in one face with 
an elongated longitudinally extending recess opening 
upon the shorter longitudinal edge of said blade and 
upon the obliquely inclined end thereof, said arm be- 
ing provided with a transversely extending opening, a 
laterally projecting plate having a reduced portion 
disposed within said opening, the thicker outer end 
portion of said plate being pivotally mounted in the 
recess in said blade and disposed flush with the face 
of said blade and the corresponding face of said arm, 
said outer end portion of the plate when the arm is 
disposed at right angles to the blade being located 
wholly within the recess in the blade, a hook on said 
blade, and an eye on the arm to receive said hook 
whereby the arm is held in its open position. 
l4g 1,114,656: A folding square 
comprising a blade one end of 
which terminates in an angle 
and provided in one face with a 
shallow angular recess the base 
g of which is provided with a sec- 
one recess that extends to the 
edge of said blade, an arm, one 
end of which terminates in an 
angle adapted to engage the an- 
gular end of said blade when in 
an extended position, a plate carried by said arm 
adapted to fit flush in said angular recess, a perforated 
ear formed on the inner edge of said plate and ar- 
ranged for pivotal movement within said second re- 
cess, and means for locking the arm in position. 
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FEDERAL RESERVE BANKS WILL OPEN 
NOVEMBER 16. 








Announcement is made that the twelve federal re- 
serve banks will open for business on November 16th, 
and the federal reserve board has notified all banks 
that are members of the new system that gold or other 
lawful money must be used in making the transfer of 
reserve deposits from the present banks to the federal 
reserve banks. The object is to fill the vaults of these 
banks with money at once which will permit the ready 
issue of federal reserve notes to the member banks. 











Pe 


AR, WIR. 








34 AMERICAN ARTISAN AND HARDWARE RECORD 








EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








DISPLAY OF MECHANICS’ TOOLS. 

While there is not much that is conducive toward a 
“dainty” window display in an assortment of me- 
chanics’ tools, there is that, however, which is able to 
characterize features of an interesting and striking 
nature, amply sufficient to attract the members of the 
trade involved. Whoever is wanting tools cannot fail 
to become impressed with a window display on the 
order of the one illustrated herewith, which was ar- 
ranged by T. R. Cheney, for the Bond & Bours Com- 


ae ET 





Display of Mechanics’ Tools by T. R. Cheney for The Bond & 
Bours Company, Jacksonville, Florida, Which Received 
Honorable Mention In AMERICAN ARTISAN 
Window Display Contest. 


pany, Jacksonville, Florida, and which received Hon- 
orable Mention in AMERICAN ARTISAN’ Window Dis- 
play Contest. This window display was composed of 
a full line of mechanics’ tools. The background and 
floor of the window was covered with crepe paper of 
old gold color. A six by eight board was used in the 
background, on which were arranged a number of 
small tools, which were brought closer to-the front 
in this way, in order to be more easily seen. A win- 
dow display having a direct bearing on one class of 
trade, showing a varied assortment of accesories for 
that trade, which go to make the achievement of work 
in its connection both easier and finer, as in this in- 
stance, should not fail to accomplish good results for 
the dealer, and make a direct appeal to the members of 
the trade it represents. 
—____—_—_+-0~— 
The chap who goes around with a chip on his shoul- 
der may be an expert poker player, but not necessarily. 


-ter of- experience. 
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AMERICAN ARTISAN WINDOW _ DISPLAY 
CONTEST DRAWING TOWARD CLOSE. 





November 15, 1914, marks the close of AMERICAN 
ARTISAN Window Display Contest. Up to this date. 
however, there is still opportunity for the winning dis- 
plays to be trimmed and photographed for the contest. 
If you have not sent in your entry trim your window 
immediately, and send in a picture. You may be suc- 
cessful in winning one of the cash prizes offered, and 
you certainly will be successful in creating increased 
sales.- A novel, or attractive window display cannot 
fail to bring results. It performs the mission of a 
salesman for you without salary, and works all the 
heurs you wish.. The dealer who can keep up his 
window display so that it: will reflect at all times his 
own enthusiastic purpose in business is sure to steadily 
create a greater volume of business. Enthusiasm in 
your window display is contagious. Your customers 
admire it and will remember you. Be persistent, too. 
Change the display every week; this will give you an 
opportunity to bring all your stock forward, and it will 
sell. No one buys what you have hidden away in the 
storeroom, unless it is something they actually need. 
Why not display it, and create a desire for it. Just 
how to display an article for the best results is a mat- 
Every hardware dealer has a suf- 
ficient range of articles for sale which will at all times 
furnish fresh matter for a display, and reference to 


_ any issue of AMERICAN ARTISAN will give a subject or 


idea to work on. Let AMERICAN ARTISAN help you 
commence, and trim your window immediately for the 


_ coming contest. 


AWARD OF PRIZES; 
The prizes willbe awarded as follows: 
First prize, $50 in cash, for the. best. photograph 
and description received of window display of hard- 


_ ware.and kindred lines. 


Second Prize, $25 in cash, for the photograph and 
description second in excellence. 

Third Prize, $15 in cash, for the photograph and 
description third in excellence. 

Fourth Prize, $10 in cash, for the photograph and 
description fourth in excellence. 

CONDITIONS OF COMPETITION. 

The conditions of the competition are as follows: 

The photographs may be sent by mail or express, 
charges prepaid, and must reach this office not later 
than November 15, 1914. Address all photographs to 
AMERICAN ARTISAN Prize Competition, 910 South 
Michigan Avenue, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put upon a sealed envelope containing 
the real name and address of the contestant. This 
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sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 

A competition committee of three will be appointed, 
one of whom will be an expert window dresser and 
one an experienced hardware man. This committee 
will pass upon the merits of all photographs and 
descriptions received, without knowing the names or 
addresses of the senders, and will decide the winners 
of the contest. 

AMERICAN ARTISAN reserves the right to publish 
all photographs and descriptions submitted in this 
competition. 





ONE OF DES MOINES STYLE SHOW’S 
FAVORITE WINDOWS. 





Hardware displgys, whether in the showroom or 
window, are essentially a part of the dealer’s business 
which requires regular attention. The window dis- 
play especially should be made a weekly duty, not to 


The illustration herewith gives an idea as to how 
some of the smaller lines of hardware can be worked 
into an effective display with little else‘to back them 
up. This is the third window display that has been 
shown, which was trimmed under the direction of C. 
T. Gadd, of Garver Hardware Company, Des Moines, 
Iowa, and received Honorable Mention during the 
Des Moines Style Show. The style show colors were 
yellow and blue, and these colors were used in the 
background. The corner posts and divisions were 
trimmed with golden rod and a golden rod hedge was 
placed between each display, with red and bronze au- 
tumn leaves to harmonize the color scheme. A spe- 
cial feature of this window display is its freedom from 
crowding. Every article is carefully and prominently 
shown, and there is a nice variety of designs chosen. 
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LINES FOR ALL SEASON TRADE. 





In the 1914-15 general catalog of the Buffalo Sled 
Company, North Tonawanda, New York, this com- 
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Effective Display of Builders’ Hardware and Carpenters’ Tools Arranged by C. T. Gadd for the Garver Hardware 
Company, Des Moines, lowa. 


be overlooked or delayed. In many instances where 
a different window display appears regularly week by 
week, and always presenting features which are either 
seasonable or unique, it will become a habit with the 
public to “take stock” each week of the varying dis- 
plays as they are presented. This form of publicity is 
at once interesting and attractive and is recognized as 
one of the most effective means of advertising a hard- 
ware dealer can undertake. Every article stocked’ by 
a hardware dealer can be shown and brought into 
prominence by means of the window display. There 
is no reason why it should not. All it requires is a 
little time and perseverance. Reference to any issue 
of AMERICAN ARTISAN will provide in its window dis- 
play columns an idea to work on. 


pany states that since the issue of their previous cata- 
log, considerable extensions have been made in their 
factory facilities. This has enabled them to add to 
their line of sleds, coasters, shovels, etc., a number of 
new products long contemplated, which was impossible 
of realization, until additional manufacturing space 
had been obtained. The new catalog contains many 
fine illustrations in life colors of the lines which the 
Buffalo Sled Company manufacture. For the coming 
winter trade an especially handsome line of steel sleds 
are illustrated and described in detail. Dealers should 
obtain a copy of this catalog by applying to the Buffalo 
Sled Company, North Tonawanda, New York. 
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Cut prices never made poor service good. 
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RETAIL HARDWARE CONVENTIONS. 





The dates for conventions of the state associations 
of retail hardware dealers, so far as they have been 
announced, are given below, in order of the dates. 
The secretary’s name and address follows the name of 
the association, after which comes the dates, with the 
name of the convention city. 

Oklahoma Hardware and Implement Association, W. B. 


Porch, Secretary, Mustang. December 8, 9, 10, 1914. At 
Oklahoma City. 

Illinois Retail Hardware Association, L. D. Nish, Sec- 
retary, Elgin, January 12, 13, 14, 15, 1915. At Chicago. 


Missouri Retail Hardware Association, F. X. Becherer, 
Secretary, 5136 North Broadway, St. Louis. January 19, 20, 
21, 22, 1915. At St. Louis. 

Pacific Northwest~Retail Hardware and Implement As- 
sociation, E. E. Lucas, Secretary, Hutton Building, Spokane, 
Washington, January 20, 21, 22, 1915. At Spokane, Wash- 
ington. 

Texas Retail Hardware Association, Henry Marti, Sec- 
retary, Dallas. January 26, 27, 28, 1915. At Waco. 

Indiana Retail Hardware Association, M. L. Corey, Sec- 
retary, Argos. January 26, 27, 28, 29, 1915. At Indianapolis. 

Wisconsin Retail Hardware Association, P. J. Jacobs, 
Secretary, Stevens Point. February 3, 4, 5, 1915. At Mil- 
waukee. 

Nebraska Retail Hardware Association, Nathan Roberts, 
Secretary, Lincoln. February 9, 10, 11, 12, 1915. At Omaha. 

Michigan Retail Hardware Association, A. J. Scott, 
Secretary, Marine City. February 9, 10, 11, 12, 1915. At 
Saginaw. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, W. P. Lewis, Secretary, Huntington, Pennsylvania. 
February 9, 10, 11 and 12, 1915. At Newark, New Jersey. 

North Dakota Retail Hardware Association, We-C. 


Barnes, Secretary, Grand Forks. February 17, 18, 19, 1915. 
At Fargo. 

Ohio Retail Hardware Association, James B. Carson, 
Secretary, Dayton. February 16, 17, 18, 19, 1915. At New 


Gibson Hotel, Cincinnati. 

New England Hardware Dealers’ 
Fiel, Secretary, 176 Federal Street, Boston. 
24, 1915. At Boston. 

Kentucky Retail Hardware and Stove Dealers’ Asso- 
ciation, J. M. Stone, Secretary, Sturgis. February 23, 24, 25, 
1915. At Phoenix Hotel, Lexington. 

Minnesota Retail Hardware Association, H. O. Roberts, 
Secretary, Metropolitan Life Building, Minneapolis. February 
23, 24, 25, 26, 1915. At St. Paul. 

South Dakota Retail Hardware Association, E. C. War- 
ren, Secretary, Pierre. March 2, 3, 4, 5, 1915. , At Mitchell. 


a 
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NEW TRADEMARK FOR CUTLERY. 


Association, George A. 
February 22, 23, 








The Napanoch Knife Company, Napanoch, New 
York, has been granted copyright under number 78,- 











78,774, 774 on the trade- 

Ke nV; Py: YY mark shown in the 
accompanying illus- 

i(\ iM it AK tration. the trade- 
OE AA mark covers, under 

rile 23, screw drivers, files, pocket knives, knife 


blades, saws, gimlets, punches, can openers, and bottle 
top openers. The company claims use since June 3, 


1913. 
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ATLANTIC CITY STEEL FENCE PAINT TESTS. 





As a supplement to “Graphite,” the house organ of 
the Joseph Dixon Crucible Company, Jersey City, New 
Jersey, in the October issue, was enclosed a report of 
the Atlantic City Steel-Fence Paint Tests. This re- 
port contains many interesting results of the re- 
searches of the American Society for Testing Mate- 
rials with statistics which are said to determine these 
results. It also contains some interesting illustrations 


of panels painted with zinc chromate, red lead and 


natural graphite which serve to demonstrate factors 
in these tests. The Joseph Dixon Crucible Company, 
Jersey City, New Jersey, will forward dealers a copy 
of this supplement, on request. 


SECURES PATENT FOR SAFETY RAZOR. 


William Edmund O'Reilly, Sofia, Bulgaria, has ob- 
tained United States patent rights under number 
1,113,475 for a safety razor 


























BRSES*. aan * described as follows: A 
mt DN combined shaving and 
a stropping blade holder for 


1,118.476. safety razors embodying a 
comb-like guard formed with a central, longitudinal 
projection which is adapted to extend through a lon- 
gitudinal slot in the blade and is provided with blade- 
engaging means, said projection being of such a 
height that when the razor is placed upon the strop 
the surface of the latter will be disposed at an angle 
coincident with the angle to which said blade is bev- 
eled to form its cutting edge. 


DURABILITY OF NEW YORK’S FIRST 
SKYSCRAPER. 








While the Tower building—New York’s first ex- 
ample of steel frame construction—was in process of 
demolition a short time ago, the New York City 
Bureau of Buildings made an investigation with a 
view to determining the extent of deterioration of 
the metal during the 25 years since the building was 
erected. The columns were of cast iron 20 inches 
square and 1% inches thick in the basement and were 
fireproofed with an outer shell of cast iron % inch 
thick. The floor beams and girders were wrought 
iron I-beams with bolted field connections and al- 
though the outer walls of the lower five stories were 
supported on wall beams at each floor, the floor beams 
in the upper five stories were wall bearing, thus mak- 
ing the building conform only partly to the cage type 
of construction. The foundations were double rows 
of wooden piles driven to hard pan and having their 
upper ends encased in the concrete footings of the 
cast iron column bases. 

The report stated that a careful examination made 
as the building was demolished showed “practically 
no case of very bad rusting; that is, of corrosion suf- 
ficient to impair the strength of the metal.” One of 
the most noticeable cases of corrosion found was at 
the wind brace connection of a basement column 
where rust had formed around the bolt holes as well 
as over the entire contact surface of the connection 
angles. This, however, was not sufficient to reduce 
the strength to any material extent. The outer: shell 
of a fourth-story exterior wall column was slightly 
covered with rust and rust spots were beginning to 
form on the interior columns, but a number of similar 
columns which were examined were found to be al- 
most entirely free from rust. An entrance corridor 
floor beam exposed to moisture was almost wholly 
covered with rust except where mortar adhered to it. 
The investigation clearly demonstrated the excellent 
protection afforded by cement mortar in close con- 
tact with the metal. 
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BROOKLYN HARDWARE DEALERS START 
MADE-IN-BROOKLYN ADVERTISING 
CAMPAIGN. 





As mentioned in AMERICAN ARTISAN of October, 
17th, the Brooklyn Hardware Dealers’ Association, 
Brooklyn, New York, are to start an advertising cam- 
paign featuring “Made-in-Brooklyn” hardware. Ar- 
rangements have been made with the Brooklyn Eagle 
to use a full page once each month for six months, 
which is to be divided into spaces to be taken by 
Brooklyn manufacturers of hardware and kindred 
lines and the names of all the members of the asso- 
ciation will be printed at the bottom of the page. 

In conjunction with this, Secretary E. C. Kreiger 


has sent to each member a blank on which members. 


are requested to indicate such ‘“Made-in-Brooklyn” 
articles as they carry in stock, giving the name of the 
manufacturer, 


BATTERIES FOR FLASHLIGHTS. 








Flashlights are coming day by day into more general 
use. Their advantages in the home where electric 
light conveniences. are not available are well realized, 
and gor anyone living in the country they are useful in 
many ways for quick and 
handy lighting. The Bright 
Star Battery Company, 432 
West 14th Street, New York, 
are manufacturing what they 
claim is the best battery for 
flashlights that can be used. 
This battery, which is illus- 
trated herewith, is known as 
the Mars-Bright and is said 
to have from ro per cent to 75 
per cent longer burning life 
than other batteries. Samples 
Mars-Bright Battery. of Mars-Bright batteries will 
be sent to dealers on application to the Bright Star 
Battery Company, 432 West 14th Street, New York. 








GOOD TOOLS MAKE GOOD MECHANICS. 





There is no question but what in many instances 
“tools make the mechanic.” It would be impossible 
to accomplish many kinds of work without fine tools. 
It is to the mechanic’s benefit to use good tools, and 





Red Devil Buffalo Grip. 


the hardware dealer can make profitable customers by 
selling tools which do good work, and when he sel's 
a mechanic a good tool instead of an inferior grade, it 
will be greatly to the advantage of both. “Red Devil’ 
Tools, one of which is shown in the illustration of 
the Buffalo Grip herewith, are claimed by the man- 


ufacturers to be just what the “good tool” user wants, 
and to do better work as well as to last longer under 
severe conditions than many of the lines which are 
sold as “first class.” Smith & Hemenway Company, 
151 Chambers Street, New York City, are the manu- 
facturers of “Red Devil” tools, and they will be 
pleased to forward dealers their catalog free on re- 
quest. 


~~ 


PUSHING FILE SALES. 








Any line which the hardware dealer handles, has to 
be sold. It is bought for that purpose, and whatever 
happens, and sooner or later if it is 
not selling at a fair rate, it must be 
pushed. Some manufacturers do a 
considerable share of pushing for 
the dealer, and while, of course, they 
are forcing sales for the lines of 
goods they manufacture, the dealer 
is making sales, too. The Nicholson 
File Company, Providence, Rhode 
Island, assert that they send custo- 
mers to the store, and help to make 
sales, by a systematic course of ad- 
vertising that goes to every known 
class of file users. The illustration 
shows the box of “Nicholson Files” 
as the dealer receives them, the 
manufacturers paying special atten- 
tion to the appearance as well as to 
the quality of their product, and to 
the proper packing of same. The 
Nicholson File Company claim 
their files to be of superior quality, 
and that the saving of time and en- 
ergy in selling Nicholson Files, rath- 

Attractive File er than arguing a “just as good” 

—— line, justifies the stocking of this 
brand. Dealers may have further particulars on ap- 
plication to the Nicholson File Company, Providence. 


Rhode Island. 
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NEW METAL AND FUNITURE POLISHES. 





The Schroeter Brothers Hardware Company, 717 
Washington- Avenue, St. Louis, Missouri, are acting 
as general distributors in the United States for a new 
metal polish called “Rapid Shine” and a new furni- 
ture automobile polish under the same name. A fea- 
ture of these polishes is in the fact that only very 
little rubbing is necessary to create a lasting lustre and 
a dry finish. The Rapid Shine metal polish is claimed 
to be non-injurious to all metals, and to contain no 
acids whatever. 

The Rapid Shine furniture polish is described as an 
improved, scientific compound for polishing and clean- 
ing automobile bodies, carriages, pianos, furniture, 
hardwood floors, etc. It is said to remove that bluish, 
smoky dullness which is often seen on highly polished 
cabinet surfaces. The metal polish is put up in cans 
from eight ounces to one gallon, and the furniture 
polish in bottles from four ounces to half a gallon. 
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SECURES PATENT FOR SPIRIT LEVEL. 





The United States Patent Office has granted Don- 
ald McNeil, Halifax, Nova Scotia, Canada, patent 
rights under 
number _I,- 
. = -C 113,805 for a 
oe level de 
1,113,805. scribed as 
follows: A spirit level comprising a body provided 
with a recess, a spirit tube arranged in said recess, 
adjustable means mounted in the body over which the 
ends of said tube extend and upon which the tube is 
wholly supported, and a plastic binding agent disposed 
over the ends of the tube and said adjusting means to 
prevent access to the adjusting means. 


ata” 












PROMINENT OFFICIAL OF NATIONAL ENAM- 
ELING AND STAMPING COMPANY SENT 
TO SOUTH AMERICA. 





John J. Mapp, of National Enameling and Stamping 
Company, Baltimore, left New York, October 24th, on 
the steamship “Vestris,” for South America. Mr. 
Mapp will make a careful study of conditions in the 
Latin-American countries and will remain there until 
about March 1, 1915. 





MINNESOTA GREATEST IRON ORE PRODUCER 





Minnesota far outranks all other States in the min- 
ing of iron ore, and during the last four years has 
contributed both in quantity and value considerably 
more than half the iron ore produced and marketed 
in the United States, according to the United States 
Geological Survey. In 1913 the total marketed pro- 
duction of iron ore in this country was 59,643.008 
long tons, valued at $130,905,558, of which Minnesota 
contributed 36,603,331 tons, valued at $80,789,025. In 
1912 Minnesota produced 34,249,813 long tons of iron 
ore, valued at $61,805,017. Because of its great 
wealth in iron ores and of their extended development, 
Minnesota ranks ninth among all the States in the 
total value of its mineral production. The value of 
the iron ore produced in the State represents consid- 
erably more than go per cent of the total output. The 
value of the mineral products of Minnesota in 1913, 
exclusive of iron ore, was $5,025,508. These include 
the products of the stone quarries and the clay pits. 





EUROPEAN WAR CAUSES LARGE INCREASE 
IN AMERICAN POSTAL SAVINGS 
DEPOSITS. 





The effect of the European war on postal savings 
deposits in the United States is noticeable to a marked 
degree. Many post office patrons who were formerly 
in the habit of sending their savings abroad through 
the medium of the international money order service 
are now patronizing Uncle Sam’s savings system, as 
is shown by unusual gains in deposits throughout the 
country. Chicago has just set a unique record by re- 
porting a larger gain in deposits for July, August and 
September than for the entire preceding year. Dur- 
ing the three months the net gain was $521,330, bring- 


ing the total amount on deposit up to $2,827,271. 
Seven thousand one hundred and sixteen new accounts 
were opened during that period, increasing the num- 
ber of depositors to 21,659, each of whom has an aver- 
age balance to his credit of $131.00. Chicago stands 
second in the list of American cities ranked by postal 
savings deposits. 





RETAIL HARDWARE DOINGS. 


Purcell Knoblach Hardware Company, 1202 Decatur 
Street, Brooklyn, New York, has been incorporated for $5,000. 
The hardware stock of W. C. Strock, Yale, Iowa, was 
destroyed by fire. 
' George Beck, Lone Tree, Iowa, will engage in the hard- 
ware business. 

Hollinger and Jepson, Moorhead, Iowa, have sold their 
hardware stock to F, L. Larson. 

T. J. Williams, Weldon, Iowa, has acquired the hard- 
ware business of J. L. Mendenhall. 

R. W. Patten, Whittier, Iowa, has succeeded to the hard- 
ware business of C. William Martin. 

L. O. Burgin, Edgewood, Iowa, has purchased the hard- 
ware business formerly owned by R. L. Williamson. 

Guy La Mont, Vienna, South Dakota, has purchased 
the Eggen Hardware store. 

Paul Gross, Bridgewater, South Dakota, engaged in the 
hardware business. 

Gilbertson Brothers, Roslyn, South Dakota, have their 
new hardware store nearly completed and will open for busi- 
ness soon. 

Johnson Brothers, Westington Springs, South Dakota, 
have acquired the retail hardware business of JoMnson 
Brothers and Cook. 

R. O. Bacon, Aberdeen, South Dakota, has purchased an 
interest in the hardware firm of S. A. Hoy and Company and 
will take charge of the business. 

J. H. Shannon, Langford, South Dakota, has purchased 
the hardware and furniture stock of Robbins and Company 
and will move it to Cogswell, North Dakota, where he has 
a large hardware store. 

The Parnell Hardware Company, Mountain View, Okla- 
homa, will move to a new location. 

j. N. Goff, Pawnee, Oklahoma, has been succeeded by 
the Martin Hardware and Harness Company. 

Alexander and Kerr, Marietta, Oklahoma, have moved 
their hardware stock to a new location. 

Mills and Venrich, Johnson, Nebraska, have succeeded 
C. A. Fowler, Jr., in the hardware and furniture business. 

J. S. Johnson, New England, North Dakota, will engage 
in the hardware business. 

The hardware stock of Opsahl and Rud, Cartwright, 
North Dakota, has been destroyed by fire. 

Pattie and Torrell, Harris, Kansas, are making improve- 
ments in their hardware store. 

G. C. Gilrud, Goodridge, Minnesota, has engaged in the 
hardware business. 

M. L. Starling and Company, Schafer, North Dakota, are 
closing out their stock of hardware. A Mr. Moore has 
rented the building and will restock with a new line of hard- 
ware. 

S. B. Scott, Altamont, Missouri, will take possession of 
the hardware business which he acquired at Gallatin. 

Ole Maland, Pelican Rapids, Minnesota, has acquired the 
hardware stock of Nils Poulson. 

Harvey Wayne, Thief River Falls, has purchased the 
stock of the Ed. Allen hardware store: 

Floyd and Walter Stearns, Ellendale, Minnesota, have 
purchased the hardware business of their father and will 
conduct the business under the firm name of Stearns Brothers. 

Grant Wineland, Jamesport, Missouri, has sold his hard- 
ware stock to Lee Jenkins. 

John E. Roark, Richmond, Missouri, has purchased the 
hardware and furniture business of A. B. Conroy. 

Sherman Shipp, Raymondville, Missouri, has purchased 
the hardware business of Shipp and Gentry. 

C. H. Manes, Wet Glaize, Missouri, has acquired the 
hardware store and blacksmith shop of George Jarrett. 

A. W. Bedell, Grandin, Missouri, is erecting a new build- 
ing, which he will open with a large stock of hardware. 

E. L. Lewis and Sons, Conception Junction, Missouri, 
have sold their hardware stock to Proctor and Graham, Clyde, 
Missouri. 


* 








Salesmen and dealers should be so imbued with the 
spirit and activities of the house that they will not 
lose their nerve or confidence under any competitive 
stress.—J. George Frederick. 











527,271. 
ccounts 
e num- 
in aver- 
Stands 
' postal 


Decatur 
$5,000. 


‘a, was 
: hard- 
{ their 
hard- 
hard- 
hard- 
hased 
n the 


their 
busi- 


kota, 
son 


d an 
and 


ased 
‘has 
kla- 
by 
ved 
ded 
age 
ht, 
ye- 
he 
as 
d- 
of 


le 


le 





AMERICAN ARTISAN AND HARDWARE RECORD 39 








Convention of Ihe National Hardware 
Association of The United States 








The twentieth annual convention of the National 
Hardware Association was held October 28, 29 and 
30, at the Marlborough-Blenheim Hotel, Atlantic City, 
New Jersey. All records were broken for attendance, 
over 80 per cent of the total membership being pres- 
ent, and great interest was manifested in the addresses 
and discussions. 

As is usual at these conventions, the opening ses- 
sion and. the entertainment features were shared with 
the American Hardware Manufacturers’ Association, 
members of each organization fraternizing with each 
other, renewing old friendships and forming new ac- 
quaintances. 

WEDNESDAY, OCTOBER 28. 

The opening session took place on Wednesday, at 
11:10 A. M. in the Blenheim Ball Room in conjunc- 
tion with the American Hardware Manufacturers’ As- 
sociation. The meeting was called to order by W. D. 
Taylor, Cleveland, Ohio, president of the National 
Hardware Association, with the following remarks: 

Ladies and Gentlemen, Delegates and Friends: We 
are pleased to greet you this pleasant morning at this 
pleasant place on the occasion of the twentieth annual 
meeting of the National Hardware Association. As I 
look upon your faces you all seem to be prosperous and 
happy, and we trust you will have a good time while 
here. As I do not desire to take up your time at the 
present, I will ask you to join us in singing our native 
hymn, which you will find on the first page of your 
program : 

God bless our native land, 
Firm may she ever stand 
Through storm and night ; 
When the wild tempests rave, 
Ruler of wind and wave, 
Do Thou our country save, 
. By Thy great might. 


‘For her our prayers shall rise, 
To God, above the skies ; 

On Him we wait; 
Thou who are ever nigh, 
Guarding with watchful eye, 
To Thee aloud we cry, 

God save the State. 

President Taylor: We will now be favored and hon- 
ored by a prayer by the Reverend John R. Davies, 
D. D., of the Bethlehem Presbyterian Church of Phila- 
delphia. 

The Reverend John R. Davies, D. D.: Let us all rise. 
Almighty God, our gracious and loving Heavenly Father, 
we thank Thee for the brightness and the beauty of this 
day, we thank Thee that it is possible for us to come 
before Thee in prayer, not as to a sovereign, awful and 
terrible, but to a Heavenly Father, full of loving kindness 
and of tender mercy. We ask for Thy benediction to rest 


upon Thy servant, our President, upon every Cabinet 
officer, upon all who have been called to places of light 
and leading and authority in our land, and in these days 
of storm and of tempest and of perplexity, we pray that 
there may come to all of us that wisdom which Thou 
alone canst give, so that our tiation may be rightly guided 
and may be used of Thee in the settlement of international 
questions and in the building up of our country in every- 
thing that constitutes true greatness and in the advance- 
ment of everything that will make for the establishment 
of the kingdom of God in the world. 

We pray, our Father, for the nations across the 
Atlantic, who at the present time are engaged in awful 
carnage. Be pleased to bring comfort to the widow and 
the orphan, relief to the wounded upon the battlefield and 
peace to the brave men who are passing into eternity. 
And we ask that thou wouldst be pleased to take the 
rulers and the leaders of these nations and lay upon con- 
science and upon heart the sorrow and the shame and the 
suffering of this awful war, so that by such a revelation 
there may come to them just one conviction, and that, to 
sheathe the sword just as quickly as possible. 

We ask for Thy benediction to rest upon this country 
of men who have assembled here. They have come from 
distanct places, many of them. We pray, our Father, that 
their stay by the seashore and in the business convention 
may be to them a source of great instruction, helpful- 
ness and inspiration, and as they turn their faces home- 
ward, be pleased to go with them, returning them in 
safety and in comfort to their dear ones, to their business 
and during these times of business depression and per- 
plexity, we pray for Thy presence and wisdom and 
strength to be administered unto each one so that as 
they go on from month to month, they may feel them- 
selves sustained by a strength not their own, and when 
at last the clouds pass away, bring to each one of them 
the sunshine of a prosperity not passing away in a few 
moments, but permanent and enduring, and a prosperity 
that will lead their thoughts more and more unto Him 
who is the author and the giver of every good and perfect 
gift. 

Now be pleased to pardon all our sins, forgive all our 
trespasses, and whether our journey through the future 
be long or short, we pray for Thy presence to go with 
us. Sanctify every experience of joy or of sorrow, of 
pain or of pleasure, of life or of death. In the midst of 
it all, be Thou our strength, our shield and our exceeding 
great reward; and at last through riches of grace in Jesus 
Christ be pleased to receive us to thyself in glory; and 
all that we ask is in the name of Jesus Christ, our Lord 
and Savior. Amen. 

Vice-president A. J. Bihler of the National Hard- 
ware Association took the chair while President Tay- 
lor delivered his annual address. 

Following the address of President Taylor, Secre- 
tary-Treasurer Fernley read his report which was as 
follows: 

REPORT OF T. JAMES FERNLEY, SECRETARY-TREASURER 


Your Secretary-Treasurer again has the privilege and 
pleasure of presenting this report to the members of the 
National Hardware Association and on an occasion when 
we have with us the American Hardware Manufacturers’ 
Association and others with whom we have the pleasure of 


meeting this morning. 
The work of this Association has become an integral 
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A. J. BIHLER. 


President, National Hardware Association. 
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part of the business of the members and we have the pleas- 
ure of enjoying the active co-operation of our members and 
of. presenting a character of Association work which stands 
in the front ranks of trade organizations throughout this 
country. 

Our members are so accustomed to considering the in- 
terests of the trade as a whole, that they have fallen out 
of the. selfish practice of considering their own individual 
interests, regardless of what happens to others, and have 
considered the advisability, or inadvisability, of certain prac- 
tices or acts.in their relation to the business as a whole. 

This consideration, which has become a’ habit among 
our members, does not consider only the interests of the 
wholesalers, but it extends quite as fully consideration to 
the welfare of the manufacturers and the retail hardware 
dealers who are so closely allied with us as distributors of 
hardware and kindred lines. 

The work of the Association during the past year has 
continued to be educational in character. One of our fea- 
tures of educational work has been in connection with the 
matter of OVERHEAD EXPENSES. 


Brace Hayden. 
Re-elected First Vice-president, National Hardware Association. 


This Association can probably claim to have been the 
first National Association which took up work of this char- 
acter. 

At our Convention in 1896, the COST OF DISTRIBU- 
TION was discussed and upon conference with some stu- 
dents on the subject, among whom was Professor Neystrom 
of the University of Minnesota, who is taking an interest 
in the scientific investigation of business methods, we are 
told that many cost investigations in other lines have drawn 
their inspiration from the work in the hardware trade, so 
that instead of beginning cost investigation work today, the 
hardware trade finds itself well schooled and in possession 
of cost knowledge which those in some other businesses are 
just beginning to secure. 

COST INVESTIGATION TENDS TO REDUCE COSTS. 

The tendency of cost investigation work has, in many 
cases, been toward a reduction of the Expense Account and 
consequently to render the wholesaler of hardware a more 
efficient and economic medium of distribution. 

During the past year, we have conducted a contest for 
the best articles on the subject of the VALUE OF THE 
WHOLESALER OF HARDWARE AS A _ DISTRI- 
BUTOR AND REASONS WHY HE IS ESSENTIAL. 

This contest was participated in by salesmen connected 
with the houses which are members of the Association’ and 
there were a large number of .contestants. 





The announcement of the awards will be made at this 
convention, and it is the desire of our officers and Execu- 
tive Committee that copies of the winning articles in pamph- 
let form be distributed not only to our members but also 
to our manufacturing friends and we shall probably make 
them available for publication in the trade papers. 

This Association has rarely worked for or against the 
passage of legislation, but within the last several years, 
there seems to have been a period of agitation for new 
laws, some of which bore directly on the business of the 
members of this organization. 

When the Clayton Anti-Trust Bill was introduced into 
Congréss, it contained many provisions which, if passed, 
would have seriously injured the business of the hardware 
trade. 

The Association interested itself, not in blindly fighting 
against the passage of the legislation which was proposed 
by the Administration, but in causing the members to in 
form their Congressmen and Senators of the desirability of 
changes which would more nearly serve the desired pur- 
poses of curbing any improper business practices by trusts 


Cc. A. Knapp. 
Second Vice-president, National Hardware Association. 


and which would not interfere with the ordinary conduct 
of the business of the average individual concern. 

Following the letters sent by our members to their rep- 
resentatives in Washington, a conference of wholesalers was 
arranged for with President Wilson on July 29th and in 
order that the views might represent the wholesale inter- 
ests generally, we secured the co-operation of the whole- 
salers in seven other lines and presented the views of our 
members both orally and in writing in the form of a care- 
fully prepared statement which gave our arguments and 
suggestions and which was left with the President as a final 
expression of the views of the business men in conference 

The TRADE COMMISSION BILL and the CLAY- 
TON ANTI-TRUST BILL have been enacted into laws 
and we are hopeful that instead of proving to be detrimental 
they shall prove to be beneficial to the interests of those who 
are assembled here this morning. 

CHANGES IN LAWS RESULT OF ASSOCIATED EFFORT. 

The changes which were made in the Bills before 
passage, show quite clearly the strong influence of associ- 
ated effort when directed along proper lines and while there 
were many influences at work to aid,in the movement, we 
feel confident that the conference referred to, was not with- 
out its good effect in many ways. 

It is possible that such conferences with government 
officials may be arranged for, so that the views of the busi- 
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ness public shall be presented to the Executive and Admin- 
istrative offices of the government in the interest of fair 
play and proper recognition of the rights of the business 
public. 

RETURNED GOODS. 

The Association has called the attention of the members 
to the necessity of lessening the volume of returned goods 
and some publicity has been given the question with benefit. 

It has been made clear that the return of goods causes 
and that in the interest of distribu- 


unnecessary expense 





Harry L. Doten. 


Executive Committee, National Hardware Association. 


tion at low cost, it is highly desirable to eliminate any el- 
ements which unnecessarily load the overhead expense. 

The METAL BRANCH of our Association has been 
most active, holding its Spring meeting on May 19th in the 
city of Pittsburgh. Much has been done toward discour- 
aging the manufacture of goods which are not of creditable 
quality and great advances have been made in proper mark- 
ing of products so that there may be an entire elimination of 
deception which may have been practiced in connection with 
the stamping of sheet metal products. 

The Metal Branch has enjoyed the co-operation of the 
manufacturers in the work of uplifting the standard of 
quality of business conduct and to this we must largely 
credit the progress we have made. 

An important feature of our work during the past year 
has been represented in the legal opinions on pending legis- 
lation and on legislation which has recently been passed, by 
the Honorable Felix H. Levy, New York City. Much is 
printed in the public press about this legislation, but Mr. 
Levy’s opinions have been concise and to the point, leading 
our members to a better understanding of the practical 
effect of new laws immediately after their passage. 

CO-OPERATING WITH MANUFACTURERS. 

Recognizing the fact that the members of this Asso- 
ciation are, in a large measure, acting as an extension of the 
sales departments of the manufacturing institutions whose 
product they distribute, we have welcomed suggestions in 
regard to greater sales possibilities for the goods which they 
handle. 

These are days when the manufacturers are doing con- 
siderable advertising, some of this advertising being in the 
so-called national magazines, the wholesalers carrying stocks 
at convenient distributing points in every State in the Union, 
and is able to give such advertising manufacturers a national 
distribution of their product to the retail trade and thus 
make it possible for the consumer to secure his goods 
promptly and conveniently upon making inquiry of his local 
retailer. 


The Association will continue to welcome suggestions 
from the manufacturer regarding means of furthering this 
important work, recognizing the community interest in- 
volved. 

Our membership during the past year has shown a 
healthy growth and it gives us a great deal of pleasure to 
welcome 25 more new members at this Convention than we 
had one year ago. 

CHANGES IN LIST PRICES. 

Some of our manufacturing friends have changed the 
list prices on their goods, making necessary corresponding 
changes in the jobbers’ catalogs, and it has been suggested 
to us by such manufacturers that while these changes may 
be imperative and necessary in some cases, yet sometimes 
they are avoidable and that a change in discount would be 
preferable to a change in list prices, which makes the pages 
of bound catalogs useless. 

Our Association has continued to cooperate with the 
NATIONAL ONE CENT LETTER POSTAGE ASSOCI- 
ATION, of which our former member, Mr. Geo. T. Mc- 
Intosh, is Secretary-Treasurer, and we understand that sub- 
stantial progress is being made by that Association, accom- 
plishing the purposes for which it was organized. 

Our financial condition is good, as will be shown by de- 
tailed report of the Treasurer to be rendered at a later 
meeting. 

The Officers and Executive Committee have success- 
fully co-operated during the year, giving largely of their 
time toward furthering the objects of the Association. 

Our Semi-Annual Meeting was held in May in Phil- 
adelphia and occupied two days of constant session. 

Members of the Association have co-operated with us 
‘oyally, giving prompt attention to the various requests and 
correspondence which has passed between them and the Sec- 


retary’s office. 





H. August Luedke. 
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President Taylor: If there is no objection this 
will stand filed. 

Ladies and Gentlemen, it affords me great pleasure 
to introduce to you our friend and Chaplain, the Rev- 
erend John R. Davies, D. D., who will speak to you on 
whatever subject he desires. He has always given us 
suggestions that are helpful, like the story of the Irish- 
man who lost his feet and still was optimistic because 
he would never have cold feet again; also his advice to 
help us solve our problems and to walk on “the sunny 
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side of the street.” His advice to us last year about 
the book called “Polly Anna,” was followed by many 
of us. I have read it. It is a good book, and ] recom- 
mend it to those who do not have it in their library. 
The Reverend Davies. (Applause.) 

ADDRESS OF THE REVEREND JOHN R. DAVIES, D. D. 

Ladies and gentlemen, it is a very great privilege to 
be invited year after year to come and speak a few words 
at the opening of your convention. It is also an added 
responsibility, because every year makes the task in a cer- 
tain sense a little more difficult. When Mr. Fernley spoke 
to me about coming down here, he suggested that I speak 
to you about a subject that at the present time is engross- 
ing the attention of the entire world, and that subject is 
the present war in Europe. 

This is a rather difficult theme for me to handle, in the 
first place, because of the vastness of the subject, in the 
second place because I have had but little time to make 
any preparation, and in the third place because I am very 
sure that in a body like this there are men who stand on 
both sides of this question with very deep and very pro- 
found convictions. In a sense I am your guest this morn- 
ing, and I trust that in all I am about to say I shall say 
nothing that in any way, shape or form whatever will tres- 
pass upon the courtesies of this relationship. 

Two old Scotch women met one day during the Russo- 
Japanese. War in a Glasgow street car, and after a while 
they got quite sociable with each other, and one says, “It’s 
an awit’ war that’s going on now,” and the other looked at 
her with a sort of blank astonishment, and she said, “Why, 
I didna ken there was any war at all,” and the other one 
said, “You didna?” “No, and what war is it?” “Well,” 
she says, “didna you ken that the Russians and the Japans 
are fighting each other?” And then the old woman just 
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addressed looked out of the car window at the sunshine 
and she said, “Well, they’re havin’ a fine day for it.” 
(Laughter.) 

Now, men, it is possible for somebody to live such a life 
as that, absolutely unconscious of great facts and forces 
which are filling this world of ours at the present time with 
movements which are going to reach on into the farthest 
eternity; but I am sure for you, and perhaps for myself, 
it may be said that we are keenly alive to that which is 
going on, and we are sensitive, extremely, to what is 
transpiring across the Atlantic. It was a great confict 
when the Huns overflowed into Central Europe; it was a 
great conflict when the Spanish Armada dashed itself to 


pieces against the rock-bound coast of Britain; it was a 
great conflict which for thirty years devastated so many 
of the German provinces; it was a great conflict when Na- 
poleon walked with blood stained footsteps over nearly 
every nation of that Continent; it was a great conflict 
when the Civil War devastated so many parts of the fairest 
portions of our country; it was a great conflict in 1870 
when Germany at last marched triumphantly over the 
streets of Paris; but in my judgment the conflict at the 
present time is far greater than anything we have men- 
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tioned or suggested to your mind. There is one ray of 
sunshine, and it is the desire upon the part of each one 
of the contending parties to prove the reasonableness of 
their position. Germany says she was forced into the 
conflict. England replies by stating that she had called a 
peace conference in order to, if possible, limit the war 
within certain boundaries. Belgium comes forward with 
the treaty guaranteeing her neutrality, signed by all the 
great nations of Europe. In a sense they are all guilty, 
because back of it there is a worldwide lust for power. 
Germany is anxious to get into Asia Minor. Russia is 
equally anxious to get Constantinople, and Great Britain 
is equally anxious to conserve her worldwide empire. This 
lust for power is not peculiar to those across the Atlantic. 
It has come across the seas and possessed you and me, in 
a sense. That which took the New York, New Haven and 
Hartford Railroad and almost brought it face to face with 
financial ruin, in order to grasp every steamer and every 
car and locomotive in New England, is an indication of 
what we mean. 

It is that lust for business, that madness for money 
which at the present time is compelling business men in 
every direction to strain every possible nerve in order to 
meet the cruelest and the keenest competition that the 
world ever knew, and in consequence they have little time 
for their families, they have less time for religion; and 
upon every side they are met by forces which are under- 
mining their manhood and cutting them down in the very 
prime and noonday of life. 

There are certain characteristics connected with this 
conflict worthy of our attention. I saw a friend the other 
day who had just returned from England, where he had 
been spending some months, and he told about a poor 
soldier who had been brought from the battle of Moisne, 
wounded and insane, and what was it he would say in the 
hospital ward? Nothing except “blood, blood, blood; blood 
everywhere.” The horror of the situation is simply inde- 
scribable. Think of men taking the bodies of their dead 
comrades and building them up as fortifications in order 
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to stem the onward rush of the enemy. Think of a stream 
so filled with blood that not only are the waters colored 
by blood, but the waters are banked back so that they 
overflow the surrounding country. We are shocked some- 
times when a friend leaves in his will this statement, 
“After death my body is to be cremated.” We love to 
think of the grave, with its monument and the green grass, 
and an opportunity for us to go there at Eastertide and 
think of memories of days long since drifted away from us; 
but think of pile after pile of bodies cremated and burned 
like so much lumber and dirt in the darkness of the night, 
in order to get them out of the way, so that the army may 
march from one battlefield to another. 

Then there is the pity of it. My mother was born 
with the nineteenth century, almost. -She lived almost to 
the close, so that she spanded®that. She used to tell me 
about the Battle of Waterloo and about the distress that 
rested upon the land because of the excesses of Napoleon 
Bonaparte and of the black Christmases that came to them 
at such a period. My brother, the blackest Christmas that 
Europe ever saw or may ever see in the future will be 
with them this time. There will be the wail of the widow, 
there will be the cry of the orphan for the father who 
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will never return. And in every land touched by this 
war, either directly or indirectly, there will be the shadow 
of a blackness that no sunshine can possibly dissipate. 

Then the cost of it. There are children today, my 
brother, unborn, who upon European soil will live out a 
long life, and to the last moment of their existence they 
will be paying for the cost of this struggle. And that is 
only a portion of it. Just think of the splendid men from 
Germany, from Scotland, from Ireland, from England, 
from France and from Belgium, who have been swept 
away like so many flies, of absolutely no value whatever— 
men who would have sung our poetry; men who would 
have led us in business; men who would have made a large 
place for themselves in statesmanship; men who upon 
their broad shoulders and by their comprehensive able 
minds would have taken this twentieth century and lifted 
it up to a point that no century in the past ever met with. 
This I say is one of the elements in this cost. 

And then the bitterness. Some of you have stood 
upon that square in Paris, surrounded upon every side 
by those statues, symbolical of different cities. You will 
recall the statue* representing the city of Strassburg, 
always in mourning for a generation. What did it mean? 
It meant the bitterness in the French heart and a desire 
for the coming of the time when revenge would be pos- 


sible. 1 recall that war, and many of you do, with all 
its bloodshed, and people thought that the question was 
settled entirely, with that great war indemnity and the 
taking away of those provinces. My brother, war 1s just 
simply a great sore. It scatters seed upon every side, 
dragons teeth of bitterness, and you and I when we pass 
into eternity will be still living in a world, 1 am afraid. 
in which Englishmen will be hating the Germans, and 
Frenchmen and Belgians and Irish and Welshmen and 
all who have been engaged in this struggle, either direct- 
ly or indirectly, will be looking into each other’s faces 
with clinched fists and with bitter words. 

Then there is another side to it—the shame of it. Our 
modern civilization, after all of our endeavors in the way 
of arbitration treaties and the formation of peace con- 
ferences, the preaching of sermons and the putting on 
foot of ten thousand different agencies to bring men into 
a closer fellowship, and now all this is dissipated and 
trampled into the mud and mire under the feet of the 
cruelist kind, of a militarism that the world ever knew. 

Then there is another side to the pity of it. You have 
read, of course, again and again, and heard very frequent- 
ly, and some of you have been there to know it, the 
uprising in the Orient of China and Japan and India, those 
yellow and red peoples, who for the first time are coming 
to some consciousness of their power, and upon every side 
the appeal has been made to our country and to the 
Christian nations in Europe to do everything in their 
power to stand upon their shores and to give to these 
people new ideals, ideals that will effect their national, 
their social, and religious life and fashion them anew atter 
patterns that will be of the greatest service to them in 
the future. Now all this is broken and the heathen 
nations are looking in a certain scorn upon all our attempts 
to uplift and bless them. This I say is a part of the pity 
of this awful struggle. 

No one can tell what will be the outcome. I think 
we have come to the most solemn hour in the world’s 
history, a time when every thinking man and every think- 
ing woman is called upon with God’s providence to con- 
sider the situation as never before. What will be the result 
none can tell. Suppose that the allies are victorious and 
that Germany is crippled and in a certain sense humill- 
ated. Is that going to add to our modern civilization? 
Germany, with her splendid universities, Germany 
with her splendid advance in science, Germany with great 
historical and religious traditions. And then with Russia 
beyond, a huge colossus representing ideals with which 
we have no fellowship whatever, will that add to modern 
civilization? Suppose that Germany is victorious, strip- 
ping France of all her colonies, reducing France to the 
condition of a power about the size of Portugal, crippling 
and humiliating the British Empire, will you have done 
anything by such a means for the advancement of mod- 
ern civilization, the erecting in Central Europe of a power 
that, inspired by success and perchance drunk with power, 
would sway its sceptre over every part of that continent 
and also over the entire world? 

There is one thing that stays my soul in this awful 
conflict, and it is an old saying out of an old book. When 
Abraham was pleading with God concerning the destruc- 
tion of Sodom and Gomorrah, there came to the patriarch 
this, in the midst of the perplexities: “Shall not the judge 
of all the earth be right?” And so above and beyond the 
uncertainties of the moment, above and beyond the smoke 
and the blackness and the horror of burning towns and 
cities and battlefields smeared with blood, I can see by 
faith the great providential dispensation of God, and in 
some way that I cannot explain to you, in some way that 
it will be impossible for you to make clear to me, God’s 
purposes are going to be unfolded, and when this conflict 
comes to a close, I am sure there will be certain things 
that will stand out very clearly and they can be put upon 
one side agaigst the great judgment of God that we have 
indicated to you upon the other. There will be a new 
dav. There will be a new day of freedom and of intel- 
lectual life and of social advancement, and also of religious 
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power. I have stood in the Cathedral of Notre Dame at 
Paris when there were not on a Saturday morning as 
many people at worship as there are here at this moment. 
[| had the same experience in Italy. In fact, the same 
experience was met with in England and Germany. Why? 
Because men were full of the idea of power and com- 
mercial gain, and they had pushed God out of their minds 
and out of their lives. They had no time for God. 

What is the news at this moment? That in France 
and Italy, in Germany and in England, all through the 
British Isles, men are crowding the churches, because the 
worldly things upon which they built are gone and there 
is nothing to lay hold upon except God himself. There 
will come with the new day, just as there came this morn- 
ing in yonder Eastern sky, the unfailing of the sun in all 
its beauty and majesty, so in the sun of the new day that 
is bound to come when the smoke of the conflict\is gone, 
there will come a marvelous unveiling of God, God in 
righteousness, God in justice, God in mercy, God in love 
for the children of men. 

Now, what is our duty at the present moment? There is 
the duty of prayer. Whether we belong to church or not, | 
am sure that deeply imbedded in the heart of every man is 
the consciousness that God listens to the cry of the burdened 
heart, the contrite spirit. Let us pray, not for the crushing 
of one or the other, but let us pray that God will take the 
leaders of this movement in all these nations and lay upon 
their hearts and consciences the sorrow and the horror and 
the shame of this struggle, so that very speedily they will 
with one accord sheath their swords. 

There is another thing we may do. They are about to 
send a Christmas ship across the Atlantic waves for the re- 
lief of the orphans and widows at Christmas time. It will 
only be a drop in the bucket. There are German Societies 
and French Societies and Welsh Societies, Scottish Societies, 
English Societies, in our couritry. Let these men form them- 
selves into gathering centers so that gifts in other days di- 
verted in other channels may come into their treasuries and 
then let them through their agencies in their respective coun- 
tries endeavor to do something for the relief of these women 
and children, too, amid the bleakness and severities of a 
European winter, will be either famished or frozen. 

Then there is another thing. Your President spoke about 
the new day that is dawning for the American business. Of 
course it is a wonderful opportunity. There are lines of 
trade in this country that have before them golden gates of 
opportunity. Goods have been manufactured across the At- 
lantic which will never be made there again, they will be 
made here. What is essential for the proper grasping of the 
new opportunities of the new day in the new business world 
in Canada, in our own country, in South America, and also 
in Europe and throughout, indeed, the entire world? We 
want a new man to meet the new day and the new oppor- 
tunity. Your business may be large, but you are larger than 
your business. Your machinery may be intricate and val- 
uable, but you are more intricate and valuable than your ma- 
chinery. You know in every man there is a Doctor Jekyl 
and Mr. Hyde, two opposing forces, the good upon the one 
side and the evil upon the other, the greatest of all struggles, 
and the longest and bitterest of all wars. 

My brother, in closing all that I can pray for you, and 
it is a prayer I am sure that everyone of us needs, is that 
God by His grace will just come into your life and reinforce 
every noble ideal, every unselfish passion, and make your life 
in every sense the word able in body, mind and soul to rise 
to the opportunities of this new day, so that every part of 
your individual business, so that every part of America’s 
world-wide commerce may feel the touch of your purity and 
your consecration in everything that relates to the noblest 
manhood. 

During the progress of the Prussian and Austrian War, 
at the close of a battle, one of the ambulance corps came to 
a ditch that ran across the field and as they were about to 
cross it, they saw a young Austrian officer lying in that ditch 
with his face turned to the sky. They stopped the ambu- 
lance and began to make arrangements for lifting him out 
of such a place, but to every attempt they made he expressed 


own 


the strongest protestations, and they passed on, and after a 
while they came back that way again and once more they 
endeavored to lift that young officer out of the water that was 
flowing about his person there, and again he protested, and 
once more they went on their wav. Again later, as the day 
was closing, they came back and now there was no protest 
whatever. He had passed away. There was the mark of 
death over the face and form, and being generous to a fallen 
soul, they picked him up in order to give him proper burial, and 
as they lifted him out of the water, they saw the reason of 
the protestation. The colors of the regiment to which he 
belonged had been folded up tightly and there lay in the ditch, 
and he himself had laid upon them. He would rather remain 
in the water and in pain and in privation and to death, than 
surrender the colors that he had sworn to be loyal to, even 
to the last. 

My brother, for this better day and for this larger op 
portunity and for this new era that is about to dawn upon 
you when the storm of conflict is over, I ask you to “ledge 
vourself to everything that is loyal, to everything that is true, 
to everything that is pure, to everything that is good, to 
evervthing that is manlike and Godlike, not simply for a 
passing moment, but unto the death. (Great applause.) 


Mr. Goodell: Mr. President, I rise to a point of 
personal privilege. A year or two ago we heard the 
speaker who has just given us such a splendid ad- 
dress and I was much pleased with his talk at that 
time, so when I went home I| wrote him a letter of 
personal thanks, and I was surprised to get a letter 
from Mr. Davies stating that there were few who 
had taken advantage of thanking him as I| had done. 
1 therefore move, Mr. President, that we give a ris- 
ing vote of thanks to Mr. Davies for his noble ad- 
dress to us here this morning. 

The motion was duly seconded and unanimously 
prevailed. 

President Taylor: Ladies and gentlemen, it af- 
fords me great pleasure to introduce to you the Pres- 
ident of the American Manufacturers’ Association, 
Mr. N. A. Gladding, who will tell us some good 
news. Mr. Gladding. (Applause.) 

ADDRESS OF MR. N. A. GLADDING. 

Mr. President, gentlemen of the National Hardware Asso- 
ciation, ladies: This is certainly a proud moment for me. I 
have been coming to these conventions for a great many years 
and to be here today, upon your platform, Mr. President, 
representing, as I do, the American Hardware Manufacturers’ 
Association, is certainly an honor I esteem most highly, and 
we as an association, speaking in behalf of our association, 
sir, want to extend to you our heartiest congratulations and 
felicitations upon your wonderful success as an organization. 
I understand that you were organized some twenty years ago 
with about twenty-six members, and today you have over 
two hundred and fifty members, comprising all the leading 
hardware jobbers in the United States. This is a growth 
that is certainly one you may be proud of and shows the 
magnificent men you have had at your head whose wonderful 
ability has led you up to such heights. We trust you will 
continue to grow and prosper.as never before. We, too, Mr. 
President, have grown a little ourselves. Our membership 
has grown even this past year in spite of the adverse circum- 
stances which I believe are only temporary in this country. 
I say temporary because I do not believe there is anything 
under the sun that can hold back the aegressive and progres- 
sive people of this nation. We have made mistakes perhaps 
in regard to the Merchant Marines and other things, but in 
spite of that there is nothing that can hold back the people 
of the United States. 

I was much struck and pleased, Mr. President, by your 
words in your address this morning when you spoke about 
giving preference to “goods made in America” and that we 
should buy and sell the goods “made in America.” I am 
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sure I voice the sentiment of our association when I say 
that the people of the United States should purchase and 
boost the goods manufactured in this country first for that 
is what keeps the progress of the wheels going here at home. 
(Applause.) We should keep our men busy and the money 
in circulation here in this country. 

I was also thinking, Mr. President, while you were 
speaking, that perhaps at a meeting of two organizations such 
as ours—national in scope and reputation—why it would not 
be a good idea to call this “Prosperity Day,” this twenty- 
eighth day of October, and let it go out to the world that 
two of the leading organizations of the country were not 
going to talk pessimism any more but that we are going to 
talk optimism right here in Atlantic City. If you all agree 
to that you need not rise and take a vote on it. Let us do 
it anyhow. Now speaking to you of the war—the fact of 
the matter is I feel very much embarrassed in speaking to 
you at all after such an address as we have just listened to. 
It has been one of those things that sinks down into your 
heart and you really don’t want to hear anybody speak for 
a long time afterwards, so I am sorry I had to speak at this 
time. But, speaking of the war, I saw a lot of advertising 
the other day which read “Don’t speak of the war, but speak 
about business,” which reminded me of a Quaker woman 
who asked and answered three questions thus: “Why do little 
boys throw stones and brick-bats to knock off the apples? If 
they would only wait long enough the apples would fall off 
themselves. Why should men go to war and kill each other, 
why don’t they wait, they will soon all be dead anyway.” 
The thitd was, “Why do the young men bother themselves 
to go and call on the young ladies, for if they would only 
stay at home the young ladies would come and call on them.” 
(Laughter. ) 

Mr. President, I appreciate, as I have said before, the 
great honor of being present, not only in a personal ca- 
pacity, but as the representative of our organization. We 
extend to you our best wishes for long continued pros- 
perity. (Applause.) 

President Taylor: Ladies, gentlemen and friends, 
I have the pleasure of introducing to you, Mr. E. E. 
Mitchell, of Morrillton, Arkansas, President of the 
National Retail Hardware Association. 


ADDRESS OF MR. E. E. MITCHELL, 


Mr. President, members of both of your associations 
in convention, and ladies—It is a great pleasure not only 
as a retailer to be present here today, but to bring you, as 
head of our National Retail Association greetings at this 
time, an association composed of fifteen thousand retailers 
located all over this country. We thoroughly recognize 
the importance of both of these great organizations, and 
we sometimes think that possibly we do not always recog- 
nize the importance of each other as we should. At the 
very offset I want to say this: Representing as I do an 
organization of businessmen, it is quite the proper thing 
to talk straight to the point on some business proposition 
which confronts us, but I want all present to remember 
that everything I might say, or even intimate, is in the 
very kindest of feelings, whether I refer to the manufac- 
turer or the jobber, for they are all of them our friends. 
Personally, I am closer to the jobber, as my business is 
largely with the jobber; the jobber is my longtime, warm 
personal friend. I have no rocks or bricks to throw at 
them. There are, however, some policies upon which we 
do not always agree. I was pleased with what your Presi- 
dent said about the distribution of merchandise. I was 
equally interested in what the Secretary said about the 
importance of economical distribution of hardware and 
that they were working on it and had been working on it 
since 96. I want to say to you, gentlemen, don’t let up, 
you have not solved the problem. I hope you will excuse 
me, for I do not want to throw any rock at anybody, but 
I want to state this, in thinking to forward some move- 
ment for the economic distribution of hardware, recently 
we made an investigation like this: We asked twenty-five 
dealers in twenty-five states to write to their regular 
source of distribution to buy twenty-five articles, naming 
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articles we all carry. Seventeen of those members have 
reported back to us, giving us copy of invoice they have 
received, and to our surprise it looked something like this: 
The difference between the article they all sold there was 
a difference of twenty-five per cent from the highest to 
the lowest on that article. The difference between the arti- 
cle where there was the widest spread on the article to 
the highest to our astonishment was two hundred and fifty 
per cent. So I say the problem of economic distribution, 
gentlemen, has not been solved, but I hope you will keep 
working at it. 

Now the position of our association, in a few words, 
is simply this: We recognize the manufacturer is making 
his hardware less for the consumer. We feel like it is not 
only his duty to do what he is doing, making his line 
stronger and better, and at less cost, but we feel that it 
is his duty to follow it a little closer than he sometimes 
does to see that it gets to the consumer without too much 
overhead charge and not allow, as it is in some instances, 
somebody to collect for services either not rendered or 
that need not have been rendered. We were very much 
pleased for some years,—our association members from 
time to time have tried to avail themselves of the opportu- 
nity of visiting the manufacturers to see how the products 
we are selling are made and how they are being improved. 
Just this last year some of us have been to the most mag- 
nificent plants in this country, and we were very much 
struck with what seemed to us to be the most elegant ma- 
chinery, but when we inquired they said to us that that 
was good machinery, but that they had to put in more 
automatic machinery, as it relieved the pay roll of a great 
many men. They are fed by young ladies that we get for 
less money, et cetera. Now, why not, as distributors, liken 
the retailer to that automatic machinery; the jobber to 
the people necessary to feed that automatic machinery, 
and when the manufacturers find they have more men than 
is necessary to feed that automatic machinery, why not ask 
somebody to step aside and get off the pay roll, because 
we recognize that both the jobber and retailer are on the 
pay roll of the manufacturer; that both have a place up to 
a given line, there is no question, but that we are each 
needed, but this distribution of hardware through the job- 
ber to the retailer. There is a line of demarkation the 
same as a surgeon or anybody else up to a given line. 
There is no question in my mind but that there is a way 
to distribute the hardware we are interested in through 
the jobber to the retailer, but we sometimes feel like there 
are certain cases and certain lines where it is not necessary 
that it should go in that direction. We only ask that in 
such cases and with such lines that you gentlemen direct 
them so that it will be the most economic way of dis- 
tribution. 

The point I am driving at is this: In recent years 
there has sprung up the Catalogue House. That is prac- 
tically setting the price of hardware all over the country. 
The price of the retailer is practically set in Chicago by 
a retail house. It is true, I understand, that one house 
alone will distribute this year six million catalogues. In 
our little state, way down South, in one given center, they 
have arranged for seven carloads of these catalogues. 
They are going out to cur customers, and it is very em- 
barrassing to the retailer when a customer comes in and 
asks for a price and we give it to him, and he flashes a 
catalogue upon us at fifty cents less. It breaks us down, 
gentlemen, with our customers. The thing you don’t want 
done, and what I am asking is a plea for you gentlemen 
to recognize these things so you can help us to get to the 
real way to get around it. We don’t want to feel by the 
jobber like the old darky did about his father. It is a 
story John Adams of Mississippi relates. He says he 
was down in Mississippi and met this old darky whose 
father he had known years before, and he asked him how 
he was getting along, the old darky-replied, “Pretty well, 
only Ise having lots of trouble.” John Adams said to 
him, “Why Uncle what kind of trouble are you having?” 
“Oh, Marse John, you remember the old man?” “Yes, I 
remember your father quite well.” “Well the old man had 
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quite a lot of land but he owed some money when he 
died and I had to get a lawyer in the courts and they 
have just been putting my case off from time to time, and 
I’se powerful worried about it. You know sometimes, 
Marse John, I jist wish that old man didn’t die at all.” 
(Laughter.) 

Now, gentlemen, I want to remind you again that I 
appreciate this is your opening session and I do not wish 
to talk too much, but I do feel there are a few 
things on these lines I want to ask you gentlemen to 
remember—these things about distribution, and remem- 
ber the retailer looks to the jobber first, because he is 
closer to him, for advice and help, and we go to him and 
ask him to hear our troubles. We feel we have a perfect 
right to go to the jobber and talk to him. We come to 
you today as a body, remember we are in the same trade, 
and we are all out for the same purpose, we want to help 
you and we want you to help us. I thank you. 

President Taylor: Mr. Mitchell, we thank you for 
the address you have given us. You arid I were boys 
a long time ago. You remember that we were chas- 
tised if we did’something wrong. As jobbers we are 
perfectly willing to take our chastisement. We admit 
we need it. As to the manufacturers, of course, they 
are most always right. (Laughter.) I trust, gentle- 
men, that you will heed—you manufacturers—the 
warning given by our best friends, the retailers. I 
think if you will stop for a moment to figure your own 
sales that if you sold all the catalogue houses in the 
United States it would not be more than two to five 
per cent of your entire business. If such is the case 
and ninety-five to ninety-eight percent is distributed 
and sold to the user by these gentlemen, why in the 
world will you put a club in the hands of these cata- 
logue people to club your best friends, the retailers. 

Ladies and gentlemen, it gives me great pleasure 
this morning to introduce to you Mr. Thomas B. Wil- 
liamson, President of the Canadian Wholesale Hard- 
ware Association. They always do us the honor of 
visiting our meetings. Mr. Williamson will you come 
forward and say a few words. 

ADDRESS OF MR. THOMAS B. WILLIAMSON. 

Mr. President, Members of the National Hardware 
Association, Ladies—As President of the Canadian 
Wholesale Hardware Association I wish to thank you for 
the kind invitation that you extended to us to be present 
here with you at your annual convention, and also for 
the kind invitation to be with you in your deliberations. 
We do not come here to tell you gentlemen about sell- 
ing goods; we are rather here to learn. We are young 
and we are willing to learn and in former years when we 
have been here we have gathered up some very valuable 
information which has been adopted by our own associa- 
tion in a great many instances. We also have seen where 
you have been sneered at and we have kept from those 
sneers; we have also seen where you have fallen into pit- 
falls you have dug for yourselves, and we have tried to 
prevent ourselves from falling into these same pitfalls. 
We were late in arriving. We did not arrive here until 
after the President’s address. We did hear the very 
eloquent address of Dr. Davies about the war. As 
Canadians we are part and parcel of this war. What 
struck me most in his address was the vision of peace 
after the war is over. It reminded me of that grand son 
of Scotland—Robert Burns, the great Scotch poet, who 
wrote over a hundred years ago: 

“Then let us pray that come it may, 

As come it will for a’ that, 

That sense and worth, o’er a’ the earth, 

May hear the gree, and a’ that. 

For a’ that, and a’ that, 
It’s coming yet, for a’ that, 
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That man to man, the warld o’er, 
Shall brothers be for a’ that.” 

Gentlemen, the three thousand miles of coast line be- 
tween Canada and the United States is evidence that 
countries can live in peace without war. (Applause.) 

I gathered from Mr. Gladding that one of the things 
that your president said in his address was something 
about selling the goods made in the United States. We 
have something going on in our own country, just now, 
similar to that (laughter), and we have the darndest 
time to make your people believe we are in earnest, but 
we have not yet been able to manufacture everything that 
we wish to purchase and I think that the statistics will 
show that our purchases from the United States are prob- 
ably four times as much as they are from any other coun- 
try. That is perhaps because we are trying only to make 
the goods that the Canadians want in a great many 
instances, 

I have nothing more to add, except to thank you, sir, 
for your very kind invitation. (Applause.) 

President Taylor: Gentlemen, we thank the Presi- 
dent of the Canadian Wholesale Hardware Association 
for his words and I notice that he says they import 
four times as much from the United States as they do 
from any other country. We would like it to be eight 
times as much. Gentlemen of the Manufacturers’ 
Association, this is your opportunity, these are whole- 
salers. Cultivate them to the best of your ability. 

Mr. James Hardy, secretary of the Canadian Whole- 
sale Hardware Association, has a few statistics to 
report and he says it will only take one minute. 

ADDRESS OF MR, JAMES HARDY. 

Mr. President, Ladies and Gentlemen: I am here once 
more to convey the fraternal greetings of the Canadian 
Wholesale Association, and the invitation to extend you 
gentlemen to visit us. We have already had the pleasure 
of a visit from Mr. Asbury a few years ago, and we will 
leave him to do the work of bringing some of the others 
of you to visit us. I picked up a book the other day which 
said the total hardware importations into Canada were 
fifty millions of dollars per year. This was distributed as 
follows: 
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United States, 76 per cent. 

United Kingdom, 19 per cent. 

That is, gentlemen, I think, a practical application of 
the Monroe Doctrine carried into trade. (Applause.) 

I listened with a great deal of interest to Mr. 
Mitchell’s rémarks about the catalogue houses. At present 
we are not troubled in Canada as you have been here, but 
we are trying to educate both the jobbers and retailers 
if they will wake up and give the customers what they 
want that there will not be any trouble about catalogues. 
If a man wants a thing he wants it, and if he cannot get 
it at home he is going to get it outside. That is all I 
have to say, Mr. President. 


President Taylor: Gentlemen, in addition to these 
gentlemen who have just spoken, the uther friends 
from Canada who are with us are Messrs. Herbert 
Seybold and L. H. Alexander. There is also present 
here Mr. S. St. John Eshleman of New Orleans, Presi- 
dent of the Southern Hardware Jobbers’ Association ; 
Mr. John Donnan, of Richmond, Virginia, Secretary- 
Treasurer of the Southern Hardware Jobbers’ Asso- 
ciation, in addition to Brother Corey, whom we all! 
know, the Secretary of the National Retail Hardware 
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Association. We trust at the close of this meeting all 
of you will tarry a few minutes, not only to greet the 
gentlemen whose names have been read, but let us all 
give a hearty handshake, which means we are all truly 
glad to meet each other. 

Mr. Bailey, the chairman of the entertainment com- 
mittee, has some announcements to make. Mr. Bailey 
has arranged the following program: 

Mr. Bailey: Ladies and gentlemen, we have ar- 
ranged the following program for your entertainment 
while here: 

ENTERTAINMENT PROGRAM. 

\t 3 p. m. Wednesday there will be a Chair Ride for 
the ladies on the famous Board Walk. 

In the evening, at 9 p. m., an informal reception and 
dance will be given in the Blenheim Ball Room. 

Thursday, at 3 p. m., the Ladies’ Golf Tournament 
will take place on the Marlborough Miniature Golf 
Course. 

At 8:30 p. m. sharp every one is invited to the the- 
ater party and dance at Keith’s Garden Theater and 
Ball Room. 

On Friday, at 3 p. m., the ladies are invited to a card 
party in the Blenheim Southwest Solorium. 

At 9 p. m. there will be dancing in the Blenheim Ball 
Room, to which all are invited. 

Mr. Fernley: Mr. President, I would like to an- 
nounce that the meeting of the National Hardware 
Association is called at 2:30 this afternon in the Chevy 
Chase Room of the Marlborough Hotel, on the other 
side. We especially ask that the members come into 
that meeting promptly at 2:30 o’clock. 

Mr. Gladding: Mr. President and Gentlemen, we 
have been coming to Atlantic City to meet with the 
National Hardware Association for a good many years 

—friends there is no better place to meet—but I will 
not electioneer for Atlantic City at this time. We all 
know it is a good place to come to for these meetings. 
What do we come for? We do not come only to have 
the sea air and a little good time, but principally for 
business. Now, the jobbers come here especially for 
business, and they feel rather hurt sometimes when 
we manufacturers buttonhole them and keep them out 
of their meetings. I promised President Taylor to do 
everything in my power to get the jobber who is being 
talked to at the moment by the manufacturer, taken by 
the manufacturer up to the door of his meeting room. 
Will you not all try to help to get the jobbers into their 
meetings on time, and then come right into the manu- 
facturers’ meeting where we can dispatch our busi- 
ness? Weare going to have some good addresses dur- 
ing our sessions. We are going to have two good ones 
tomorrow, one is on the subject of South American 
trade by a member of the Nation City Bank, the other 
will be by John Barratt, who will tell us about the con- 
ditions of South America. I hope you will all be on 
time at your respective meetings. 

President Taylor: Gentlemen, the meeting stands 
adjourned. 


WEDNESDAY AFTERNOON SESSION. 


President Taylor called the meeting to order at 2:30 
p. m., the session being an executive one. The report 
of the Executive Committee was read and discussed, 
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followed by the report of the Membership Committee, 
after which the Nominating Committee was appointed. 

A part of the session was given up to a discussion of 
the new federal legislation which has been passed since 
the previous convention. 

The question of exclusive selling arrangements was 
taken up and it was brought out that possibly such 
arrangements were not advantages to the public, nor 
to any of the links in the chain of distribution. 

A report was made of the conference with President 
Wilson on July 29th, which was attended by a delega- 
tion from the National Hardware Association and 
other similar organizations. The report was made by 
Charles H. Watkins, of Watkins-Cottrell Company, 
Richmond, Virginia. 

Announcement was made of the awards by the 


_ judges in the Prize Essay Contest on articles by trav- 


eling salesmen on the importance of the wholesaler in 
the field of distribution. 

After transacting miscellaneous business the session 
adjourned at 5 p. m. 


THURSDAY, OCTOBER 29. 

The morning session was an executive one. The 
first item on the program was the report from the 
committee on the cost of doing business, after which 
Calvin M. Smyth, of Young, Smyth, Field & Company, 
Philadelphia, president of the National Wholesale Dry 
Goods Association, spoke on “Cost Problems in the 
Distribution of Goods at Wholesale,” followed by a 
discussion as to what means could be taken to reduce 
the expense account. 

First vice-president Brace Hayden read a paper on 
“Limit of Credit and Cash Discounts,” followed by a 
general discussion of the abuse of the cash discount bv 
customers of wholesalers. 


The matter of “additional dating” was also taker 
up. It was brought out that wholesalers have a weak- 
ness for giving extra dating, and it was suggested that 
terms of sale to retailers be made to conform with the 
terms on which the goods are bought from manufac- 
turers. 


The meeting adjourned about 12:45 p. m. 
THURSDAY AFTERNOON SESSION. 


The afternoon session, which was an executive one, 
was given over to the Metal Branch of the Associa- 
tion, the first of the program being the report of the 
Metal Committee. Harry L. Doten, of Austin & 
Doten, Boston, presided. The remainder of the ses- 
sion was taken up by a general discussion of this 
particular branch of the hardware business. 


FRIDAY, OCTOBER 30. 


The convention met in executive session at 10:30 
a. m., and after transacting unfinished business, lis- 
tened to the report of the Nominating Committee, 
which was as follows: 

President—A. J. Bihler, of James C. Lindsay Hard- 
ware Company, Pittsburgh. 

First vice-president—Brace Hayden, of Dunham, 
Carrigan and Hayden Company, San Francisco. 

Second vice-president—C. A. Knapp, of Knapp and 
Spencer Company, Sioux City, Iowa. 
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Secretary-treasurer—T. James Fernley, Philadel- 
phia. 

The executive committee—Harry L. Doten, of Aus- 
tin and Doten, Boston; H. August Luedke, of John 
Pritzlaff Hardware Company, Milwaukee; F. A. Heit- 
mann, of F. W. Heitmann Company, Houston, Texas ; 
R. H. Treman, of Treman, King and Company, Ithaca, 
New York; J. B. Silliman, of Blish, Mize and Silli- 
man Hardware Company, Atchison, Kansas, and A. H. 
Decatur, of Decatur and Hopkins Company, Boston, 
the latter taking the place of C. A. Knapp, who was 
promoted to the second vice-presidency. With the 
exception of W. D. Taylor, who has served as pres- 
ident for two terms,all the officers were re-elected as 
noted in the foregoing. 

This was followed by statements from wholesalers 
from all sections of the country as to the conditions 
under which they feel that success has been or may be 
attained in the distribution of hardware at wholesale. 

W. S. Wright, Wright & Wilhelm Company, 
Omaha, one of the former presidents of the Associa- 
tion and now a member of the Advisory Board, deliv- 
ered an address on “Salesmen: How to Get Good 
Ones.” 

REPORT OF RESOLUTIONS COMMITTEE. 

Resolved, That at the closing of this Twentieth 
Annual Convention of the National Hardware Asso- 
ciation, which has been the largest in attendance and 
the most enthusiastic ever held by this organization, 
we desire to place on record an expression of our 
appreciation of those who have participated in making 
the convention so successful. 

We expressly desire to mention the Reverend John 
R. Davies, D. D., of Philadelphia, who not only acted 
as our Chaplain but made an address at the first morn- 
ing session which was unanimously voted as a master- 
piece in its line. 

We also want to express our indebtedness to Mr. 
Felix H. Levy, New York City, who made such an 
illuminating address on the anti-trust legislation laws, 
which have just been passed by Congress. 

We desire to thank the American Hardware Manu- 
facturers’ Association for the entertainment provided 
for our wives and daughters as well as the members 
of the association. 

We especially desire to thank the ladies who have 
by their presence added so much to the interests of 
the convention. 

Special thanks are due our president, Mr. W. D. 
Taylor, who has guided the affairs of our association 
so successfully during the past two years. 

We desire to express appreciation to the other of- 
ficers and to the members of the executive committee 
and advisory board who have taken such a deep 
interest in the affairs of this organization. 

George Tritch, Robert J. Masbach and W. B. 
Ayer, committee. 

The election of officers then took place resulting in 
the adoption by unanimous vote of the report of the 
Nominating Committee, after which the convention 
was declared adjourned, and all present were a unit 
in declaring that it was the best attended and one of 
the most important conventions the Association had 
ever held. 
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The delegates, their ladies and other guests took 
part in the closing entertainment at the Blenheim Ball 
Room where dancing was indulged in for some time, 
after which farewells were said and “Auld Lang Syne” 
was sung. 


SOUTHERN HARDWARE JOBBERS’ AND THE 
AMERICAN HARDWARE MANUFACTURERS’ 
ASSOCIATIONS TO MEET IN NFW 
ORLEANS APRIL 23, 24 
AND 25, 1915. 








The Southern Hardware Jobbers’ Association and 
the American Hardware Manufacturers’ Association 
will hold their conventions April 23, 24 and 25, 1915, 
at New Orleans, Louisiana. 





DEPARTMENT OF COMMERCE ISSUES 
STATEMENT ON LATIN-AMERICAN 
TRADE SITUATION. 





That Latin American countries are looking to the 
United States for the capital and the market for their 
products which they formerly found in Europe is em- 
phasized in “Statements on the Latin American Trade 
Situation,” a pamphlet just issued by the Bureau of 
Foreign and Domestic Commerce of the Department 
of Commerce, giving the addresses made by represen- 
tatives of Latin American countries at a conference 
with American business men recently held in Wash- 
ington. The pamphlet, issued as Miscellaneous Series 
No. 18, contains the statements made by the ministers 
from Bolivia, Uruguay, Peru, and Cuba to the United 
States, the consuls general of Costa Rica and Colom- 
bia in New York, the minister from Ecuador to Eng- 
land, and others, besides the opening remarks of Sec- 
retary of State William J. Bryan, and a statement by 
Secretary of Commerce William C. Redfield. Many 
obstacles to the development of Latin American trade 
with the United States were commented on, notably 
the matter of credits and that of a proper understand- 
ing of the Latin American way of doing business on 
the part of business men in the United States. The 
pamphlet is for sale by the Superintendent of Docu- 
ments, Government Printing Office, Washington, for 
5 cents. 


TEN MILLION TONS MORE OF STEEL 
PRODUCED IN 1913 OVER 1912. 











The total production of all kinds of steel ingots and 
castings in 1913, according to the United States Geo- 
logical Survey, was 31,300,874 long tons, against 21,- 
599.931 long tons in 1912. The production of steel by 
the electric process in 1913 amounted to 30,180 tons, 
compared with 18,309 tons in 1912. In 1908 only 55 
tons of electric steel was produced. On December 31, 
1913, the number of completed plants which were 
equipped for the manufacture of steel by the electric 
process was 19, an increase of 5 over the number a 
year previous. 








The darkest hour in any man’s career is that wherein 
he first fancies there is an easier way of gaining a dol- 
lar than by squarely earning it—Horace Greeley. 
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N. A. GLADDING. 


Retiring President, American Hardware Manufacturers’ Association. 
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American Hardware Manufacturers 
in Convention 








The twenty-sixth convention of the American 
Hardware Manufacturers’ Association was held Oc- 
tober 28, 29 and 30, 
in the Marlbor- 
ough-Blenheim Ho- 
tel, Atlantic City, 
New Jersey, and 
was attended by 
the largest number 
of delegates ever 
present, togeth- 
er with many ladies 
and other guests, 
nearly 350 men and 
100 ladies in all. 

Handsome silk 
badges printed in 
gold were provided 
for the delegates 
and guests, giving 
the name and the 
company or firm 
represented, 
as shown in the ac- 
companying _ illus- 
tration. 

Official Badge of the Convention. T he enthusiasm 
and interest displayed was remarkable and many were 
the expressions to the effect that this was the most 
successful convention the Association had ever held. 

The officers and the Executive Committee which 
served during the 1913-14 term were as follows: 

President—N. A. Gladding, of E. C. Atkins & Com- 
pany, Indianapolis; first vice-president—William H. 
Matthai, of the National Enameling and Stamping 
Company, Baltimore; second vice-president—Charles 
J. Graham, of the Graham Nut Company, Pittsburgh ; 
third vice-president—E. M. Kemp, of the Wabash 
Screen Door Company, Chicago ; secretary-treasurer— 
F. D. Mitchell, New York City. 

Executive Committee—Frank Baackes, of American 
Steel and Wire Company, Chicago; W. D. Disston, of 
Henry Disston and Sons, Incorporated, Philadelphia ; 
John L. Haines, of Jones and McLaughlin Company, 
Pittsburgh; Frank Harrison, of Gulf States Steel 
Company, Birmingham; B. A. Hawley, of Russell and 
Erwin Manufacturing Company, New Britain, Con- 
necticut; Robert B. Jones, of the Clyde Cutlery Com- 
pany, Clyde, Ohio; Wallace L. Pond, of Nicholson 
File Company, Providence; H. G. Reynolds, of Rey- 
nolds Wire Company, Dixon, Illinois. 

The Advisory Board which is composed of the ex- 
presidents of the Association—Julius C. Birge, of 
Ames Tool and Shovel Company, and Seymour Manu- 
facturing Company, St. Louis, Missouri; F. S. Kret- 
singer, of American Fork and Hoe Company, Evan- 





ston, Illinois; Charles W. Asbury, of The Enterprise 
Manufacturing Company, Philadelphia; Honorable 
Robert Garland, of Garland Nut and Rivet Company, 
Pittsburgh; G. H. Jantz, of American Wringer Com- 
pany, New York City; P. B. Noyes, Oneida Commun- 
ity, Limited, Oneida, New York. 


WEDNESDAY, OCTOBER 28. 


The opening session on Wednesday, October 28, was 
a joint meeting with the National Hardware Associa- 
tion and was held in the Blenheim Ball Room, at 10:30 
a. m., with a large attendance of delegates, their ladies 


~ and other guests. 


After singing “God Bless Our Native Land,” the 
Rev. John R. Davies, D. D., of Bethlehem Presbyter- 
ian Church, Philadelphia, pronounced the invocation, 
after which President Taylor of the National Hard- 
ware Association delivered his. annual address, fol- 
lowed by Secretary-Treasurer Fernley, of the National 
Hardware Association, who read his annual report 
which is published in full in the report covering the 
convention of the National Hardware Association in 
this issue of AMERICAN ARTISAN. 

President Gladding addressed the convention, his 
remarks being also reported in the convention report 
of the National Hardware Association, as well.as the 
addresses by the Reverend John R. Davies, D. D., and 
others. 


WEDNESDAY AFTERNOON SESSION. 


The afternoon meeting was an executive session and 
was held in the Blenheim West Solarium, being called 
to order by President Gladding at 2:30 p. m., who 
then delivered his annual address, as follows: 


ANNUAL ADDRESS OF PRESIDENT N. A. GLADDING TO THE OFFICERS 
AND MEMBERS OF THE AMERICAN HARDWARE 
MANUFACTURERS’ ASSOCIATION. 

It gives me great pleasure to extend to you the heartiest 
of greetings and welcome to this the 12th annual convention 
of our Association. 

We all realize how quickly a year passes away and as the 
active executive of our organization is the Secretary-Treas- 
urer, there is naturally not much for the President to report 
that will not be covered thoroughly and in detail by the able 
Secretary himself, and by the gentlemen who have honored 
us by acting as chairmen of our Executive and other com- 
mittees. 

I shall not therefore consume much of your valuable 
time by anticipating what they may have to tell you except to 
say that it seems to me we have true cause for congratulation, 
and indeed I think I may say thankfulness, when we realize 
what you will soon learn from the Secretary’s report, that in 
spite of the adverse business conditions through which we 
have been passing during the past year, we are able to show 
both an increase in our membership, and in the amount of 
cash on hand after all debts are paid, as compared with a 
year ago. This shows a fine and healthy condition which I 
believe predicates the continued growth and prosperity of 
our Association. 

Comprising as we do, over three hundred and fifty first 
class manufacturing concerns, there is no doubt that any 
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WILLIAM H. MATTHAI. 


President, American Hardware Manufacturers’ Association. 

















ction we might take upon any subject that is within the 
,rovince of the Association is bound to command respect. 

There are first and foremost, of course, those questions 
pertaining to our relations to the trade, such an can be con- 
sidered without any infringement upon the laws of the land, 
and then there are other subjects that affect us all which we 
-an take up from time to time for discussion and action, that 
should be for the general good of the business world. 

And.is it not true that the time is ripe for the business 
men of this country to speak up in a strong and forceful way, 
and yet in a way that is fair to all, for the rights that belong 
to them—for after all, unless the business interests have fair 
and righteous treatment the country is in a bad way. 

The United States of America is not only one of the 
ereatest producers of the fritits of the field, but also one of 
the greatest manufacturing countries in the world. With the 
present day facilities for quick communication and _trans- 
portation the farmer is‘’as much a business man as anyone 
else, and general prosperity or general hard times affects 
him as well as the rest. Everybody wants prosperity, because 
upon that. depends the church, the college, the working man 
(and we are all working men), in fact everything and every- 
body, even the government itself, and so it does not behoove 
us all, and especially an association like this, to take a live 





Charles J. Graham. : 
First Vice-president, American Hardware Manufacturers’ 
Association. 


interest in all those things that affect the body politic, and try 
to do all that we can to help put things on the right track? 


BUSINESS MEN MUST TAKE MORE INTEREST IN POLITICS. 


It has been said that business has had too much to do 
with politics, which is possibly true in some cases, but on the 
other hand, I think that too much politics has injured legiti- 
mate business, and it is therefore high time and perfectly 
right that the business men should take a ntuch greater inter- 
est in politics and see to it that sensible, practical men are 
elected to pass sensible and fair laws when any are passed 
at all, and to see that they are properly and, fairly admin- 
istered. 

In connection with this subject I shall take the liberty 
of quoting from an address by Senator Root before the 
American Bar Association in Washington last week, which 
may be of interest to you. Senator Root is reported to have 
said: “What can the bar do to improve the administration 
of justice in the United States? First, we can improve our 
law making. We make too many laws. Our national and 
State Legislatures passed 62,014 statutes during the five years 
from 1909 to 1913 inclusive. During the same five years 
65,379 decisions of the national and State courts of last re- 
sort were reported in 630 volumes. Of these statutes 2,013 
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were passed by the national Congress, and of these decisions 
1,061 were rendered by the Supreme Court of the United 
States. 

“Many of these statutes are drawn. inartistically, care- 
lessly, ignorantly. Their terms are so vague, uncertain, doubt- 
ful; that they breed litigation inevitably. 

“There is a useless law suit in every useless word of a 
statute, and every loose, sloppy phrase plays the part of the 
typhoid carrier.” 

This, it seems to me, shows the necessity of the suggestion 
I have already made that the business men of the country 
shall do their part in trying to see that the right men are 
elected to our Congress and our Legislatures. 

At our semi-annual convention at White Sulphur Springs 
I had the honor of presenting my report of our work for the 
preceding six months, so I shall not rehearse that here. 

We had a good attendance of members at our meeting, 
and the sessions were, I hope, interesting and profitable to 
those present. 

At that time an amendment to our Constitution and By- 
Laws was adopted, providing for an associate membership 
for publishers of periodicals catering to the hardware industry. 

These associate members have all privileges except voting 
and holding office—and pay the same dues as active members 





Frank Baackes. 
Second Vice-president, American Hardware Manufacturers’ 
Association. 


Since the June meeting we have continued our extra 
canvass for new members which, as before stated, will be 
reported on by the Secretary. 

Beginning in July, events have occurred than which noth- 
ing more important or portentious to the world’s history has 
ever taken place. 

It seems perfectly marvelous what the business of the 
United States has been able to stand—for, while commercial 
failures have been above the average and some of them colos- 
sal, yet as a whole the business structure remains sound. 

And this is a wonder in view of the tremendous strain to 
which that structure has been put by all the drawbacks it has 
had to contend against not the least of which are the laws 
affecting United States’ commerce. The European war has 
brought home to the people of this country the fact that we 
have, to speak plainly, been asleep on the question of a Mer- 
chant Marine and in our banking arrangements with foreign 
countries, especially with those nations to the south of us; 
therefore, we were not ready to promptly take advantage of 
our opportunity to secure the trade of our southern neigh- 
bots. We also suddenly realize that we have not been patron- 
izing those countries as we should, to bring their trade to us. 

South America alone imports annually on an average of 
something like a billion dollars’ worth of merchandise, ma- 
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chinery, ete., of which our country has furnished but $150,- 
00,000; or about one-eighth, which shows that we have a 
long way yet to go to get even our share. 

However, all these things will soon be remedied we hope. 
The United States of America cannot be held back from 
eventually accomplishing those things that she should and 
must accomplish to fulfill her destiny. As the late J. P. 
Morgan said—anybody who goes short on the United States 
will go broke. 

DEVELOPMENT OF HOME MARKET. 

As to the home market, this Association can make itself 
tremendously powerful in helping to create a strong sentiment 
on the part of dealers and consumers in buying goods from 
home manufacturers. The United States is the largest and 
best market in the world for good goods, and while it is true 
that we wish to secure and enjoy all the foreign trade that 
we can possibly get, at the same time we don’t want to lose 
the home market, as that has greatly to do with keeping the 
wheels of trade moving in proper courses and the mainte- 
nance of prosperity in this land. 

Our Association has been helping along the movement 
by enabling our members to secure a supply of labels to put 
upon their stationery, urging people in this country to pur- 
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chase goods made in the United States. These labels can be 
obtained through our Secretary at cost price. 

You will note from our program that we have endeavored 
to make the sessions of this convention worth while, by pro- 
viding speakers who are prepared to tell us facts in regard 
to conditions in the southern half of this hemisphere, which 
I trust will be of value to us in planning our trade-getting 
campaigns in that territory. 

I feel that we were very fortunate in securing the con- 
sent of the Honorable John Barrett, Director General of the 
Pan-American Union, and Mr. W. S. Kies, of the National 
City Bank, New York, to come to talk to us regarding these 
matters. 

I am also glad to call attention to the address which I 
know we shall listen to with pleasure and profit from Mr. 
Marshall Cushing upon organization work. Mr. Cushing is, 
as you know, a man of large experience, and conceded to be 
a high authority in that field. 

At the joint session with the National Hardware Associa- 
tion, on Thursday afternoon, we shall be highly favored by 
an address from the Honorable Mr. Felix H. Levy, who will 
enlighten us upon the latest addition (the Clayton Bill) to the 
Anti-Trust laws. Mr. Levy was an assistant to the United 


States Attorney in prosecuting the American Tobacco Com- 
pany case and is thoroughly versed in corporation law. 
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It is the earnest request of your officers that every mem- 
ber present at this convention shall attend each of these ses- 


sions. The gentlemen who are to speak to us are doing so 
without any fee, and we certainly owe it to them as a matter 
of courtesy, if nothing else, to be present in return for this 
generous giving of their valuable time and thought, and we 
should compliment them with the largest possible audience. 

During the past year we have endeavored to make our 
association organ, The Hardware Manufacturer, of value to 
the members by publishing information of vital interest to all. 

We all employ travelers and I respectfully recommend 
consideration of the proposed increase in mileage rates in the 
Eastern Trunk Line Association and that some action be taken 
regarding same. 

In closing I desire again to express my sincere thanks to 
you for the great honor conferred upon me in making me 
your president. 

As I have already said the real work of the Association 
is done by the Secretary-Treasurer and the chairmen of the 
Committees, and to them, also to all the officers and members 
of the Committees and Advisory Board, I owe a debt of grati- 
tude for their able work and suggestions and assistance in 
making my path easy. 





B. A. Hawley. 
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It has been a great pleasure to me to serve you as best 
I could, although I am afraid that it has been but very little. 
Yet if I have merited your approval in the least degree I am 
more than repaid. 

To my successor and for the Association I extend my 
best wishes and shall always hold myself in readiness to do 
all in my power to aid in its welfare, upbuilding and pros- 
perity. 

After the President’s address which was listened to 
with great interest, the minutes of the previous meet- 
ing were read, followed by the reports of the various 
committees and of the Secretary-Treasurer, after 
which communications were read and unfinished and 
new business was attended to after which the members 
of the Committees on Resolutions and Nominations 
were appointed. 

RESOLUTIONS COMMITTEE. 

F. S. Kretsinger, American Fork & Hoe Company, 
Cleveland, Ohio; William G. Smythe, American Screw 
Company, Providence, Rhode Island; W. M. Taussig, 
Challenge Cutlery Corporation, New York City; Wal- 
ter W. Birge, Seymour Manufacturing Company, Sey- 
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mour, Indiana; Charles F. Braffett, Simonds Manu- 
facturing Company, Chicago. 
NOMINATING COMMITTEE. 

Charles W. Asbury, Enterprise Manufacturing Com- 
pany, Philadelphia ; Thomas H. Taylor, American Steel 
& Wire Company, New York City; Frank Harrison, 
Gulf States Steel Company, Birmingham, Alabama ; 
S. M. Stone, Colt’s Patent Fire Arms Manufacturing 
Company, Hartford, Connecticut; Charles A. Mc- 
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Guire, Dille & McGuire Company, Richmond, Indiana ; 
Robert M. Peck, Stanley Rule & Level Company, New 
Britain, Connecticut ; T. H. Dillon, Youngstown Sheet 
& Tube Company, Youngstown, Ohio; F. A. Ball, Star- 
rett Manufacturing Company, Athol, Massachusetts ; 
S. B. McGee, Lufkin Rule Company, Saginaw, Michi- 
gan. 

The Membership Committee’s report showed that 
46 new members had been added, which is the largest 
increase in membership in any year of the Associa- 
tion’s history. 

President Gladding" then introduced Mr. Marshall 
Cushing, of New York City, whose address on “Good 
and Bad in Organization Work’ was listened to with 
great interest. 

ADDRESS OF MARSHALL CUSHING AT THE CONVENTION OF THE 
AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION, 
ATLANTIC CITY, OCTOBER 28, 1914. 

Mr. President and Gentlemen: 

Speaking several years ago with the late Congressman 
Lovering of Massachusetts about this little matter of organ- 
ization work, associations, etc., it appeared that he, like many 
another manufacturer, had no accurate knowledge of the 
number of associations to which he was subscribing. His 
private secretary looked the matter up that day, to find that 
there were at least sixty which Mr. Lovering was helping to 
support in one way or another. Being in politics and doubt- 
less subjected also to what some have called, perhaps rather 
meanly, the charity graft, this gentleman was more than ordi- 
narily exposed; but he was a big manufacturer and it must 
have been that half of his contributions were for the support 
of business organizations, real or pretended. This incident, 
like many another in my experience, has brought it home con- 
vincingly that the average manufacturer is solicited to death 
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and as a natural consequence is “associated” to death. for i; 
the chloroforming process begins with the solicitation, it may 
safely be said to end with the final act of “joining.” 

Yet organization and organization work, no matter how 
much it may be said to be overdone or underdone, is the 
order of the day, and there is a method by which the busi 
ness man could pick out in cold blood, and back up sanely and 
heartily, associations of incalculable value to him, and the 
bad or the indifferent, with an equal approach to an unerring 
judgment, may be rejected and finally made an end of. 

The method is very simple. It is the one employed by 
most manufacturers when invited to perform one or more 
of their ordinary everyday functions as manufacturers and 
business men. Most propositions they take up and examine, 
and turn upside down in cold blood. If they like the thing, 
they take it. If they don’t like it, they reject it. That ought 
to be the way, and I think it is getting to be more and more 
the way, with organization and organization work. It is im- 
portant that this should be so, not only because of the result- 
ing advantage to the individual business man, but. because 
of the advantage which results in time from the application 
of that simple, unerring method of deciding what to join and 
what not to join, for in time it happens that under the pro- 
cess outlined, if it is kept up long enough, good organizations 
and good organization work survive, and bad or indifferent or- 
ganization and organization work will not survive. Thus, good 
organization work has a good name finally, which is what it 
ought to have, and it grows better by means of that good 
reputation that it feeds upon, and bad organization work 
finds itself less and less generally supported, and the indi- 
vidual manufacturers and in time the whole group of man- 
ufacturers may not be solicited to death, and they may not be 
associated to death. 


ESSENTIALS OF GOOD ORGANIZATION WORK. 


What shall we mention as the essentials of good organiza- 
tion and of good organization work? First, I should ask, 
what is the need of it—the question, which ought to be upper- 
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most in the minds of those forming and sustaining an organ- 
ization, whether or not the work contemplated is necessary or 
valuable to be done. Is there a call for it in a general or spe- 
cial business situation? If there is, then it is not only proper, 
but it may easily become necessary to do something about 
meeting that need, about the stamping out of some evil prac- 
tice or of propagating some correct idea constructively, so 
that help will be given to the general effort to perpetuate the 
good in business practice and to obliterate the bad. 
Assuming, then, that those joining and sustaining an 
organization realize that the need for it really exists, how are 
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they to provide the means by which the necessary work is to 
be done in the best possible manner? What is the method? 
What are the details of the method? Evidently, numbers 
are required; for it is appearing more and more clearly every 
day that there are untold things which the individual cannot 
do single handed, and there are untold other things which, 
however certain it might be that they would be possible for 
him to do single handed, are nevertheless too expensive to be 
thought of. The co-operation developed by organization 
effort among numbers of people feeling a similar need and 
realizing that they must do something about it serves the 
double purpose of providing the power with which to achieve 
the object and the financial support with which to pay to have 
the work done, and that is easy to provid when once num- 
bers of people take hold of the same thing and divide the 
cost—an elementary proposition, frequently overlooked. 


Then the objects ofthe organization need to be under- 
stood very clearly, so that the common objective, and not the 
multiplicity of diverse or selfish objects, shall be the thing 
striven for and secured. An organization divided into fac- 
tions, one member striving for one object and another for 
another, is not strictly an organization at all. It cannot 
accomplish anything worth while, and it cannot last,—and it 
ought not to last, being, in fact, another illustration of the 
bad or indifferent organization as distinguished from the 
worthy and efficient one. There must be, evidently, the com- 
mon interest. Citizens of Atlantic City may have their Board 
of Trade, and it may do good work for Atlantic City. The 
manufacturers of Pennsylvania may have their state associa- 
tion; probably it is necessary and probably it does good work 
if confined to its necessary and single field. The hardware 
manufacturer, to bring an illustration home to this meeting, 
is indeed a manufacturer generally speaking, but he is a hard- 
ware manufacturer first, last and always in between, and that 
means that while he would surely not approach any of his 
problems in any illiberal way, there may come times when he 
must be a hardware manufacturer and not any other kind of 
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manufacturer for organization purposes, and when, for an- 
other illustration, he needs to be a manufacturer rather than 
a jobber. The more closely the interest of the locality or of 
the industry approaches the singleness of purpose which in- 
volves no differences of purpose as among individuals, the 
more solidly and efficiently you have made your organization. 


EFFICIENT LEADERSHIP IS REQUIRED. 
Then leadership is required. The time of public spirited 


members of the association must evidently be given to it. In 
a somewhat extended experience in such matters I have been 
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amazed to notice with what patriotic feeling and loss of time 
and perhaps of money the natural leaders of their groups 
have devoted themselves to the purposes of organizations to 
which they have belonged—and I have also been surprised in 
many instances at the lack of appreciation of all this which 
certain neighbors and friends of theirs, perhaps certain mem- 
bers of the same industry, have shown. The leader in good 
organization work performs a patriotic service and deserves 
not merely the financial and personal backing of his fellows, 
but their gratitude as well. 


Given, then, that leadership, and it accelerates the move- 
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ment and makes it effective because the same disinterested 
quality in a man which induces him to give of his time and 
tissue, and probably of his money, to the common good also 
means that the touch of interest and enthusiasm and success 
is given to the movement because of the very inspiration of it 
all. I personally believe in the system adopted by many or- 
ganizations of changing leadership from time to time, not 
too often, just often enough, for it seems too much to ask 
for the extra exertions of an individual leader too long, espe- 
cially when others can supply it and would be glad to do so, 
and incidentally would themselves enlarge their own powers 
for helping along one good cause after another because of 
the very fact that they had personally participated in the 
work of doing it. 

Then, in a rather natural sequence comes the organiza- 
tion work that has to be paid for. Already we are having 
at some of the colleges departments of instruction for the 
professional secretary. These ought to do some good. My 
own belief, however, is that the successful association sec- 
retary is more likely to be born than instructed. He must 
serve his interest singly and solely; that goes without saying. 
While becoming in a way a composite of the interests and 
desires and instructions of the body of men whom he works 
for, he requires a certain initiative and cool judgment and 
adaptability to conditions rather than theories, which perhaps 
constitute his most valuable quality. For always there must 
be some one to go ahead and do things. The instructions of 
the leader and of the officers of the organization, like the 
various committees, can be never so definite and they can be 
regarded in fact never so carefully; there are times when 
initiative and judgment on the part of the executive officer 
are required, and that association is fortunate indeed which 
has a man who knows enough to know what the purposes of 
the organization which he serves may be and at the same 


time is able to carry out those purposes, sometimes in big 
affairs and sometimes in small ones, always from day to day, 
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when there is in fact no time to wait for any one’s decision 
but his own. 

It is the task of most association executives with whoni 
I have been acquainted to develop the organized strength of 
the association, and this work calls particularly for the initi- 
ative and the good judgment of which I have spoken. There 
are those, apparently, who believe in keeping organizations 
small. There may be good reasons for this in certain cases, 
but not in many. Imagine an organization comprising half 
of the possibilities of the field. Imagine another comprising 
all or practically all of the possibilities of its field. The sec- 
ond would be, possibly, four times or ten times as valuable 
as the first—for the reason that it could do under the latter 
circumstances many things which under the former it could 
never do and would never dare to undertake. 

This illustration suggests that if to meet a common need 
or to accomplish a certain set of purposes men get together 
actually to do the thing required, they may, with the backing 
of all who ought in theory and in reality to be with them, 
become invincible if only it were known in the first place that 
what they were contending for was right and correct in good 
business practice and hence deserving to be done; then the 
assumption would be safe that it would be done. There would | 
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be back of the good and necessary thing to be done the power 
to do it. 
THE MAN: WHO TAKES NO INTEREST. 

The individual member of any organization who takes 
no interest in developing the numerical strength of the body 
neglects a duty not only to the organization but to himself. 
If he could contribute to doubling the membership of his 
organization, he might make it invincible for his own purposes 
as well as for the general good of an industry. If he in- 
creases its numbers, no matter how little, he contributes mate- 
rially to the same end. He helps along an approach to that 
condition of affairs when the achievements of his association 
are made easier and easier and more and more important be- 
cause of the mere appreciation of the fact that there is power 
in numbers. 

I don’t need to mention to any member of the American 
Hardware Manufacturers’ Association what its achievements 
in the way of correcting evil business practices have been. 
They are familiar to you all. I hope it has come to the 
notice of hardware manufacturers generally that in other lines 
of business, in other localities, in reference to other questions, 
in reference to other sets of questions, important and difficult 
things have been achieved by others. 

Here, for illustration, is a body of vehicle manufacturers. 
They find that they can merge three of their organizations 
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and either cut their expense in two or accomplish perhaps 
four times as much for the same money; and then they p: 
ceed’to standardize the size and style of wheels, and th: 
reduce the number from over 150 to less than 10. 

Here is an association of manufacturers of jewelry, w!.o 
believe at a given time that if the Ways and Means Com- 
mittee of the House at Washington understands the condi- 
tions of manufacture in their line, in this country and among 
foreign competitors, certain tariff duties will be levied more 
equitably. They proceed to collect the figures to prove that 
what they claim to need is what they really need, and becaus: 
of the fact that this work is done so expert'y, and because 
of the fact that it is a united industry that makes the claim, 
the thing desired is secured. There are even larger and 
more difficult questions which it has required an alliance of 
organizations to solve; evils that have grown so serious that 
members of the trades affected have almost hesitated to speak 
of them, much less write about them. 

SPECIFIC RESULTS ARE OBTAINED. 


Some time ago there were guarded references in the 
trade magazines in that line to the prevalence of graft in the 
selling and purchase of supplies in the textile manufacturing 
business. It seems that estimates of the loss to textile man- 
ufacturers owing to this prevalence of graft mounted into 
the millions. The various organizations in the business de- 
termined, however, to tackle that tremendous evil. They 
allied themselves together quietly. They brought suits and 
pressed them. They caused a number of selling companies to 
change their names. They had an offer from one producer 
of dyestuffs of $50,000 to compound the case against him, 
and one prominent member of one of the organizations, find- 
ing that his own brother might be implicated as one of those 
purchasing agents who desire to make money out of propor- 
tion to his salary was in danger of being implicated, told 
his associates to go ahead and press their campaign no matter 
if his own brother went to jail! 

I was talking not long ago with a large manufacturer of 
supplies going into railroad work. He spoke of that same 
evil. It seemed to him that the business cf furnishing sup- 
plies to railroads was hopelessly at the mercy of these same 
evil practices. When I pointed out that he and his fellows 
in his own industry had an organization numerous and rich, 
and that no subject could be more proper for treatment at its 
hands, he promised himself that he would see what he could 
do about it. It is his mistake if he doesn’t do something and 
doesn’t go at it in the right way—which might be to take 
the directing forces of the railroads themselves into his con- 
fidence and rout out the abuse on both sides and on all sides. 

It has been said that the printing industry is not con- 
ducted on scientific principles. Doubtless there is something 
in that. For several years, however, the national organization 
of employing printers has employed expert cost finders, who 
have traveled up and down the country visiting the shops of 
members, suggesting two or three schemes of cost finding and 
cost keeping from which they are welcome to take their 
choice, and thus gradually but surely putting a whole industry 
on its feet, as one might say, for such undertakings grow 
in importance month by month. It might almost be said that 
they are infectious. If they are not, they had better be, for 
the spirit of co-operation is upon the public, the business men 
included, and the individual might as well realize first as 
last that if he doesn’t take advantage, in every way that he 
may properly do, of what his fellows find out and are work- 
ing upon and are perfectly willing to apply generally, he will 
miss a great deal; in fact, he may possibly miss just the dif- 
ference between success and failure. There are too many 
public spirited and clever and determined people doing this 
advance work for anyone to think that he can safely overlook 
all of any of it. 

TENDING TOWARD CLOSER COMRADESHIP. 

With this development of the co-operative spirit among 
business men as well as among others, it seems to me that I 
also notice a closer comradeship, as it might be called, among 
the members of many an organization. If they are led by 
men willing to give their time and their tissue and perhaps 
their money to helping to solve the difficult problems of an 
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ndustry, if their executive officer expresses during all of his 
vorking days the aims of the organization correctly, sees, in 
other words, that the goods are delivered as the members of 
the organization expect and have a right to expect, and if 
finally the members of the organization individually see that 
they are in effect the members of a club, and see to it that 
the organization is conducted as carefully as a club would be, 
or indeed as a family would be, then it would appear as if 
there could hardly be anything which ought to be accom- 
plished that could not be accomplished. 

It is safe to have the need, and, to have it, a need that 
really has to be supplied. Second, it is to be right in practice 
as well as principle. Finally, it is to realize that the very way 
to get the most out of an organization is to study how to 
serve it the best. Under these conditions alone is an organ- 
ization able to serve its members and its industry and its 
community the best. 


At 3 p. m. the Entertainment Committee had ar- 
ranged a Chair Ride on the famous “Board Walk,” 
which was greatly enjoyed by 104 of the ladies. 

At 9 p. m. an informal reception was held in the 
Blenheim Ball Room, followed by an excellent pro- 
gram of dancing. 


THURSDAY, OCTOBER 29. 


After calling the meeting to order, President Glad- 
ding introduced W. S. Kies, of the Foreign Trade 
Department of the “National City Bank, New York 
City, who delivered a very timely and instructive 
address on “Branch Banks in South America.” Mr. 
Kies displayed a deep knowledge of his subject which 
really covered the entire problem of trade extension 
into Latin-America, and his address was greatly 
applauded. 

BRANCH BANKS IN SOUTH AMERICA. 

Anyone reading the numerous articles on the subject of 
trade expansion appearing in the current issues of news- 
papers and magazines, would be led to believe that South 
America today was a land of golden promise, an Eldorado 
of commercial opportunity, inviting the American business 
man to enter and take, without effort, rich trade spoils. 
Articles of this nature are not only misleading, but seri- 
ously detrimental to the ultimate successful development of 
South American trade. 

The immediate occasion for ‘the enlivened interest in the 
Scutii American field is, of course, the regrettable situation 
in Europe, but even before the outbreak of the war the com- 
mercial eye of the nation had been focused on South Amer- 
ica The war perhaps has made possible an earlier attain- 
ment of results, but at the same time has brought with it 
responsibilities which make necessary the exercise of tact 
and judgment in the prosecution of cur plans. If the oppor- 
tunity is grasped with this thought in mind, the foundation 
can be laid for a permanent commerce between the Amer- 
cas, which will be of lasting value and benefit to both coun- 
tries. If, on the other hand, without study, without prep- 
aration, and without thought of building for the future, a 
hasty attempt is made to seize the market, which, owing to 
the misfortunes of others, may be temporarily open to us, 
actual harm will be done and future progress may be barred. 

UNITED STATES IN THIRD POSITION. 

Trade statistics for the year 1912, the last total figures 
available, show imports into South America amounting to 
$965,000,000, and total exports from South America of 
$1,178,000,000. The imports into South America for the year 
1918 exceeded a billion dollars. Of the total exports to 
South America in 1912 but $155,000,000 came from the 
United States, and of this amount $122,000,000 was sold to 
Argentine, Brazil and Chile. Great Britain has enjoyed the 
largest trade with South America, Germany second, and the 
United States third. The figures show that in 1912 this 
country Lought about one-fourth of what South America 
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had to sell, but sold to her in return considerably Jess than 
one-sixth of what she bought. 

South America is rich in natural resources. She has 
great mineral wealth in the west coast countries of Bolivia, 
Ecuador, Peru and Chile; she has vast forests of rare cab- 
inet woods, an abundance of tropical products of every de- 
scription, and her boundless plains will support millions of 
head of cattle and sheep. Venezuela and Colombia are re- 
markable in their variety of resources. Brazil is a huge 
empire with an untold wealth of natural products, but need- 
ing labor and capital for their development. 

But while South America will always be an inexhaust- 
ible source of supply for raw materials of every kind, yet 
she will never be a great producer of manufactured articles. 
For the development of great manufacturing nations two 
things are usually needed in large quantities and _ their 
sources must be in close proximity—coal and iron. While 
valuable iron ore deposits are found in Chile and Peru, 
nevertheless the coal necessary to make available these de- 
posits is not at hand. Some coal exists on the west coast, 
but not of the quality useable for the manufacturing of iron, 
and most of this is inaccessible. Argentina has no easily 
accessible coal, and few available water powers. 3razil, 
although it has abundant water power, has practically no 
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‘coal, and few available ore deposits. Labor, too, in tropical 


countries, has been found not well suited to the demands of 
manufacturing. ‘South America, then, will always depend 
upon the manufacturing nations of the world for the prod- 
ucts of the factory and workshop. 

SOUTH AMERICA HAS GREAT POTENTIAL POSSIBILITIES. 

South America is our nearest market, and one of great 
potential possibilities. What have been the fundamental 
reasons why, up to the present time, the United States has 
not enjoyed a greater share in the export trade to South 
America? 

First and foremost, perhaps, might be mentioned our 
actual neglect of the trade possibilities to the south of us. 
This for a number of causes. Up to recently the United 
States has apparently not felt the need of seriously develop- 
ing foreign markets. Consumption in the United States has 
been on a large scale, and has absorbed the greater part of 
our production. We have turned to foreign markets only in 
periods of lessened demand, and have used these markets 
in years of overproduction as a dumping ground for our 
surplus products. Constant hostile agitation against busi- 
ness interests, ill-considered restrictive legislation and un- 
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scientific tariff laws operating in connection with funda- 
mental economic causes have brought about a serious decline 
in business for the last few years. With a consequent less- 
ened demand resulting in a contraction of domestic markets, 
the American manufacturer, in order to keep his plant going 
and labor employed, has been compelled to seek other per- 
manent markets for his surplus products. 
AMERICANS LACKING IN PERSISTENCE. 

South America as a market: has presented a number of 
problems, which we have not attempted to solve with any 
degree of scientific application. The obstacles in the way of 
trade development with South America have been discour- 
aging and American manufacturers as a rule have not the 
qualities of patience and persistence which have made the 
Germans so successful in their exploitation of new markets. 

The distances between the ports of the United States 
and the principal importing ports of South America, partic- 
ularly in Brazil and Argentina, are discouraging. Twenty- 
four to thirty days from New York to Buenos Aires seems 
a long time, and the mere fact that fifty days must elapse 
before a reply to a business letter can be received is dis- 
couraging to the business man who is accustomed to twenty- 
hour trains between New York and Chicago, and to five-day 
boats between New York and Liverpool. 

The long distances mean long credits, and an ordinary 
ninety days credit from the time of receipt of goods is ex- 
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tended into a five months credit before the cash can be re- 
ceived for the shipment. 

Then, too, we have found it difficult to understand the 
business methods and characteristics of the Latin American. 
This mainly because we have not taken the trouble to study 
them. In this country we are accustomed to doing business 
aggressively and quickly. We have developed a peculiar 
style of salesmanship. Our selling campaign bring immedi- 
ate results. We rarely mix business with social obligations, 
and our business conversations are strictly to the point. 

WE MUST ADAPT OURSELVES TO LATIN-AMERICAN 
TEMPERAMENT. 

When we are told that it is necessary for a salesman in 
South America to cultivate politeness, and to pay great atten- 
tion to the social amenities, and that business is conducted 
along social lines, we are rather out of patience with the 
idea. The mere suggestion that a salesman, before he is 
privileged to talk business, ought first to obtain a formal in- 
troduction and spend time in cultivating a personal ac- 
quaintance does not at all fit in with our hustling American 
methods. To be obliged to graciously and politely inquire 
into the health of the family of our would-be customer, 
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and to spend some time in visiting about what we consider 
inconsequential things before approaching the subject of 
business, to us seems an unwarrantable waste of time. Ani 
yet, if we are to do business successfully in Latin-America 
we shall have to adapt ourselves to the Latin-American tem- 
perament and treat him in the considerate and courteous 
manner in which he is accustomed to be treated by business 
men in his own arid other countries. 

The South American has every reason to expect that 
those who solicit his patronage will respect his customs and 
conduct their business with him according to his ideas. I: 
is worth the effort, for when his confidence is once obtained, 
and you number him among your customers, according to 
the experience of those who have been successful in South 
America, the Latin American is most loyal, and it is difficult 
for a competitor to win him from you. 

Another reason given for the slow development of our 
trade with South America is the lack of transportation facil- 
ities. But a fair analysis of the situation indicates that until 
the general interruption of shipping by the war there were 
a sufficient number of bottoms to carry all the cargoes we 
had to offer for South America. 


LACK OF SHIPPING FACILITIES. 


From New York alone there are normally seventeen 
lines of steamers, passenger and freight, to South American 
ports. A number of these lines, though sailing under other 
flags, are controlled by American capital. It is unquestion- 
ably desirable that American goods be shipped under the 
American flag, and in charge of those who are interested in 
the development of our American trade. It would be grat- 
ifying to feel that the huge sums paid annually for freight 
were paid to our citizens, and that our merchandise was be- 
ing distributed under the protection of our own flag. But 
laying sentiment aside, the country has not actually suffered 
from the lack of shipping facilities to South America. In 
normal times there always have been, and it may safely be 
said there always will be, plenty of boats provided for the 
cargoes which are to be shipped. It is in times like the pres- 
ent, however, that the need for a merchant marine of our 
own may become a matter of vital importance. 

Our statesmen have indicated an understanding of our 
present unfortunate situation, but have failed to meet it 
adequately. Some legislation has already resulted, although 
the measures which have been passed and proposed, including 
the bill providing for a governmentally owned and operated 
ship line, are of doubtful value as offering a parmanent re- 
lief. If, due to the restrictions of our marine laws, and to 
the higher wage and living standards of American labor, it 
costs 30 per cent more to operate a ship under the Amer- 
ican flag than under the Union Jack, some practical means 
must be found to place the American ship owner and oper- 
ator on an equal basis with his foreign competitor, before an 
American merchant marine can be successfully built up. 

BANKING FACILITIES MUST BE CREATED. 

Another great obstacle in the development of our trade 
with South America has been the lack of banking facilities. 
This has militated against the growth of commerce in a 
number of ways. The Germans and English have exploited 
the trade markets of the world in a scientific manner, using 
their banks as active agents in the trade movement. When- 
ever railroad construction, development of public utilities, or 
public improvements of any kind have been financed by 
banks of these nations, there has usually been a provision in 
the contract that the proceeds of the loan, as far as they 
were to be applied to the purchasing of materials, should be 
expended in the country making the loan. The purchasing 
agents for all the great English railroads in South America 
usually have their main offices in London, and purchases are 
made there. In the general commercial field, loans to local 
merchants are often said to carry a like condition, that the 
proceeds of the loan are to be used to purchase goods from 
the creditor’s countrymen. 

Through competition, long term credits have become the 
custom, and the American has been at an utter disadvantage 
in this respect, because of the lack of facilities for obtain- 
ing reliable credit information, and because he has no dis- 








consider 
ject of 
le. And 
\Merica, 
an tem- 
urteous 
usiness 


ct that 
Ms and 
as. It 
tained, 
ling to 
South 
difficult 


of our 
1 facil- 
it until 
2 were 
eS we 


enteen 
erican 
other 
sstion- 
*r the 
ted in 
grat- 
reight 
as be- 

But 
ffered 
iE In 
ly be 
r the 
pres- 
f our 


f our 
et it 
ough 
iding 
rated 
t re- 
id to 
or, it 
mer- 
eans 
)per- 
e an 
x 


rade 
ties. 
na 
ited 
sing 
1en- 
, or 

by 
1 in 
hey 


ing 
rica 
are 
cal 
the 
om 


the 
ige 








-ount market in which to sell bills. Where he has been able 
to extend credits or sell his goods for cash, he has suffered 
in remitting the proceeds to this country because of the ne- 
cessity of taking his payment in a sight draft on London. 
He thus has been obliged to pay the cost of two exchanges 
—from the local South American currency into pounds 
sterling, and from pounds sterling into American dollars. 
Scarcely, if any, market has existed in South America for 
bills drawn on New York in dollars. 

The confidential relations which a client enjoys with his 
banker are denied our business interests. It is not comfort- 
able to feel that when a draft with documents is sent for 
collection, the invoices are open to the inspection of bankers 
who are representatives of your closest competitors. In many 
other ways Americans have suffered in the attempts to de- 
velop trade in South America by reason of the lack of bank- 
ing facilities. 4 

Prior to the passage of the Federal Reserve Act it 
seemed impracticable for American banking institutions to 
extend their activities to South America. The amount of 
capital needed in order to compete with the old established 
banks of other countries made the field seem undesirable, 
especially in view of the fact that all capital available has 
been needed for the development of our own resources. 


FEDERAL RESERVE ACT MAKES THE BRANCH BANKS POSSIBLE, 


The Federal Reserve Act has made it possible to estab- 
lish a branch of an American bank in foreign countries, and 
to place back of the branch the prestige, influence and re- 
sources of the home bank. 

The coming month will see the establishment in Buenos 
Aires of a branch of the National City Bank of New York. 
It may be well to add that the plans for the establishment of 
branch banks in South America were completed early in 
June, and the decision to enter the South American field was 
in no wise affected by the present regrettable situation in 
Europe.- The’ war, however, has brought what appears to be 
great opportunities, and the disturbance of trade relations 
caused by the almost complete breaking down of exchange 
operations between the Americas has hastened the develop- 
ment of our plans. 

While ordinarily it may not be in good taste to speak of 
your own institution, nevertheless, when that institution is a 
part of a big national movement for the development of new 
markets, and when its plans are conceived solely with the 
idea of taking a part of active helpfulness in the movement, 
it may be permissible to outline in a very general way the 
plans that have been developed, and to point out in what 
manner the operations of the branch will be of service in 
promoting the growth of commerce between the Americas. 


The branch banks will, of course, be prepared to per- 
form the functions of a regular bank in this country as far 
as they shall be permitted to do so by the regulations of the 
Federal Reserve Board. The operations of these branches 
will, we believe, in time make New York the money market 
for South America, at least to the extent that American bills 
shall be paid in dollars on New York and not in pounds 
sterling on London. By developing direct exchange from 
South American currency into dollars, the purchaser of the 
exchange will be saved the cost of one transfer. The estab- 
lishment of a branch of an American bank means the possi- 
bility of direct cable transfers of balances from the parent 
bank or from any bank in this country through the parent 
bank to the latter’s branches, and vice versa, with no delay 
and a minimum of expense. 

DEVELOPMENT MUST NECESSARILY BE SLOW. 


The development of direct exchange must necessarily be 
a slow process. London has been the money market of the 
world for ages, and the English pounds sterling has been the 
common denominator of value in all commercial transactions 
for so many years, that it will be difficult to persuade the 
South American to substitute the dollar for the pound in 
his financial transactions. Business interests of the United 
States must help in this movement, and wherever possible 
must insist on payment being made in dollars on New York 
rather than in pound sterling on London, even to the extent 
of allowing a price advantage or discount. New York can- 
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not hope to become a financial city of world importance until 
the dollar becomes known and its value respected in the 
markets of the world. 

The Federal Reserve Act contained a provision which 
will be an active factor of great value in the movement for 
extending American markets. The Act permits national 
banks to re-discount with the reserve banks foreign bills 
which are the result of actual commercial transactions and 
also gives to banks the right to accept bills drawn against 
merchandise. A not inconsiderable factor in the growth of 
London as a financial center has been the activity of the 
large English acceptance houses. London always presenting 
a ready market for discounting South American bills, it is 
not strange that the sight draft on London has been the 
accepted method of settlement of obligations arising out of 
international trade. 

With the right to accept bills drawn against merchan- 
dise, there will be created in this country a market for a 
new and very high class of commercial paper. The bill be- 
ing accepted will result in a credit becoming at once avail- 
able to the South American exporter, which can be used for 
the purchase of American goods. The branches likewise will 
be able to accept bills for responsible parties in South Amer- 
ica, and the market for these bills being created, the export- 
ing manufacturer will be enabled to realize upon his ship- 
ment without delay. 

SOLVING PROBLEM OF LONG CREDITS. 


The building up of a discount market will help to solve 
the problem of long credits, which has proved such a handi- 
cap in the doing of business with South America. 

A handicap to the development of foreign trade every- 
where, and in South America particularly, has been the lack 
of reliable credit information. It may be very easy to sell 
goods, but it is sometimes more difficult to get your pay for 
them. Credit is vitally necessary to the growth of trade 
No business man objects to giving credit if he knows his 
creditor is honest and will pay him when the bill is due 
Banks are more and more relied upon to furnish opinions 
as to the financial responsibility of business firms. It is, of 
course, of particular importance when your goods are to be 
shipped thousands of miles away, to know that the man to 
whom you are consigning them is worthy of credit. Prob- 
ably Latin-American countries are the most difficult in which 
to obtain credit information. The Latin-American is sensi- 
tive, and with him usually credit is a point of honor. He re- 
sents inquiry for the examination. of his books and rarely 
gives a statement. The collection of credit information, 
therefore, in South American countries will require the ex- 
ercise of diplomacy and _ tact. 

A good picture of credit conditions and business meth- 
ods may be gathered from the following excerpt of a letter 
from Mr. R. O. Bailey, who is in charge of the organization 
of the Buenos Aires branch: 

SOUTH AMERICAN BANKS DO WORK TOGETHER 

“There is perhaps less unity of understanding among 
the banks here (in South America) than almost anywhere 
else in the world. The principal ones are foreign owned; 
established to develop the trade of the particular country of 
their origin, and all keen competitors. This fact is well illus- 
trated by the practice of extending credit. It is a common 
thing for a firm entitled to a credit of say $50,000, to be able 
to obtain the full line in at least five banks at the same time 
The banks do not co-operate in their credit information, nor 
in anything else. You will gather from this that business is 
not done here on a conservative basis. Those responsible 
have found it profitable as a rule to take large chances 
on the extreme richness of the country, and the fact that its 
products are all staple articles of consumption that the world 
must buy. This spirit pervades the entire business com- 
munity, and is one of the reasons for the long-time commer- 
cial credits extended through the European banks and im- 
porting houses.” 

Increasing the length of credits has also been employed 
as a means of competition. Banks and importing ‘agencies 
from Europe were willing to increase the time in order to 
get business away from their rivals. In this respect it is 









62 


commonly reported that Germany has been the greatest ag- 
gressor. The result has been that large stocks were carried 
by local merchants. It has led to unscientific and reckless 
buying, the merchant being willing to take a chance as long 
as the man who sold him was willing. The prices charged 
for such purchases were high and the interest on deferred 
payments high. If the goods were not sold the merchant 
went into the bankruptcy courts, which proceeding here car- 
ries with it no lasting discredit or impairment of standing. 


“This condition accounts, in large measure, for the pres- 
ent large stock of merchandise on hand, which, as it prob- 
ably will turn out, will be to the great advantage of the 
merchants, as they will doubtless be enabled to dispose of 
the same at increased prices. Unless they do they will not 
be.in a position to buy more for some time. 

“It is believed that the era of long credits has passed, 
and that the present crisis was brought on in the beginning 
as a result of such a system which is regarded generally as 
unsound both commercially and financially. Assuredly had 
it not been for the natural resources of the country, the ex- 
tent of which it is believed few even yet appreciate, such a 
system could not have been developed. 

“North America has not been a party to the long credit 
system. Her opportunity in this market has come. To 
handle it scientifically it should be, in my judgment, a cam- 
paign of education with the consumer—to educate him as to 
price and quality—and not a deal with the merchant which 
necessitates high prices because of the gambling chance 
taken. Exhibitions of merchandise which will show quality 
and retail price would be most beneficial to this end.” 


COLLECTING RELIABLE CREDIT INFORMATION WILL TAKE 
LONG TIME. 


The compilation of complete credit files will necessarily 
take a long time. Capable credit men have been sent to 
Buenos Aires and the work of collecting credit information 
will be begun at once. As fast as credit files are compiled 
duplicates will be sent to this country, so that information 
concerning the standing of Argentine merchants will be 
available here without the necessary delay. Special credit 
investigations can be made whenever needed. The credit 
bureau is being built up for the benefit of American export- 
ers and importers, and the information which will be col- 
lected may be had upon request. The credit service planned 
is to be supplemental to, and not in competition with, the 
service now rendered by the large mercantile agencies of this 
country, which have successfully operated in South Amer- 
ica for a-number of years. 


BRANCH BANKS WILL HAVE COMMERCIAL INVESTIGATORS. 


Attached to the staff of each branch there will be one 
or more commercial representatives whose entire time will 
be devoted to the investigation of trade opportunities. The 
commercial representative will, as rapidly as possible, make 
the personal acquaintance of the important business men of 
the country. He will thus be able to furnish personal intro- 
ductions to American salesmen. He will acquaint himself 
with local customs, trade laws, port duties and regulations, 
and be able to furnish accurate information on these and 
other points. He will be in a way the personal representa- 
tive of the exporters of this country, and his duty will be to 
actively interest himself in every possible manner in the ex- 
pansion of American trade. 


In order that the information collected by the commer- 
cial representatives may be properly disseminated, there has 
been organized in connection with the Bank of Foreign Trade 
Department. This department will endeavor to keep in touch 
with those interested in the South American field. It will 
aim to supply such information as is desired. A statistical 
library has been collected with an accomplished statistician 
in charge. The Bank realizes that the State Department, the 
Department of Commerce, and the Pan-American Union 
have collected a mass of very valuable information, which, 
however, to be of use to an ordinary business man, must be 
digested and presented to him in condensed form. It is 
hoped to have convenient in the Foreign Trade Department 
complete data, so that questions concerning South American 
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tariffs, shipping facilities, packing, port regulations, or trad 
statistics in.general can be promptly answered. 

The National City Bank, in entering the South America: 
field, appreciates thoroughly the difficulties before it. It re- 
alizes the service it has planned will of necessity develo; 
slowly. The Bank is doing pioneer work. There are nx 
sign-boards to mark the way, and every step must be taken 
with care and caution. 

MARKET POSSIBILITIES MUST BE CAREFULLY STUDIED. 


American manufacturers who are seeking to enter the 
South American field must approach it in the same conserv- 
ative manner. Profits must not be expected the first year. 
The market possibilities must be thoroughly studied, credits 
must be extended only after careful investigation, and a firm 
foundation must be laid on which to build the future busi- 
ness structure. 

The South American market will not come to us—we 
shall have to go to it, and in going to it the fact cannot be 
over-emphasized that it must be approached in a scientific 
manner and cultivated with thoughtful attention...... 

Although we are buying today a great deal more, pro- 
portionally, from South America than we sell to her, never- 
theless in the new movement for closer trade relations we 
should endeavor to extend the markets here for South Amer- 
ica’s raw materials. Permanent» and profitable trade rela- 
tions are always reciprocal. In all of the newspaper and 
magazine articles which have been printed during the recent 
few months, the point emphasized has been the opportunity 
to sell to South America. Nothing whatever has been said 
on the other question of how we can develop a greater de- 
mand for South American raw materials. 


MUST FIND MARKET HERE FOR SOUTH AMERICAN 
RAW MATERIALS. 


To find a market for their raw materials is at the present 
time the most serious problem confronting the, South Amer- 
ican countries. The belligerent nations have purchased 
nearly two-thirds of the value of the products of South 
America. The purchasing power of a nation in the markets 
of the world is measured by its surplus producing power 
and the salability of such surplus products. What we are 
experiencing in the South in connection with our cotton crop, 
all of the countries of South America, with possibly the ex- 
ception of Argentine and Uruguay, are experiencing in an 
intensified degree in the marketing of their products. 

Chile depends to a great extent upon the export duties 
of her nitrates to run her government. The situation in 
Chile may be indicated by the fact that of the total exports 
of $137,640,000, $122,664,000 were minerals, and of this 
amount nearly 90 per cent represented the value of the ni- 
trates exported, of which only about 16 per cent was sent to 
the United States. 

Ecuador has a cacao crop which she has difficulty in mar- 
keting, Germany being her chief purchaser. Brazil, Ven- 
ezuela and Colombia find trouble in disposing of their coffee 
crop. Argentina and Uruguay, being mainly agricultural and 
grazing countries, will have little difficulty in marketing their 
foodstuffs at good prices, and will find ready demand for 
their cattle, and this country should be able to use their 
hides and most of their wool. 

FIELD FOR TIN SMELTERS IN UNITED STATES USING BOLIVIA TIN. 

The nitrate situation in Chile is paralleled by the tin 
problem of Bolivia. Bolivia, outside of the Straight Settle- 
ments, has the greatest tin deposits in the world, and is 
capable of producing half the supply of tin needed by this 
country. Nevertheless, owing to the fact that there is no 
tin smelter in the United States, all of the tin ore of Bolivia 
is shipped in the form of concentrates to England, there 
smeltered and sold to us in the form of pig tin. With 
Bolivia 4,500 miles nearer to this country than to England by 
reason of the opening of the Panama Canal, with abundant 
coal deposits but a short distance from our Atlantic sea- 
board, with limestone in great quantities, Bolivia’s tin, it 
would seem, could be smelted in this country more’ econ- 
omically than in England. Our tin manufacturers by co- 
operative effort with the tin producers of Bolivia ought to 
be able to lessen the price of pig tin, and introduce a new 
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industry into this country. Investigation shows that coal 
can be produced here at the pit’s mouth even more cheaply 
than in Cardiff, and yet we pay the freight on the tin ore 
to England, pay England the profit on the smelting and the 
coal used in the process, and pay for the cost of transporta- 
tion from England back to this country. 

Being removed by the width of the Atlantic from the 
horrors in Europe, we are scarcely able to realize the extent 
of the catastrophe. To most of us yet the whole thing 
seems an awful nightmare. We have been so stunned and 
heartsick at the bigness of the disaster that we have felt 
averse to analyzing the situation in so far as it affected us 
materially and commercially. It is right, however, that we 
should consider the European situation in its effect upon 
our commercial future. Unless the entirely unexpected hap- 
pens, it looks as though the war would last for months. The 
cost has already run up into billions, and many more billions 
are bound to be expended. The best of the manhood of 
Europe is actually in the trenches or in mobilization camps. 
This necessarily means a decrease in production. 

But the demands of the world for manufactured arti- 
cles will continue, even though with the tremendous destruc- 
tion of capital the purchasing power of nations may be 
diminished. The diminution in production, however, will be 
greater proportionally than the lessening of demand. 

WHERE OPPORTUNITY FOR GREAT PROFITS REALLY LIES. 


This country has greater productive resources than any 
nation in the world. With scarcely an exception we have 
raw materials to supply every manufactured industry. We 
have abundant water power, and an almost inexhaustible 
coal supply. We have iron, cement, stone and lumber in 
abundance to build factories and workshops. It is safe to 
say that the production of our factories today could be in- 
creased twenty-five per cent if run to full capacity. Econ- 
omists tell us that this twenty-five per cent, which means 
full capacity, can be produced at a much lower proportion- 
ate unit cost than the first seventy-five per cent. Such an 
increased production at lower cost, if sold in the markets of 
the world, ought to be able to meet the competition of other 
nations. 

It is time for the study of production statistics the world 
over. We know what it costs to produce here, and we know 
those lines in which heretofore we have been unable to com- 
pete with Germany and England. In many lines the margin 
which has kept us out of the market has been small, but this 
margin of competition is bound to change. All of the el- 
ements which enter into cost of production abroad are bound 
to become more costly. Capital in Europe will be compar- 
atively scarce, and will be needed to repair the ravages of 
war, thereby shutting off the supply from production. Labor, 
it seems, is bound to be not only less productive but probably 
higher priced. This for two reasons: Increased taxes which 
are bound to follow will increase the flow of immigration to 
this and other countries. The dead and crippled will deplete 
the ranks of labor. Disease always follows in the wake of 
mobilization, and pestilence completes the work of cannon 
and musketry. Moral retrogression, which is one of the con- 
sequences of war, will also decrease productive capacity. 
Huge taxes levied directly against occupations and industries 
will swell the cost of production. Many of the managers, 
foremen, and skilled laborers will be missed when the fac- 
tory doors are again open. 

DIFFERENCE IN COSP*OF PRODUCTION LIKELY TO BE WIPED OUT. 


With but this superficial glance into the future, the con- 
clusion is inevitable that the difference in the cost of produc- 
tion in competitive articles here and abroad will be in many 
cases wiped out. Now, then, is the time to take advantage 
of the opportunities which are to be ours, not in the spirit 
of exultation over the misfortunes of others, but rather in 
the light of a duty imposed upon us to supply the rest of the 
world what is needed out of our abundance. 

As for the future of South America, it would seem that 
this country would be called upon to bear a greater share in 
the development of her resources. English, German and 
French capital will be too badly needed at home to permit of 
its being available for the development of other resources. 
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The long credits which have so severely handicapped our 
merchants in their endeavor to do business in South Amer- 
ica will be, of necessity, shortened. We shall be able to com- 
pete in the sale of articles in which, heretofore, we have 
been unable to meet the price of the European countries. 

But to develop successfully the new market to the south 
of us will require a degree of co-operation and co-ordination 
of efforts hitherto unknown in our commercial history. As 
emphasizing the need of co-operative effort let me quote 
again from Mr. Bailey’s letter: 

AMERICAN BUSINESS MAN IN ARGENTINE IS SELFISH. 

“The Argentine is friendly to the North America. Brit- 
ain and Germany are not. The American business man here 
presents a most interesting subject for analysis. If he has 
been here long he resents the appearance of another Amer- 
ican. He regards the field as his own, and any effort on the 
part of any one to increase American trade as a direct in- 
fringement of his rights. He welcomes the bank from purely 
selfish motives. Under the present circumstances, this atti- 
tude will necessarily be buried under the avalanche. It is 
well illustrated in a recent effort—six months old—to estab- 
lish an American Chamber of Commerce here. The effort 
failed because of the reported avowed opposition of influen- 
tial Americans, who stated their objections to be that any 
organization which would furnish to incoming Americans 
the benefit of the experience of those who had been here and 
obtained their experience by dint of service and hardship, 
was only inviting competition and should not be tolerated. 
The chamber has not yet been established.” 

I firmly believe that the business interests of this coun- 
try are not only alive to their opportunities, but appreciative 
of their responsibilities. If the situation is calmly and dis- 
passionately studied, in spite of the handicaps and obstacles 
in the way; if the problems presented are scientifically an- 
alyzed and thoughtfully considered; if trade opportunities, 
when discovered, are energetically taken advantage of; if, 
having entered a new commercial field, the markets are cul- 
tivated persistently, yet with diplomacy and tact; if we are 
not too impatient for profitable results, and spend sufficient 
time in laboriously and patiently preparing the soil—the har- 
vest will be certain and abundant, and the year 1914, marked 
in history as witnessing the greatest tragedy of civilization, 
will at the same time be fixed in our own history, as the year 
in which the foundations for the future commercial suprem- 
acy of the United States were firmly laid. 

President E. E. Mitchell of the National Retail 
Hardware Association spoke briefly at the close of 
Mr. Kies’ address. Mr. Mitchell exprensed the good 
wishes of his association and voiced the hope that full 
and complete harmony between manufacturers, whole- 
salers and retailers would be a fact instead of some- 
thing to be wished for. He added that the body which 
he represented were more than anxious for such an 
accomplishment and that the retail hardware dealers 
were working toward that end. 

“The next speaker,” said President Gladding. 
“needs no introduction to a gathering of American 
manufacturers, for he has for many years done 
yeoman service for them in helping them to establish 
themselves in the Latin-American countries, and his 
name is known to almost every one who is at all 
interested in developing closer relations with these 
countries. You will be glad to listen to the Honorable 
John Barrett, director general of the Pan-American 
Union, who will speak on “The South American Op- 
portunity for American Hardware Manufacturers.”’ 
THE. LATIN-AMERICAN OPPORTUNITY FOR AMERICAN HARDWARE 

MANUFACTURERS. 
The best evidence that the Latin-American field is one 


of importance to the hardware manufacturers of the United 
States is the fact that the twenty Latin-American countries, 
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reaching from Mexico and Cuba south to Argentina and 
Chile, import annually from foreign countries hardware prod- 
ucts, according to the latest figures compiled in the Pan 
\merican Union, valued approximately at $200,000,000. 

Of this total altogether the greater share comes from 
Europe, but that condition is largely due to the advantage 
that the European manufacturers and exporters have gained 
from being a long time in the field before the American man- 
ufacturers and exporters had entered the market.” With 
much of the European source of supply now cut off, the hard- 
ware manufacturer of the United States should find a greater 
demand for his products than has existed before. 

With these introductory statements I shall now make 
some general observations in regard to the Latin-American 
field and leave to the appendix of my remarks the actual sta- 
tistics, which will be valuable to you for reference and study. 

In my capacity as the Director General of the Pan Amer- 
ican Union, the international organization of all the Amer- 
ican republics—the United States and its twenty sister Amer- 
ican nations—having its headquarters in Washington, and 
devoted to the development of the commerce, friendship, in- 
tercourse and peace of the western hemisphere, I have been 
laboring for years to interest the average American manu- 
facturer, exporter and importer in what I term “Latin-Amer- 
ican Opportunity.” This agitation has met with a most grat- 
ifying and favorable response among a certain proportion of 
those addressed, many of whom are prominent in the mem- 
bership of this great organization. To them I give great 
credit, and I congratulate them on the results they have at- 
tained. There is, however, another large element of busi- 
ness men who have been too busy with their trade here in the 
United States to take notice of foreign commerce and have 
only now had their attention turned to Latin-America by 
the spotlight of the European war. 

CAUTIONS AGAINST EXAGGERATED IDEAS. 


In view, therefore, of the remarkable prominence which 
is now being given to Central and South America, I must 
caution all of you against any exaggerated ideas of this field 
and the gaining of wrong impressions through the articles, 
speeches, arguments and even sophistries of superficial stu- 
dents who have suddenly decided to pose as authorities on 
the subject because it is one of popular interest. I must urge 
you to take a common-sense, well-poised, middle-of-the-road 
view of the situation and. approach what I might call your 
“Pan American Opportunity and Responsibility” with a care- 
ful knowledge of its general situation and environment. 

There is no question that the United States is today face 
to face with the greatest combined opportunity and responsi- 
bility in its history, as far as its relations with Latin-America 
are concerned. This is not only due to the European war, 
which has profoundly emphasized the interdependence and 
solidarity of the American nations, but to the continued and 
persistent efforts of education and information conducted by 
the Pan American Union as an international organization, 
and by the Departments of State and Commerce of the United 
States. It is, therefore, of the highest importance that at 
the present moment great manufacturing interests like yours 
should act wisely and conservatively, but positively, in the 
development of a greater trade with the twenty countries 
lying south of the United States. 

No manufacturer must for a moment enter the Latin- 
American field with the thought that he is to find an El Do- 
rado, or that he is to meet a great body of importers in each 
of these southern countries awaiting his coming with out- 
stretched hands filled with gold. No manufacturer must go 
down to Latin-America with the idea that he is discovering a 
new field that no one else has known about before. On the 
other hand, every manufacturer must consider his Latin- 
American market just as he would consider any other legiti- 
mate and natural market of the world. He must remember 
that he will meet severe conditions of competition, despite 
the fact that competition at the present moment is handi- 
capped by the European war. That is only a temporary con- 
dition, and if he builds up trade in war times he must pre- 
pare for what will come after the war if he wishes to con- 
tinue in the field. 








The average Latin-American buyer is just as ready ; 
buy from the United States manufacturer as he is from th, 
European manufacturer, provided the former can give ‘hi: 
what he wants and at a price that will be satisfactory. Ord 
narily, with part of the European market cut off, this would 
mean a most excellent opportunity for the United States ma: 
ufacturer, but, unfortunately, the greater portion of Lati: 
America is at this moment suffering from an unavoidab| 
financial stringency brought on by the war and it cannot bi 


_ in any such quantity as it would otherwise purchase. 


GREAT SALES NOT POSSIBLE IMMEDIATELY. 

This financial stringency does not mean that the Ame: 
ican manufacturer should not enter the field, should not stud 
it, or should not expect to develop a business there. It rathe: 
means that although he cannot make as large sales now as h: 
would if times were better, it is an excellent time to stud) 
the actual conditions of demand and supply and of compe 
tition, and to make such sales as the market may require un- 
til times are improved, 

That the Latin-American opportunity in normal times is 
a great one is proved undeniably by the fact that the twenty 
countries of that part of the world bought and sold last year 
with the rest of the world products valued at approximatel; 
$3,000,000,000. This in turn represents an increase of nearly 
$1,000,000,000 during the last ten years. Certainly, a market 
that can show both a present total and a past increase as 
great as these is worthy of the closest study and investigation 
by the American business man. Of Latin-America’s grand 
total of foreign trade Europe controlled practically $2,000,- 
000,000, including both exports and imports. But this does 
not mean that the share of the United States as an individual 
country was a small one. 

It is a mistake and a bogey which is too often empha- 


sized that the United States is not doing a considerable and * 


praiseworthy business with its sister American republics. 
The truth is that the United States, taking into consideration 
all the Latin-American countries, last year bought and sold 
more with them in both value and volume than did any indi- 
vidual country of Europe. Its total trade in 1913, exports 
and imports, amounted to approximately $850,000,000, a sum 
much larger than the total trade of England and Germany, 
which lead among European countries. A wrong impression 
has gone abroad that the United States is far behind in Latin- 
American trade because it does happen that both England 
and Germany lead in the South American continent, but 
South America comprises only half of the Latin-American 
countries. Even in this section the United States comes 
third, or after England and Germany, and during the last 
five years it has increased its trade there more rapidly than 
has either of those countries. 

I emphasize the total figures of the trade of the United 
States to encourage the average manufacturer who has no 
trade in this section, and who may have the impression that 
there is no chance there for the average American manu- 
facturer in competition with his rival in Europe. 


FINANCIAL TRANSACTIONS GOVERNED BY EUROPEAN BANKS. 


Looking now at this field in the light of these total figures 
we find that the European war threw, as it were, a “gigantic 
monkey wrench” into the delicate commercial machinery of 
Latin-America, because of the fact that nearly all the financial 
transactions covering trade had been done through banks 
controlled by European capital and in pogunds sterling rather 
than through banks controlled by United States capital and 
in dollars. Had the banking institutions of the United States 
followed the urgings which I have impressed upon them for 
years and established branches down there several years ago, 
the manufacturers, exporters and importers of the United 
States would have saved to themselves millions of dollars of 
business which they will tow lose because of the fact that 
they are only just now beginning to establish those facilities. 
It is to the credit of the National City Bank of New York 
that it is establishing branches in several of the principal 
commercial centers of Latin-America. These branches will 
be of great practical value, but it will take time to get them 
into full running order. Associated with this idea of banks 
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the question of credits, and it is a problem which must be 
satisfactorily solved in order to develop favorable permanent 
conditions for the exchange of trade between the United 
States and Latin-America. The banks should be of great 
ielp along this line, but further facilities than these are neces- 
sary to get the desired results. 


UNITED STATES MUST FURNISH CAPITAL TO LATIN-AMERICA, 


The great general, material, industrial, economic and 
physical development of Latin-America requires a vast amount 
f money for the launching, carrying through, and conduct- 
ing of various enterprises. Heretofore nearly all the money 
for such undertakings has come from Europe. In the future 
it must come, in a considerable degree, from the United States 
if the business interests of this country desire to get the ben- 
efit and trade which comes from the investment of cash cap- 
ital. 

There are one or two bogies in connection with the Latin- 
\merican field of trade which I want to destroy. In the first 
place, it must not be assumed that all Latin-America is in a 
state of distress or dire want. Most of those countries are 
able to take care of their food supplies and to lessen, if the 
financial stringency requires it, the importations of man- 
ufactured products. They are fully able to go slow for a 
certain time or get along with importations they have already 
made until the severity of the crisis shall have passed. In 
other words, they do not have to have at this moment great 
quantities of foreign manufactured products in order to get 
along and they will buy them only as they have the money to 
do so and as they actually need them. If, therefore, the 
American hardware manufacturer can see his way clear to 
extend reasonable credits to the hardware buyers of Latin- 
America he will naturally build up a much larger trade there 
at the present time than he would otherwise. 

NO PREJUDICE AGAINST UNITED STATES. 

The next bogey that I want to destroy is that there is 
any general prejudice throughout Latin-America against the 
United States or trade with the United States. Whereas 
there are certain politicians and certain newspapers in that 
part of the world which inveigh against this country, just 
as we have politicians and newspapers that inveigh against 
some European countries, the average Latin-American busi- 
ness man is just as ready to conduct transactions with the 
average business man of the United States as he is with the 
business man of Europe. The great point with the Latin- 
American is whether it is to his financial advantage to deal 
with the United States or with Europe. He is just as sensible 
in looking at this subject as is the corresponding man in 
business in the United States. 

The third bogey to be smashed is that Latin-American 
countries are lands of revolution and instability. Whereas 
there has been a little trouble in a few of them, the great 
majority of them have enjoyed during the last twenty-five 
years absolute freedom from revolutions or from conditions 
which interfere with the building up of a large exchange of 
trade. 

The fourth bogey is that of the climate. If I may speak 
respectfully, the Creator thought this matter all out before 
any hardware manufacturer had it in his mind! The great 
southern end of South America, including southeastern Bra- 
zil, all of Uruguay, practically all Argentina and Chile, and 
part of Paraguay, are in the south temperate climate, where 
they have the same variety of temperate climate conditions 
that are to be found in the United States. In the great 
tropical belt between Cancer and Capricorn, although the 
coasts and the river valleys are somewhat low-lying and hot, 
there are in all of these countries remarkable plateaus, aver- 
aging from 3,000 to 8,000 feet above the sea, where they have 
a climate the greater part of the year as healthful and agree- 
able as the average climate of the United States. In due 
time, as these plateaus are developed through the construc- 
tion of railways, the investment of capital and the coming in 
of new population, there will be a development, even in the 
tropical belt of Latin-America, that will astonish the world. 


CAREFUL INVESTIGATION NECESSARY. 


In conclusion, if I were to make any general observations 
of advantage to you, I would advise every man who has not 
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already entered the Latin-American field, to investigate care- 
fully its characteristics and environment, by studying thor- 
oughly the data which he can obtain here in this country— 
from the Pan American Union and the Bureau of Foreign 
and Domestic Commerce in Washington. Secondly, if he 
makes up his mind from this study that there is an oppor- 
tunity for him to do business in Latin-America, he should 
try to send his own representative there, or join with a group 
of manufacturers in sending a man who, with a thorough 
knowledge of his or their productive capacity, can study the 
actual conditions of the market in Latin-America, report as 
to it, make sales if possible, and establish agencies. Third, 
if it is not possible to send direct representatives, the services 
of many well established commission houses and manu fac- 
turers’ agents in the principal export centers like New York, 
Philadelphia and New Orleans, should be employed, because 
they already have a machinery to carry on business and are 
thoroughly familiar with the conditions of demand and 
supply. 

In the short time allotted to me on a program of this 
kind it is absolutely impossible to do justice to such an im- 
portant subject as this one, but I hope that if you have 
listened to what I have already said, and if you will study 
the data which accompanies my address, you may be able to 
draw some conclusions which may be of practical value to 
you, 

If the Pan American Union can be of any further service 
to you, I hope you will not hesitate to communicate with me 
at Washington and permit me to be of assistance to you. 





APPENDIX TO SPEECH OF DIRECTOR GENERAL JOHN BARRETT, OF THE 
PAN AMERICAN UNION, DELIVERED BEFORE THE AMERICAN 
HARDWARE MANUFACTURERS’ ASSOCIATION OCTOBER 
29, 1914. SCHEDULE SHOWING IMPORTATIONS 
OF HARDWARE AND ALLIED PRODUCTS BY 
LATIN-AMERICA FROM FOREIGN 
COUNTRIES FoR 1912. 

ARGENTINA: 

Iron, steel and manufactures, primary and relatively pri- 
mary, including ingots, plates, wire, strap and hoop iron and 
steel, wrought iron, galvanized iron, staples, nails, bolts, sewer 
pipe and other tubing, beams, ties, fishplates and rails: To- 
tal importations $34,247,641; from United States $5,274,466. 

Iron, steel and manufactures, further advanced in state 
of manufacture, including needles, fire-arms, kitchen and 
household utensils, buckets, bathtubs, augers and bits, anvils, 
hinges, pumps, cable, chains, safes, boilers, locks, padlocks, 
ranges, stoves, and pipe for same, cutlery, closet tanks, 
saddlers’, artisans’ and household hardware, keys, adding ma- 
chines, sewing machines, typewriters, motors not specified, 
windmills, pumps, caldrons, pots, presses, wire cloth, wind- 
lasses, hames, scythes, hay forks, picks, spades, shovels, farm 
tools, axles—carriage and other—brakes, carriage trimmings, 
wagon and carriage springs: Total importations $23,816,799 ; 
from United States $6,434,832. 

Other metals, primary and relatively primary manufac- 
tures: Total importations $3,593,067; from United States 
$385,323. 

Other metals, further advanced in state of manufacture: 
Total importations $10,270,675; from United States $737,274 

BOLIVIA. 


Hardware and manufactures (excluding machinery rot 
mentioned herein) of iron, steel, aluminum, brass, copper, 
bronze, tin, nickel, lead, zinc, and including typewriters, sew- 
ing machines, artisans’ and mining tools, agricultural imple- 
ments, fire-arms and ammunition, sidearms: Total importa- 
tions $3,352,167; from United States $323,895. 

BRAZIL. 





Hardware and manufactures of metal: arms, ammuni- 
tion, clocks and watches, electrical cable, cutlery, enameled 
ware, galvanized iron sheets, iron and steel bars, rods, plates 
and sheets: rails, cast-iron, pig and puddled; iron filings; 
rails, fishplates and railway accessories; scales, sewing ma- 
chines, structural iron, tubes, pipes and fittings, typewriters, 
iron telegraph and telephone posts, bridge and fence mate- 
rial; manufactures not mentioned (except machinery and 
motors) ; nails, screws and rivets, lead pipe, tinplate in sheets 
and manufactured, wire or iron, steel and copper: Total im- 
portations $43,852,481; from United States $9,386,493. 

CHILE. 

Hardware and manufactures of metal, except precious 
metals and jewelry: including hardware, machinery, imple- 
ments, tools and vehicles employed in arts, sciences, mining, 
agriculture, transportation, and other industries, and arms 
and ammunition: Total importations $82,744,790; from 
United States $7,694,000. 













COLOMBIA. 
Metals and manufactures, excluding transportation me- 


dia, and including firearms and ammunition: Total importa- 
tions $2,974,364; from United States $1,087,479. 
COSTA RICA. 

Metals and manufactures, including structural iron and 
steel, iron piping, sewing machines and typewriters: Total 
importations $452,123; from United States $213,834. 

CUBA. 

Metals and manufactures, except gold, silver and _plat- 
inum ; cast iron, wrought iron and steel in bars, rods, sheets, 
wire, cable, tools, implements, nails, pieces, tin-plate, tin- 
ware, pipe and fittings, and other manufactures ; manu fac- 
tures of tin, aluminum, nickel and zinc, and the same as lead: 
Total importations $8, 762 064; from United States $6,548,592. 

DOMINICAN REPUBLIC. 

Iron, steel, other metals, and manufactures of, including 
agricultural implements: Total importations $1,834,714; from 
United States $1,493,795. 

ECUADOR. 

Hardware, excluding machinery and vehicles, and includ- 
ing arms and ammunition: Total importations $848,492; 
from United States $339,200. 


GUATEMALA, 


Manufactures of iron, steel and other metals, excluding 
agricultural and industrial machinery, and railway material, 
but including fence wire and staples, household utensils, nails, 
structural iron and steel work, tools, iron and steel for trade, 
same in ingots, sheet iron and roofing, typewriting, sewing 
machines and hardware generally: Total importations $774,- 
684; from United States $371,884. 

HAITI. 

Values are not given; totals estimated. Galvanized iron 
roofing, axes, ship’s chains, chisels, cooking utensils, files, 
iron and bars in sheets, nails, nuts, pipe, table knives, scis- 
sors, wire, steel bars: Total importations $2,100,000; from 
United States $923,000. 

HONDURAS. 

Metal manufactures, including iron and steel manufac- 

tures, agricultural implements, arms, wire, cutlery and cop- 


per goods: Total importations $363,542: from United States 
$281,560. : 
MEXICO, 
Metals and manufactures, copper plates, sheets, and 


tubing wire, cable, bar tin, zinc, zinc sheets, iron and steel 
bars and rods, wire, plow castings, hose, scythes and other 
agricultural hardware, wire cable, piping, round, square and 
T bars, sheets and roofing; posts, cross pieces, fishplates, 
spikes, columns; beams and other structural pieces; nails, 
bolts, nuts, stoves, and manufactures of iron and steel not 
specified, excluding machinerv: Total importations $15,226,- 
580; from United States $9,430,000. 


NICARAGUA. 

Metals and manufactures, including iron and steel bars, 
rods, ingots, castings, structural iron and steel, cutlery, do- 
mestic ware, sewing machines, rails, sheets, plates, tools, im- 
plements, wire, nails and other manufactures; firearms; man- 
ufactures of other metals and compositions: Total importa- 
tions $476,337; from United States $311,525. 


PANAMA. 

Metals and manufactures, including steel and iron plates, 
bar steel, steel in other forms, iron roofing, tubing, struc- 
tural iron, railway material, street railway material, other 
hardware, small tools, nails, machetes, wire netting, bolts, 
nuts, stoves, sewing machines, scales; arms and ammunition, 
plumbers’ supplies, household utensils: Total importations 
$782,324; from United States $627,236. 

PARAGUAY. 

(1911 figures; 1912 figures not available.) 

Metals and manufactures, including household and 
kitchen utensils, tools, wire, ships’ fittings, iron and other 
hardware, firearms and ammunition, railway material, agri- 
cultural and industrial machinery and apparatus; material 
for shipbuilding, wire fencing, windmills, etc.: Total im- 
portations $1,643,706; from United States $249,914. 

PERU. 

Metals and manufactures, including oil cans, hasps, and 
other articles of brass, steel in bars and sheets, wire of all 
kinds, scales; iron and steel pipes; nails, shotguns, tools and 
implements for agriculture, trades and ships; corrugated 
iron, enameled ironware, tinplate manufactures; arms and 
ammunition; bolts and nuts, telegraph and telephone posts 
of iron; steel rails and accesories, tubing of iron, copper and 
other metals: Total importations $2,272,986; from United 
States $743,200. 

SALVADOR. 


Hardware of all kind and fence-wire, machinery not in- 
yy Total importations $626,520; from United States 
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URUGUAY. 

(1911 figures; 1912 figures not available.) 

Meta s and manufactures, including fence and other wir. 
steel and iron’in bars, sheets; steel for mines; nails, hoop: 
galvanized iron in bars and sheets; the same for roofin; 
carriage springs; rails; wire cloth; beams, screws and nuts 
rakes, picks, axes, other tools; typewriters, scales, cooking 
utensils, forges, safes, cash registers; pipe, ranges, cutler 
and enameled ware; ware not specified, sheep-shears, ord 
nance, and other hardware: Total importations $4,565,238 
from United States $728,000. 

VENEZUELA. 

(Values not given; totals estimated.) 

Structural steel; iron or steel huilding material, ceilings, 
gratings, corrugated roofing, etc., ,tin-ph manufactures ; 
iron tubing; agricultural implement - Is; fence wire; 
firearms and accessories; railway m. Total importa- 
tions $2,625,000; from United States $., 0. 

Of a total ‘importation into Latin-America of hardware 
and allied metal manufactures, during 1912, amounting to 
$198,206,469, the United States supplied approximately one- 
fourth, or products to the amount of $51,751,599. The figures 
for. Haiti and Venezuela are estimated owing to a differ- 
ence in the method of statistical returns. 


RECAPITULATION, 


Total Imports. Share from the U. S. 


Argentina .......... $ 71,928,357 $12,831,895 
Bolivia 3,352, 167 323,895 
OE 6 Si are 43,852,481 9,386,493 
CHE. B35 Sais es 32,744,790 7,694,000 
ge on eres 2,974,364 1,087,479 
CORR MENCR < diss d0s3cue "452,123 213.834 
Ye Shape eer ere 6,762,064 6,548,592 
Dominican Republic. 1,834,714 1,493,795 
ee a 848,492 339,200 
Guatemala .......+. 774,684 371,884 
FRE RE ae 2,100,000 123,000 
TAOMGGTOS 6... 5.5000 363,542 281,560 
NiCRTARUA ...5...... 476,337 811,525 
PO 0 8s 782,324 627,236 
(Paraguay ......0... 1, 643, 706 249,914 
WR ee es pereilw a> 2,272,986 743,200 
MOOR S305. Hes cn 626,520 324,097 
ee Se OTS 4,565,238 726,000 
Venezuela 2,625,000 842,000 

TOTAL $198,206,469 $54,751,599 


THURSDAY AFTERNOON SESSION. 


The afternoon session was called to order at 2:30 
p. m., and President Gladding introduced the Honor- 
able Felix H. Levy, New York City, who for many 
years has made a special study of corporation laws 
and who served as special counsel for the Department 
of Justice in the prosecution of the Tobacco Trust. 
Mr. Levy spoke on “New Federal Business Legisla- 
tion.” 

At three o’clock many of the ladies took part, 
either as spectators or actively, in a golf tournament 
at the Marlborough Miniature Golf Course. The even- 
ing was given up to a theatre party and dancing on 
the Garden Pier, commencing at 8:30 p.m. The ladies 
were presented with beautiful lace fans as they passed 
from the theater into the ball room. 


FRIDAY, OCTOBER 30. 


At the morning session which was called to order 
at 10:30 the Resolutions Committee made its report. 

The report of the Nominating Committee was then 
brought in and the following officers were declared 
elected : 

President—William H. Matthai, of National Enam- 
eling and Stamping Company, Baltimore. 

First vice-president—Charles J. Graham, of Graham 
Nut Company, Pittsburgh. 

Second vice-president—Frank Baackes, of Ameri- 
can Steel and Wire Company, Chicago. 


Third vice-president—Frederick H. Payne, of 
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Greenfield Tap and Die Company, Greenfield, Massa- 
chusetts. 

The following were elected to th. Executive Com- 
mittee, to succeed those who retired or were promoted : 

Robert B. Jones, of The Clyde Cutlery Company, 
Clyde, Ohio; A. -‘W. Bowman, of Atlantic Screw 
Works, Hartford, Connecticut; Fayette R. Plumb, of 

Fayette R. Plumb, Incorporated, Philadelphia; 
Charles T. Bishop, of George H. Bishop and Company, 
Lawrenceburg, Indiana. 

These, * ‘et with William D. Disston, of Henry 
Dissto. a , Incorporated, Philadelphia ; John L. 
Haines, ot _ 2s and Laughlin Steel Company, Pitts- 
burgh; Frank Harrison, of Gulf States Steel Company, 
Birmingham; and B. A. Hawley, of Russell and Er- 
win Manufacturing Company, New Britain, Connecti- 
cut, will compose the Executive Committee for the 
coming year. 

After miscellaneous business had been disposed of 
the meeting adjourned to witness the installation of 
the officers of the National Hardware Association. 

At 3 p. m. the ladies held a card party in the Blen- 
heim Southwest Solarium, and at 9 p. m., the final 
entertainment of the convention took place in the 
Blenheim Ball Room where dancing was indulged 
in to the “wee sma’ hours,” after which adieus were 
said, and with the singing of “Auld Lang Syne,” the 
convention ‘ended. 

Everyone who attended was pleased with the fine 
program which had been provided, and especially 
gracious were the many compliments paid by the 
ladies to the splendid work of the Entertainment Com- 
mittee which was composed of George T. Bailey, of 
Oliver Iron and Steel Company, Pittsburgh, chairman ; 
F. G. Coakley, of Samson Cordage Works, Boston; 
S. R. Droescher, New York City; T. J. Usher, Chi- 
cago, of Russell and Erwin Manufacturing Company, 
and E. R. Yarnelle, of American Horse Shoe Com- 
pany, Phillipsburg, New Jersey. 

The Convention Committee consisted of the fol- 
lowing: G. H. Jantz, of American Wringer Com- 
pany, New York City; A. C. McKinnie, of the Stanley 
Works, New Britain, Connecticut, and Secretary- 
Treasurer F,. D. Mitchell, New York City. This com- 
mittee was reappointed with power to act, to arrange 
for the 1915 conventions. 


+4 
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HARDWARE SPECIAL TRAIN FROM CHICAGO 
VOTED GREAT SUCCESS. 








The casual visitor to the La Salle Street depot in 
Chicago finds much of interest to observe in the 
crowds that arrive and depart at that busy railroad 
center, but on Sunday afternoon, October 25th, there 
was an unusually animated scene. Here and there 
happy greetings were heard, such as “Hello, Ned, how 
is the boy”—“Well if there isn’t Tom, how goes it”— 
“Glad to see you, Jerry’ —“Howdy, Senator.” A tall 
white-vested and white-haired gentleman answered to 
the latter with a handclasp which evidently was a lit- 
tle too hearty for the hand which was being shaken 
and a shout that could be heard to the end of the 
trainshed: “Glad to see that you are going along with 
us, Louie, now we'll find out what really caused the 
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war in Europe,”’and “Louie” proceeded to tell how the 
war started. 

All this commotion and excitement was occasioned 
by the fact that the famous “Hardware Special” was 
getting ready to leave for Atlantic City, New Jersey, 
with a large number of delegates, ladies and friends 
to attend the annual conventions of the American 
Hardware Manufacturers’ and the National Hard- 
ware Associations. 

If any of the persons thus greeted had any grips 
or other luggage he was promptly relieved of them by 
alert porters who saw that they were placed in the 
proper berths, and to all of the luggage was attached 
a large tag, plainly marked “Hardware Special” and 
also with the name of the hotel where the traveler had 
made reservation for his stay during the conventions. 

A few minutes after 5:30 p. m., Fred. E. Sorensen, 
city passenger agent of the Lake Shore and Michigan 





Fred. E. Sorensen, City Passenger Agent, Lake Shore Railway. 


Southern Railway, waved his hand to the conductor, 
who called “all aboard,” and the “Hardware Special” 
started on its long run with nearly eighty passengers 
aboard. The train had an all-steel Twentieth Cen- 
tury equipment consisting of an observation car, a 
club car, a dining car and five compartment and draw- 
ing room cars. 

The special made a short stop at the Englewood 
Union station, 63d Street, Chicago, where a number 
of delegates and ladies were taken on board. 

The committee in charge of the special was com- 
posed of T. J. Usher, Ned Swift, Frank Gould, R. B. 
Jones and Frank E. Sorensen, and many were the 
compliments extended to them for the excellent man- 
ner in which they had arranged for the comfort and 
pleasure of the travelers. 

A very handsome souvenir was presented by’ the 
committee to each one of the delegates, their ladies 
and friends, in the shape of a set of fine scissors en- 
cased in a beautiful black leather case lined with blue 
moire silk. 

Neatly printed booklets were distributed giving the 
personnel of the “Hardware Special,” the names be- 
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ing arranged according to the car assigned to those 
present. In addition to the names published in 
AMERICAN ARTISAN of October 24th, H. G. Reynolds, 
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National: Hardware Ass'n 
SPECIAL TRAIN 


EN ROUTE TO 


ATLANTIC CITY, N. J, 
OCTOBER 25 AND 26, 1914 
of the Reynolds Wire Company, Dixon, Illinois, and 
Mrs. and Miss Reynolds were also on board. 

At the dinner Sunday evening the ladies were pre- 
sented with handsome boxes of mixed bonbons—also 
a compliment from the committee in charge. 

Stops were made at Elkhart, Indiana—Toledo, Ohio 
—and Cleveland, Ohio, and the special arrived in At- 
lantic City, New Jersey without a mishap, promptly 
on time. 

The feature of the very successful trip was the 
“Luncheon on Wheels” which was served during the 
trip down the beautiful Lehigh Valley, Monday noon. 
The bill of fare which was specially arranged for the 
occasion was as follows: 


LUNCHEON. 
Blue Points, Half Shell 
Pecans Celery Salted Almonds 


Cream of Chicken, Jardiniere Tomato Bouillon in Cup 
Fried Boston Smelts, Tartar Sauce 
Julienne Potatoes 
Cutlets of Sweet Breads, French Peas 
Small Fillet of Beef with Fresh Mushrooms 
Potato Fluffs 
Broiled Jumbo Squab, En Cresson 
Potato Fritters New String Beans 
Claret Punch 
New Green Apple Pie 
Canadian Cheese Roquefort Cheese 
Saltines Toasted Bents Crackers 
Italienne Bread 
Black Coffee 
After Dinner Mints 
Apollinaris Water 


HOSTS. 


Neapolitan Ice Cream 


American Artisan. 

American Screw Company. 
American Steel & Wire Company, 
American Wire Fabrics Company, 
E. C. Atkins & Company. 

C. M. Avery. 

Beall Brothers. 

Baldwin Tool Works. 

Geo. H. Bishop Company. 
Chicago Spring Butt Company. 
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The Clyde Cutlery Company. 

Corbin Cabinet Lock Company. 

P. & F. Corbin. 

The Corbin Screw Corporation. 

Henry Disston & Sons. 

Eagle Lock Company. 

Hardware Age. 

Hardware Dealers’ Magazine. 

Klauer Manufacturing Company. 

Lalance & Grosjean Manufacturing Company. 
Lovell Manufacturing Company. 

Warren McArthur. 

Milwaukee Corrugating Company. 

Oliver Iron & Steel Company. 

Payson Manufacturing Company. 

Pittsburgh Steel Company. 

Reading Hardware Company. 

Reynolds Wire Company. 

Russell & Erwin Manufacturing Company. 
Sargent & Company. 

Simonds Manufacturing Company. 

The Stanley Works of Illinois. 

The Stanley Rule & Level Company. 

Surpless, Dunn & Company. 

The Turner Brass Works. 

Vaughan & Bushnell Manufacturing Company. 
Wabash Screen Door Company. 

Fred G. Wooster. 

The Yale & Towne Manufacturing Company. 


The two dining cars used for the “Luncheon on 
Wheels” were beautifuly decorated with autumn foli- 
age and chrysanthemums. Clever place cards were 

















Place Card for Ladies. 


provided by Mr. Sorensen, two of which are shown 
herewith. Hallowe’en souvenirs were also distributed. 


The happy crowd “visited” from one car to another, 











fl? 
"Whe Gort MDa 








Place Card for Gentlemen. 


stopping here and there to listen to a good story and 
many were the humorous incidents that occurred and 
which helped to increase the merriment. 


One of the first to be caught telling an “absolutely 
true” story was Louis Kuehn, of the Milwaukee Cor- 
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rugating Company. This happened on his trip back 
from Europe after the outbreak of hostilities. 

An old lady had been bothering the captain of the 
transatlantic liner with all sorts of questions as to 
whether every precaution had been taken for the 
safety of the passengers. Finally the captain got tired 
and said to her: 

“Yes, my dear madam, everything has been ar- 
ranged for, we have even had the orchestra practice 
playing hymns in the dark.” 

Senater “Ed” Beall, told of a trial in which he 
served as a juror, and where the following discourse 
took place: 

“The train struck the man, did it not?” asked the 
lawyer of the engineer at the trial. 

“It did, sir,” said the engineer. 

“Was the man on the track sir?” thundered the 
lawyer, 

“On the track?” asked the engineer. “Of course he 
was. No engineer worthy of his job would run his 
train into the woods after a man, sir.” 

“Ned” Swift, Chicago manager for the Stanley 
Works, told this story about a young Swede acquaint- 
ance of his: 

It was a beautifulevening and Ole, who had screwed 
up courage to take Mary for a ride, was carried away 
by the magic of the night. 

“Mary,” he asked, “ will you marry me?” 

“Yes, Ole,” she answered softly. 

Ole lasped into a silence that at last became pain- 
ful to his fiance. 

“Ole,” she said desperately, “why don’t you say 
something ?” 

“Ah tank,” Ole replied, “they bane too much said 
already.” 

“Jerry” Donahue, of Wabash Screen Door fame, al- 
ways has a fund of “native” bits of wit. This one was 
told during the “Luncheon on Wheels”: 

For a whole solid hour the captain had been lectur- 
ing his men on “The Duties of a Soldier,” and he 
thought th@t now the time had come for him to test 
the results of his discourse. 

Casting his eyes around the room, he fixed on Pri- 
vate Murphy as his first victim. 

“Private Murphy,” he asked, “why should a soldier 
be ready to die for his country?” 

The Irishman scratched his head for a while; then 
an ingratiating and enlightening smile flitted across 
his face: “Sure, captain,” he said, pleasantly, “you’re 
right. Why should he?” 

Irving S. Kemp, the well known salesmanager of 
the Vaughan and Bushnell Manufacturing Company 
and keeper of the treasury of the Hardware Club of 
Chicago, was walking down Jackson Boulevard one 
noon when during a momentary stoppage of traffic 
he overheard the following argument between two 
colored men: 

One of them was telling how brave he was, but the 
other apparently was not convinced. 

“You say yo’s brave?” 

“Sho I’m brave.” 

“How brave is yo?” 

“T’se as brave as a lion.” 


“Well, if the United States went to war would yo 
fight for yo country?” 

“Fight for my country? I tell yo I don’t know nothin’ 
about no country. I’se raised in the city, I is.” 

“Tom” Usher, of the Russell and Erwin Manufac- 
turing Company, told the following story about one 
of his friends who is an amateur farmer and who 
owned a fine Alderney cow: 

A stranger, having admired the animal, asked the 
farmer: “What will you take for your cow?” The 
farmer scratached his head for a moment and then 
said: “Look a-here, be you the tax-assessor or has she 
been killed by the railroad?” 

D. O. Macquarrie, the big good-natured Scot who 
looks after Corbin cabinet lock business in Chicago, 
was waiting for his crackers and milk and to pass the 
time away told this incident which he overheard in 
the house of one of his friends: 

The little maid stood in the doorway, one hand on 
the handle. For a moment she gazed thoughtfully at 
her father. 

“Papa,” she said, “do you know what I’m going 
to give you for your birthday when it comes?” 

“No, dear,” answered her fond father. “But tell 
me.” 

“A nice, new china shaving mug, with good flow- 
ers on it all round,” said the little maid. 

“But, my dear,” explained her parent, “papa has a 
nice one, just like that, already.” 

“No he hasn't,” his little daughter answered, 
thoughtfully, “’cos—’cos—I’ve just dropped it!” 

O. F. Silvester, of the Winchester Arms organ- 
ization, related how one day he had watched a tramp 
running after a dog to whose tail was tied a can. 

When the tramp had relieved the canine of the 
package an old gentleman called him to his side, hand- 
ed him a quarter, and remarked: “I was glad to see 
you take pity upon that poor brute and relieve him 
of the can the boys had tied to his tail. It shows an 
unusually kind spirit.” 

The tramp pocketed the coin. 

“Sure,” said he “that was my can. Some kid 
swiped it and tied it on to the mutt!” 

Mrs. “Tom” Usher told how one of her friends had 
broken her husband of the habit of poker playing: 

“My husband,” remarked the matron to a group of 
friends, “was a confirmed card player when I married 
him a year ago, but to-day he never touches a card.” 

“Good!” said one of the group. “To break off a 
lifetime habit requires a strong will.” 

“Well, that’s what I’ve got,” said the wife. 

R. B. Jones, of the Clyde Cutlery Company, was 
found in the observation car Monday with a bevy 
of ladies around him; he had been telling them about 
the ways of a couple of newlyweds of his acquaint- 
ance and this is how the honeymoon ended: 

Mrs. Newlywed: ‘My dear, I want you to be per- 
fectly frank with me now. What would you suggest 
in order to improve these doughnuts I made today?” 

Mr. Newlywed: “Well, I think they would be bet- 
ter if you made the holes a little larger.” 

C. F. Braffett, of Simonds Manufacturing Com- 
pany, got up rather late Monday morning and while 
waiting for the chef to fix up a breakfast for him, 
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related a story about one of his friends who on a tour 
in Scotland had taken refuge for the night in the cot- 
tage of an old lady. He asked her to wake him early 
in the morning, and warned her that he was quite 
deaf and hoped that she would not disturb the other 
guests by any loud noises. 

Upon awakening, much later than the appointed 
hour, he found that the old lady, with strict regard 
for proprieties, had slipped under his door a slip of 
paper upon which was written: 

“Sir, it’s half-past eight. You’d better get up.” 

W. H. Foege, of the American Steel and Wire 
Company, told how one of his friends among the war 
correspondents during the late Balkan war had inter- 
viewed a noble Turk in Constantinople. In the course 
of the interview the Turk admitted that he had seven 
wives. a 

“Great Cesar! How do you manage to pay your 
dressmaker’s bills?” 

“T married dressmakers, son of an infidel.” 

A neat enamel-board folder was distributed among 
the travelers on the “Hardware Special,” giving 
photographic views of the handsome quarters of the 
Hardware Club of Chicago. A short history of the 
club told how in less than one year it had grown from 
a membership of forty to over three hundred. In a 
few short paragraphs some of the facilities the club 
extends to non-resident members were cited, such 
as complete information as to the addresses of all 
hardware interests ; free, unlimited telephone service ; 
fine lounging and reading rooms, billiard and pool 
tables, shower baths, excellent dining room service. 
The initiation fee for non-resident members is $10.00, 
with dues of $15.00 a year. 





APPEAL FOR TRADE BASED UPON SERVICE. 


AMERICAN ARTISAN has upon a number of occa- 
sions referred to the progressive ideas and methods 
by which Edward Arps builds up the business of his 
two stores, the Nucla Hardware Company, Nucla, 
Colorado, and the Arps Hardware Company, Ouray, 
Colorado, of which he is president. 

In the following advertisement, recently published 
by Mr. Arps for the Nucla Hardware Company, he 
talks in his unique, convincing way to the man who 
is in the habit of sending away for hardware and 
other articles. He does not abuse him or find fault 
with him, but points out that the only basis on which 
the Nucla Hardware Company solicits trade is that 
of “Service.” 

Tt would be well for the hardware trade in general 
if more hardware dealers would base their appeal for 
“home trade” on the service they are in position to 
render. They would get better results, too. Mr. 
Arps’ advertisement follows: 

AFTER ALL—GOOD STUFF AND A SQUARE DEAL PAYS, 


WHY IT PAYS TO TRADE AT HOME, 
AN ADVERTISEMENT BY THE NUCLA HARDWARE COMPANY. 


So much has been said and written about the philosophy 
of trading at home, that we hardly dare to express cur views 
in a community where quite a little sending out is going on 
all the time, because of the principal reason that our mer- 
chants are tunable to supply the wants; second, because the 
price is the all-alluring thing that catches the eye; third, 
because there is something impregnated in human nature TO 


GET SOMETHING FOR NOTHING. 
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The very best illustration of this was just demonstrate: 

in our Drug Store across the street. They received a supply 
of banners that, under ordinary circumstances, could not have 
been sold in five years, but they were closed out in three days, 
and while we do not care to tell that the proprietor made a 
Dutchman’s one per cent on the turn over, we want to add 
that the transaction apparently was satisfactory to all that 
bought the banners, because the whole deal was based on a 
proposition that they were fishing to get something for noth- 
ing; BUT DID THEY? 

It seems to be human nature to, take all kinds of chances 
trying to get something for nothing, and they don’t know that 
the law of compensation will and must be satisfied—that 
when all is figured out and up you pay for everything you get 
in the end. 

The most successful men are those that give much and 
expect little; they don’t jew around but do their business 
with snap and to the point; they don’t spend hours every 
evening nosing around in a Montgomery Ward catalogue try- 
ing to post themselves on a price and then take another cou- 
ple of hours of a merchant’s valuable time and not only pass 
up the deal, but work the merchant for information on which 
he is in total ignorance. 

These men don’t seem to know that the mystery of life is 
to find expression—a materialization of your heartfelt desires 
—that they are materializing the very things they don’t want 
—‘NOTHING.” The rule invariably never fails that these 
people are miserably poor and hard up. When they have the 
cash they send it out, and when they haven’t got the cash 
they work the merchant for a stand off. 

We don’t deny people the right to send out for their 
goods, for if there is one thing we believe in it.is “FREE- 
DOM”—the freedom to do what you please. We also believe 
to express our views as we see them, for we are only chil- 
dren in the kindergarten of God and we are playing the fame 
in accord with the spirit of the times. 

We were asked to express our views on this vital busi- 
ness subject, because it is one in which we are all vitally 
interested and if any good may come out of our views we 
are sure it will be mutual. If it will breed an evil result 
it will only hurt the Nucla Hardware Company. 

What is business, anyway? Simply a religion of SERV- 
ICE. For any man that goes into any business merely to 
make money never makes any, nor will he last in the game. 
Every sale must confer a benefit and if it does it paves 
the road for further sales. To be able to sell a “use value” 
that exceeds the “money value” is based upon the wisdom 
and knowledge of your goods, and any sale that does not 
benefit both parties is immoral. 

There are two phases to life, and a man either moves 
in one or the other. He is either on the constructive, crea- 
tive or productive side of life, or he is on the competitive, 
parasitic or destructive side of life, and a merchant is either 
a utility or a- futility, he is either something you need to 
further your ends or he is something you could get along 
without, and the question is, does he merit your encourage- 
ment,” “should or should he not be encouraged,” “where are 
your interests buried” and “where is your gain by trading at 
home?” 

You are told to trade at home and it will keep your 
money circulating at home. Such a statement is all piffle, 
bunk, nonsense, because the biggest end you pay merchants 
goes out of the county just the same. Or you are told that 
you ought not to buy from the catalog houses, because they 
don’t help to pay our school teachers; they don’t help to im- 
prove our roads or pay our preacher and a lot of other 
things we might mention here, but this all holds true with 
the very houses and factories we merchants buy our goods 
from, and the argument counts for little when your individual 
interest is at stake. 


But has it ever occurred to you that your home merchant 
renders you an actual service, that about “steen” times a 
month he comes in as handy as a pocket in a shirt, and on 
the square, between you, us and ‘the bed post, isn’t there a 
small voice dictating to your conscience that you are not 
giving your home merchant a square deal when you are 
ordering your goods out? Has it ever occurred to you 
that your self interest is rooted deeper than the few cents 
and dollars you are making yourself believe you are saving? 
That if you would spend the time that you are spending in 
nosing around a Mail Order Catalog would be spent on a 
good book to improve yourself and increase, your income 
would bring you a double reward. 

The vital thing these days is to increase your income, to 
mix brains with your work. Trust the matter of hardware 
to your hardware man, the matter of dry goods to your dry 
goods merchant, the matter of automobiles to Vestal & 
Teezal, and you will in the course of a few years see yourself 
on a road of prosperity that you never enjoyed before. 

If it is hardware and implements and building material, 
leave it to the firm that stands for more prosperity and 
better conditions. 

Nucta Harpware Company. 


By Edward Arps. 
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HEATING AND VENTILATING 











HOW TO MAINTAIN PROPER SUPPLY OF 
MOISTURE WITH WARM AIR 
HEATING SYSTEM. 


In AMERICAN ARTISAN, October 3d issue, there ap- 
peared on pages 34 and 35 an article entitled, “Health 
Dependent on Control of Humidity,’ in which the 
writer, W. R. Beckley, treasurer of the General Fil- 
tration Company, Rochester, New York, pointed out 
the necessity for supplying humid air as well as heated 
air in living rooms. 

The following letter has been received from W. E. 
Pratt, assistant heating engineer of Sill Stove Works, 
Rochester, New York, together with an article object- 
ing to some of the statements made by Mr. Beckley, 
although agreeing with him in many others: 

To AMERICAN ARTISAN: 

Relative to the article written by W. R. Beckley, 
treasurer of the General Filtration Company, Roches- 
ter, New York, published in the issue of AMERICAN 
ARTISAN AND HARDWARE Recorp of October 3d. 

Mr. Beckley makes some very good points in his 
article, but some of the statements made therein are 
decidedly misleading. My impression is that the av- 
erage man after reading the article would believe that 
he was endangering his life by putting any kind of 
heating plant in his house. I should like to correct 
these false impressions from the standpoint of the 
manufacturers of heating apparatus. 

You will be doing the undersigned a favor by print- 
ing the enclosed article in an early issue of AMERICAN 
ARTISAN. 

Yours very truly, 
W. E. Pratt, 
Assistant Heating Engineer. 
Rochester, New York, October 12, 1914. 
MR. PRATT’S STATEMENT. 

An article in AMERICAN ARTISAN AND HARDWARE 
Recorp of October 3d reads in one place “No system 
of heating. whether steam, hot water, or hot air adds 
any moisture.” That statement is correct for the first 
two heating systems, but may or may not be correct 
for the last named heating system, i. e., warm air. 

Further in the article “The warm air system cannot 
and does not add moisture, and in some cases it may 
lose a little moisture in the process of heating.’”’ Also, 
“Undoubtedly in extreme winter weather quite an ap- 

preciable amount of moisture is lost by heating the air 
passing through the furnace, etc.” It is true that mois- 
ture is not added to a warm air system if there is no 
vapor pan or if the vapor pan is dry. However, the 
moisture evaporating from a vapor pan on a warm air 
heater must necessarily be added to the air passing up 
to the rooms. The idea is also erroneous that the air 
may lose moisture in passing through the furnace. The 





moisture cannot be burned up. The only thing that 
can happen to moisture on heating is a disassociation 
of its molecules into the elements hydrogen and oxy- 
gen, and such disassociation takes place only at very 
much higher temperatures than is possible in a warm 
air heater. 

Finally, the statement “It is not possible to install a 
water pan large enough to insure the proper amount of 
evaporation.” It has been my experience on repeated 
furnace tests, that as much moisture has been evapo- 
rated from the water pan as a statement in the article 
says is necessary, i. e., 30 to 60 quarts per 24 hours, 
on a furnace large enough to heat the average eight- 
room house under discussion. 

We will assume that five people would ordinarily be 
in the average eight-room house. An example might 
help to show that a warm air system, using inside air, 
and enough outside air as demanded by the state school 
laws for these five people, does not require an im- 
practicable amount of water in order to maintain an 
ideal relative humidity in the house. 

Experiments in a Chicago schvol room have proven 
that the conditions are comfortable between the limits 
of 72 degrees with a relative humidity of 30 per cent, 
and 64 degrees with a relative humidity of 55 per cent. 
It is also known that a humidity of over 45 per cent 
in a residence is liable to produce condensation on the 
walls in cold weather. 

Hence for the purposes of our example we will as- 
sume the ideal conditions to be maintained in a house 
are 70 degrees with a relative humidity of 35 per cent. 
The average outside temperature in Buffalo during the 
heating season as given by United States Weather 
3ureau is 37 degrees with a relative humidity of 74.1 
per cent. However, for our example we will assume 
an average temperature on a cold day of 20 degrees 
with a relative humidity of 65 per cent. At these con- 
ditions the air contains .8 of a grain of moisture per 
cubic foot. The 9,000 cubic feet of fresh air intro- 
duced into the house, required by most state school 
laws for five people, would under the above conditions 
bring in 149,990 grains of moisture every 24 hours. 
To this amount must be added the natural evaporation 
from the human body, which for five people is 63,697 
yrains of moisture for 24 hours. The evaporation from 
the water taps and other water in the building, say 
10,000 grains of moisture per 24 hours must also be 
added into the above amount. This makes a total of 
223,687 grains of moisture added to the air in the 
house every 24 hours. But to maintain the relative 
humidity of 35 per cent at 70 degrees in the rooms 
593,000 grains of moisture is required every 24 hours. 
Hence under these conditions the vapor pan must add 
369,313 grains or 52.75 pounds of moisture every 24 
hours. It can be seen that a vapor pan holding 23 

pounds of water, and which will require filling from 
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two to three times every 24 hours will easily maintain 
the required conditions of relative humidity under ad- 
verse conditions. The frequent filling of the vapor 
pan may of course be avoided by letting the water tap 
connection drip, or by a connection to a ball float de- 
vice which keeps the water pan full at a constant level. 

The above example shows the possibilities of a cor- 
rectly designed warm air heater. It is to be regretted 
that very few warm air heaters have either the re- 
quired capacity in the vapor pan, or the correct shape 
of the pan, to evaporate this amount of water, and fur- 
thermore that the vapor pans are so universally placed 
at the bottom of the casing where rapid evaporation :s 
impossible. 


= 
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AMERICAN SOCIETY OF HEATING AND VEN- 
TILATING ENGINEERS NOMINATE 
OFFICERS FOR 1915. 








The nominating committee of the American Society 
of Heating and Ventilating Engineers has completed 
its work and makes the following recommendations : 

For president—Dwight D. Kimball, New York City. 

For first vice-president—Harry M. Hart, Chicago. 

For second vice-president—Frank T. Chapman, 
New York City. 

For treasurer—Homer Addams, New York City. 

For managers—Frank Irving Cooper, Boston; Dr. 
E. Vernon Hill, Chicago; W. M. Kingsborg, Cleve- 
land; Samuel R. Lewis, Chicago; Frank G. McGann, 
New York City; J. T. J. Mellon, Philadelphia; Henry 
C. Meger, Jr, New York City; Arthur K. Ohmes, 
New York City. 

The committee reports that all have agreed to serve 
as nominated. 

Ten or more members of the Society may present 
to the Secretary, J. J. Blackmore, 29 West 39th Street, 
New York City, over their signatures, the name of 
any member as a candidate for any office, provided 
they do so within 60 days of the annual meeting which 
is to take place January 19, 20, 21, 1915. Such names 
will be printed on the ballot with a special notation 
that they are presented by members independent of the 
nominating committee. 

The following prominent speakers will address the 
convention, all of them being authorities on their 
subjects : 

Professor Frederic Bass, Minneapolis, Minnesota. 

Professor C. E. A. Winslow, New York City. 

Professors G. C. and M. C. Whipple, Cambridge, 
Massachusetts. 

Professor J. W. Sheppard, Chicago. 

Dr. T. R. Crowder, Chicago. 

Dr. C. T. Graham-Rogers, New York City. 

Dr. M. W. Franklin, New Jersey. 

Mr. Dwight D. Kimball, New York City. 

Mr. R. P. Bolton, New York City. 

A number of other papers will be presented, and if 
any member of-the Society desires to submit papers 
or topics, to be discussed at the convention, they 
should be in the hands of the Secretary not later than 
November 15th. 

Sixty-four new members have been elected as a 
result of the last two ballots submitted, forty being 


admitted in the October ballot. Another will be sent 
out about November 15th. 

In a neat booklet, handy to carry in one’s coat 
pocket, are outlined some of the advantages secured 
by being a member of the Society. Other pages are 
given up to a description of the activities of the So- 
ciety, such as the collection and tabulation of data of 
all tests relating to heat loses through building ma- 
terials ; data relating to fuel of all kinds, together with 
its economic value; investigations of ventilating de- 
vices, test of appliances for heating. The introduction 
to the booklet is worded in a particularly happy 
manner, as follows: 

“No person is happier than the one who gives some 
of his time, thought and substance in doing things for 
others. No satisfaction is so great as that derived 
from the knowledge of having performed a beneficent 
work, The consciousness of having thus helped in a 
good cause will be a lasting source of happiness to 
those who have worked for its progress and develop- 
ment.” 


NEW WARM AIR HEATER CATALOG. 








The Favorite Stove and Range Company, Piqua, 
Ohio, have just issued a remarkably large catalog, full 
of useful information on Favorite Warm Air Heaters. 
This catalog has many handsome illustrations showing 
these warm air heaters, and the various important 
parts in their construction. 
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PATENTS WARM AIR HEATER. 








United States patent rights under number 1,114,669 
have been granted to Robert William Baily, Oska- 
loosa, Iowa, assignor to the In- 
terstate Manufacturing Company, 
Oskaloosa, Iowa, for a warm air 
heater described as follows: In 
H a warm air heater, a fire box, a 
ie grate arranged transversely of the 
fire box near its lower end, and a 
metallic sectional lining connected 
to the fire box above the grate, the 
{ y sections of the lining being de- 

tachable, each of the said sections 
1114.608, consisting of a plate curved trans- 
versely to fit the inner face of the fire box, and having 
in its rear face a longitudinally extending groove 
opening at the lower end of the section and forming 
a rib on the opposite face of the section, said lower 
end being bent inward to extend above the grate, the 
said groove forming a passage between the section 
and the fire box wall from the bottom of the section 
to near the top thereof, and each section having open- 
ings in the bottom of the groove at the top thereof, 
and means for detachably connecting the sections to 
the fire box wall, said means comprising a bracket 
secured to the section at the bottom of the groove and 
near the top thereof and having its intermediate por- 
tion offset outwardly away from the section and pro- 
vided with a longitudinally extending key hole slot, a 
bracket secured to each section near the lower end and 
in the groove, each of the said last-named brackets 
having its lower end offset outwardly and provided 
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with a longitudinally extending slot or recess, and 
bolts detachably connected with the fire box for en- 
gagement by the brackets, each bolt having a frusto- 
conical head for engaging a notch or a slot. 





NEW YORK HEATING AND VENTILATING 
ENGINEERS START WINTER SEASON 
WITH GOOD MEETING. 


At the opening meeting of the season of 1914-15 of 
the New York Chapter of the American Society of 
Heating and Ventilating Engineers in New York on 
Monday night, October 19, there were thirty-five 
members and guests present. The program for the 
season was announced by President Walter S. 
Timmis and Secretary W. F. Goodnow distributed the 
copies. President Timmis announced that President 
Samuel R. Lewis of the Society had invited the 
Chapter to appoint a committee to serve with James 
A. Donnelly and J. J. Blackmore to take charge of 
the entertainment of the annual meeting of the So- 
ciety in January. G. G. Schmidt, W. H. Driscoll, A. S. 
Armagnac, Conway Kiewitz, Homer Addams, C. E. 
Scott, C. A. Fuller, Frank G. McCann, Perry West 
and W. F. Goodnow were appointed. The affairs of 
the Chapter are in-good condition according to the 
report of Treasurer A. H. Ritter. 

R. P. Bolton made an address on the Relation of 
Heating Buildings to Power Plants, in which he 
pointed out how short a period of the season the 
maximum of the heating plant was required. 





WARM AIR HEATER MANUFACTURER USES 
ADVERTISING SPACE IN THEATER 
PROGRAMS. 


Occupying a full page space, 7-inch by 4% inches 
in a recent program of B. F. Keith’s Hippodrome, 


Cleveland, Ohio, 
It’s Your Duty 


appeared the ad- 
to provide a home for your family where the children vertisement repro- 
have plenty of pure, healthy air, good ventilation ani! 


comtetelt conth, Yeo cn esetenglich thi: by duced herewith of 
installing a MONARCH AIR BLAST FURNACE the Forest c i t y 
Foundry and Man- 
ufacturing Com- 
pany. It is quite an 
unusual occurrence 
to notice an adver- 
tisement of a 
warm air heater in 
a theater program, 
and yet why should 
it be? Warm air 
heaters are just as 














Most Economical Furnace Built 


Over 15,000 in Use in Cleveland 
Large Double Feed Door, Extra Large Casing 
Air Blast for Perfect Combustion of Soft Coal, Bxtra a 
Heavy Flanged Fire Pot and Grate Bars. much a_ require- 
Con 
este paid ment of the gen- 


The Forest City Foundry & Mfg. Co. eral public, and 


LOOK US UP 














possibly more so 
than many of the lines which are advertised in theater 
programs and this advertisement certainly denotes en- 
terprise on the part of the advertisers. The general ap- 
pearance is quite good but some of the essentials of 
an efficient advertisement are missing. In the first 
place, The Forest City Foundry and Manufacturing 
Company, may be so well known to almost everyone in 
Cleveland, Ohio, that they do not need to state where 
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they carry on their business, but there may be some 
who do not know, and among these may arise a “pros- 
pect.” Now why take a chance of losing this “pros- 
pect,” by burdening him with the unnecessary trouble 
of “looking us up” which is all the information given 
in the place where the full address should appear? The 
headline, “It Is Your Duty,” and the reason why set 
down immediately after are well displayed, and the il- 
lustration is a valuable feature, but the “description’”’ is 
a mere statement and does not “describe” why the extra 
large casing, etc., are advantageous. In other words: 
The advertisers take it for granted that the public is 
sufficiently well informed on the technicalities of a 
warm air heater system that the readers of this adver- 
tisement will at once appreciate the claims of the com- 
pany as to the superior merit of their warm air 
heaters. 
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REGISTERS TRADEMARK FOR WARM AIR 
HEATERS. 





The Interstate Manufacturing Company, Oska- 
loosa, Iowa, has been granted copyright on the trade- 
71.338: mark shown herewith, under 
MARVEL number 71,338. The particular 
description of the goods cov- 

ered, under class 34, is warm air heaters. The com- 
pany claims use since October 28, 1906. The claim 
was filed June 24, 1913. 





WARM AIR GENERATOR* WHICH CONTROLS 
VENTILATION. 





Schoolroom heating receives careful supervision by 
law. The accepted standard for good ventilation in 
school buildings, is by 
law, in most states, 
thirty cubic feet of 
fresh air per minute per 
pupil. This means that 
a complete change of air 
must be made in the 
different rooms at least 
once in ten minutes. 
The temperature of the 
room should be uniform 
and not less than 68 de- 
grees Fahrenheit: The 

Kelsey Warm Air Generator. same standard should 
prevail in homes, churches, factories and_ build- 
ings generally, in order to have thorough heat- 
ing and ventilating. The Kelsey Generator shown 
herewith is claimed by the manufacturers to com- 
ply with the provisions mentioned in the fore- 
going. It is also understood to heat great vol- 
umes of air at a distinctly economical cost. Further 
information in regard to Kelsey heating and venti- 
lating systems may be obtained by communicating 
with the Kelsey Heating Company, 301 James Street, 
Syracuse, New York. 





oe 





The heating and plumbing business of the late 
Augustine H. Plouff at Ipswich, Massachusetts, has 
been purchased by Conrad H. Brooks. Mr. Brooks has 
been foreman in the business of Mr. Plouff for 35 


years, 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR TRANSITIONAL ELBOW. 





By O. W. Korue. 

Replying to the inquiry of “Subscriber” for an el- 
bow square at one end and round at the other, will say, 
a person has not very much information from such a 
brief description to know what would be required of 
the elbow, or for what purpose it is to be used. If 
possible, I would make the elbow as shown in sketch; 
to make it the other way in gore sections, would re- 
quire too much work, especially if a person is not 
familiar with this fitting. In work where this fitting 





Patterns for Transitional Elbow. 


would really be required, it should no doubt be at 
least a four or five pieced elbow, because a three- 
pieced would be impracticable owing to the sharp 
kinks in miters. 

There is really nothing complicated in getting out 
an elbow of this order as shown by section “A” in 
the method of making joints for corners. The elbow 
can be gradually tapered to the size of round pipe, and 
then the round portion added, as shown. The throat 
and heel are described on each side of A. The side 
elevation is already a pattern, only laps must be al- 
lowed and the square to round added, which can be 
done in the usual way by the simple diagram “C.” The 
throat and heel are obtained by taking the stretchout 
from side elevation and then adding the square to 
round portion, also edges for the hammered lock. If 
the other edge is desired as shown by N, then the 
edge must be allowed to conform to it and soldered 
in place while the transition piece is riveted at the 
corners. You can make this fitting to suit any size. 





- 
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Naturally you can’t expect the man to make prog- 
ress who is all right in his own way. 


AUTHORITY OF SHEET METAL PATTERN 
DRAFTING APPROVES OF APPRENTICE 
COURSE OUTLINED FOR SHEET 
METAL WORKERS. 


From William D. Weaver, who is in charge of the 
sheet metal department of Pratt Institute, Brooklyn, 
New York, and who is known as one of the prominent 
teachers of pattern drafting for sheet metal workers, 
has written the following letter to AMERICAN ARTISAN 
in which he calls attention to the fact that in the pro- 
posed apprentice courses, which were outlined in 
AMERICAN ARTISAN, on pages 38 and 39 of October 
10th and on pages 36 and 37 of October 17th, the 
time allowed for evening classes will not allow of 
such an extended course or review of “arithmetic” as 
is suggested, but he approves otherwise very highly of 
the course planned by the Apprentice Committee of 
the National Association of Sheet Metal Contractors. 

Mr. Weaver’s letter follows: 

To AMERICAN ARTISAN: 

Replying to your request as to my opinion of the 
course as arranged for apprentices, will state that J 
think it is all right for day schools and correspondence 
school work where there is plenty of time to give to 
each subject. But for evening schools the time we 
have (6 hours per week) is too short to give so much 
time to arithmetic, and I think the time better spent 
at drawing and shop work. Our applicants in sheet 
metal class (evenings) are from 17 to 35 years-old, 
work in the daytime and have already had a grammar 
school course, and some have been to high school. 
So they do not want to spend the time reviewing 
arithmetic. .I think for vocational work in day schools 
and for home work the course is excellent. 


Yours very truly, Wa D. WEAVER. 

113 Essex Street, Brooklyn, New York, October 26, 
1914. 

In regard to Pratt Institute, we started this season 
with 26 students, having only accommodation for 24. 
We are a little crowded, but a new building is being 
erected and by next year we hope to have more room 
so as to accommodate all that may apply. 

As to our course we give one night a week at draw- 
ing and two at shop work and one hour a week for 
shop talks which includes some problems in mensura- 
tion. The students are required to make all patterns 
of work that they are to make up in the shop from 
blue prints or charts, furnished them and to figure 
sizes, capacity, etc. 

Our city is beginning to help along the work by 
introducing vocational training in sheet metal in the 
public schools, their course of study being similar to 
that outlined to AMERICAN ARTISAN, October roth. 

I look for AMERICAN ARTISAN Monday evenings, 
and I get a lot of help from it. 
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MILWAUKEE MASTER SHEET METAL CON- 
TRACTORS WILL MEET NOVEMBER 4, 1914. 





The regular monthly meeting of the Master Sheet 
Metal Contractors’ Association of Milwaukee, Wis- 
consin, will be held Wednesday evening, November 
4, 1914, at Builders’ and Traders’ Exchange, 456 
Broadway. Secretary Paul L. Biersach states that a 
number of important matters will be up for considera- 
tion and urges full attendance. The Entertainment 
Committee has made arrangements for a lunch and 
other refreshments to be served after the business ses- 


sion. 


TOOL FOR SHEET METAL WORKERS. 








Included in the catalog of the Niagara Machine & 
Tool Works, Buffalo, New York, among the descrip- 
tions of a wide and interesting range of 
machines for sheet metal workers, ap- 
pears an illustration and description 
of the machine shown herewith. This 
is the Burritt’s Roofing Double Seamer, 
Improved, which is used for standing 
seam roofing. In operation this machine is 
said to bend the edges beyond rightangles 
at the first operation, to facilitate closing 

eurnit’s down. This seamer it is said will not 
crimp the tin, and will leave the locks of uniform 
height. It is also said to double seam hips and ridges 
with ease. This seamer is provided in common and 
wide gauge for general use. Further particulars re- 
garding Burritt’s Roofing Double Seamers may be 
obtained from the Niagara Machine and Tool Works, 
Buffalo, New York. 


WHEELING CEILING AND ROOFING 
COMPANY COMPLETES LARGE 
NEW PLANT. 











The Wheeling Ceiling and Roofing Company, 
Wheeling, West Virginia, which as mentioned in 
AMERICAN ARTISAN, October 24th, has been con- 
structing a new plant at Warwood is already operating 
a large portion of its very fine plant. 

Five buildings are completed and in use: One of 
brick and concrete, one-story, 60x160 feet; one of 
concrete and tile, one-story, 40x160 feet; one of con- 
crete and tile, two stories, 40x120 feet; one of con- 
crete and tile, two stories, 55x75 feet; one of steel, 
one-story, 63x170 feet. 

The company is making and shipping conductor 
pipe and elbows, eaves troughs, ridge rolls, metal shin- 
gles, galvanized and terne roll roofing, corrugated 
V-crimp and pressed standing seam roofing, and in a 
few weeks will have a large line of new designs in 
metal ceilings with repressed bead and buttons and die 
cut nail holes. 

The active members of the company are all men 
of long experience in the sheet metal industry. The 
Officers are: Frank A. McMahon, president; W. E. 
Ackerman, vice-president and general manager; G. G. 
Bromer, secretary-treasurer; Frank W. Klein, man- 
ager of sales; M. L. Hunker, general superintendent. 


PATENTS GRANTED FOR METAL CAN BLANK. 





Edwin Norton, Hamilton, Bermuda, has_ been 
granted United States patent rights under number 
oe Fe 1,114,508 for a 
> 1,114,508, v =. metal can body or 

composite blank 
therefor, described as follows: A can body compris- 
ing a metal sheet having on the inner surface thereot 
a resisting coating, the outer side edge of said sheet 
overlapping the inner side edge thereof and connected 
thereto by solder, said inner side edge being projected 
beyond the connecting line of the side edges and folded 
back across said connecting line so as to protect the 
inner surface of said can body from discoloring when 
heat is applied for soldering the side edges. 











FRANK RUETER IS BEING CONGRATULATED 
ON JOINING THE RANKS OF 
THE BENEDICTS. 





The many friends of Frank Rueter, the treasurer 
of Illinois Sheet Metal Contractors’ Association, will 
be pleased to know that he has taken unto himself a 
wife. He was married Thursday, October 22nd, and 
is now enjoying a honeymoon trip to Detroit and other 
eastern cities. Mr. Rueter is a member of Henry 
Rueter and Sons, Kankakee, Illinois. 


-e- 


BROOKLYN TO OPEN TWO VOCATIONAL 
SCHOOLS IN NEAR FUTURE. 





The board of education of Brooklyn, New York, 
has planned to open two additional vocational schools 
for training boys and girls in industrial work. These 
two schools are located at Tillory, Bridge and Law- 
rence Streets and at Belmont Avenue, Warwick and 
Anhford Streets. The necessary apparatus is now be- 
ing installed. 

The course for boys will include three hours each 
day in academic studies and three hours in industrial 
work. Sheet metal work, woodworking, electrical in- 
stallation, machine shop practice, etc., will compose 
the course in industrial work, and the academic studies 
will consist of subjects correlated with the hand work 
—commercial and trade arithmetic, mechanical draw- 
ing, science and chemistry applicable to the trades. 

The board of education is also making arrange- 
ments with manufacturers by which boys and girls in 
the high schools may be able to work part of the day 
in factories and part of the day in the schools. 
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TRIED ANOTHER, LIKES AMERICAN ARTISAN 
BETTER. 





To AMERICAN ARTISAN: 

Some years ago I was one of your subscribers. I 
changed off to the . I think AMERICAN 
ARTISAN is more to the interest of a mechanic. 

Find enclosed check for $2.00. Send me your pub- 
lication for one year, commencing November 2d, 1914. 

Very truly, 





N. B. CASE. 
P. O. Box 13, Havre de Grace, Maryland, October 


20, 1914. 













A CROWNING ACHIEVEMENT. 





The formed roofing and siding products of the 
American Sheet and Tin Plate Company are said to 
be manufactured with particular respect as to quality. 
Towards preserving this feature at all times in their 
productions, this company claim to have the support 
of modern mill equipment, good raw materials, skilled 
labor, and rigid inspection. This is also the claim in 
connection with other sheet and tin mill products 
made by this company. Set forth as the crowning 
achievement so far as the outputs of the American 
Sheet and Tin Plate Company are concerned, is the 
production of Keystone Copper Bearing Sheets. It 
is claimed by the manufacturers in connection with 
Keystone Copper Bearing Sheets, that they success- 
fully withstand corrosion. The American Sheet and 
Tin Plate Company, Frick Building, Pittsburgh, 
Pennsylvania, will be pleased to send full particulars 
of their sheet metal products to dealers upon appli- 
cation. 
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WHERE TO OBTAIN POLISHED STEEL 
SHEETS. 








Among the wide range of supplies which the sheet 
metal worker may obtain from the Carnahan Tin 
Plate and Sheei Company of Canton, Ohio, are some 
special sized polished sheets of varying size and 
gauge. This company is said to have every facility 
in order that the customer’s requirements may be 
properly accommodated, and that every order no mat- 
ter of what size is given prompt attention and des- 
patch. The Carnahan Tin Plate & Sheet Company 
have, apart from their mills in Canton, Ohio, branch 
depots in Philadelphia, Chicago, Detroit, and San 
Francisco. For full information regarding Carnahan 
sheet metal products, dealers should communicate 
with the Carnahan Tin Plate & Sheet Company, Can- 
ton, Ohio. 





SCHOOL FOR TECHNICAL EDUCATION 
SHEET METAL WORK. 


There are many apprentices and young mechanics 
in sheet metal shops whose advance in their trade 
would be more marked if they obtained a thorough 
education on the technical points connected with their 
trade. The National School, 3553 Olive Street, St. 
Louis, Missouri, offers a home course of studies on 
subjects connected with this trade. These home study 
courses are authorized by the National Association of 
Sheet Metal Contractors. The National School also 
conducts local classes, as well as giving instruction to 
individual students. Sheet metal workers who desire 
further particulars regarding these studies should 
write the National School, 3553 Olive Street, St. 
Louis, Missouri. 


IN 





NOTES AND QUERIES. 





SCREW CONNECTIONS. 

From H. A. Lee, Canton, South Dakota. 
Can you tell me where I can get brass screw con- 
nections to solder on to the ends of galvanized sheet 
iron so that they may be screwed together ? 
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Ans.—American Screw Company, 69 East Lake 
Street, Chicago, Illinois, and Champion Manufactur- 
ing Company, 74th Street and Kimbark Avenue, Chi- 
cago, Illinois; Stine Screw-Hole Company, Decatur, 
Illinois. 
ADDRESS OF E. B. COLBY AND COMPANY. 
From the Stove Dealers’ Supply Company, Milwaukee, Wis 
consin. 

Kindly give us the address of E. B. Colby and Com 
pany. 

Ans.—E. B. Colby and Company, Hoboken Avenue 
and Monmouth Street, Jersey City, New Jersey. 

PYRENE FIRE EXTINGUISHER. 
From C. P. Berggren, Buffalo Center, lowa. 

Please tell me who manufactures the Pyrene fire 
extinguisher. 

Ans.—Pyrene Manufacturing Company, 
Broadway, New York City. 

GARAGE HEATER. 
From John J. Walter, New Albany, Indiana. 

Please give me the address of makers of a garage 
heater. 

Ans.—Co-Operative Foundry Company, 505 South 
Clinton Street, Chicago, Illinois, and Hemp and Com- 
pany, St. Louis, Missouri. 

ADDRESS OF PECK, STOW AND WILCOX COMPANY. 
From the Clawson-Fisher Steel and Tin Plate Company, 

Suite 925, Continental and Commercial National Bank 
3uilding, Chicago, Illinois. 

Where are Peck, Stow and Wilcox Company lo- 
cated ? 

Ans.—Peck, Stow and Wilcox Company, 202 West 
Center Street, Southington, Connecticut. Also Cleve- 
land, Ohio. 
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TILE ROOFING. 
From Lochridge and Ridgway, Mayfield, Kentucky. 
Kindly give us the address of some makers of tile 
roofing, glazed and unglazed, made of clay. 
Ans.—Ludowici-Celadon Company, 104 South 
Michigan Avenue, Chicago, Illinois; Akron Roofing 
and Tile Company, Akron, Ohio, and National Roofing 
and Tile Company, Lima, Ohio. 


ITEMS. 





F. J. Pickard will establish a plant in Franklin, 
Pennsylvania, under the name of the Franklin Sheet 
Metal Works. The products will include stove pipe, 
conductor pipe, gas furnaces and ornamental iron 
work. 

The sheet metal, heating and plumbing business 
formerly owned by L. W. Kamp at Mount Carmel, 
Illinois, is now being conducted by Bernard Greve of 
Holstein, Wisconsin. Greve.and Company is the new 
firm name. 
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LIKES AMERICAN ARTISAN BEST OF ALL. 





To AMERICAN ARTISAN: 
I have had several different trade journals, but they 
are not in it with AMERICAN ARTISAN. 
Respectfully, 
Pui. G. Lucas. 
2726 Gravois Avenue, St. Louis, Missouri, October 
26, 1914. 
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NEW PATENTS. 
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Abraham I. Barnwell and 
Filed Jan. 6, 1914. Serial 


Arthur E. Wilde, 


1,113,594. 
Peter Tormey, San Francisco, Cal. 
No. 810,541. 

1,113,851. 
New York, N. Y. Filed March 21, 1913. Serial No. 756,051. 

1,113,858. Lock. James M. Wright, Keokuk, Iowa. Filed 


Lemon-Squeezer. 


Safety-Razor-Blade Holder. 


Aug. 8 1912. 
1,113,859. 


Serial No. 714,132. 
Strainer for Coffee-Pots. Hans C. Zeunert, 
Chicago, Ill. Filed Feb. 7, 1914. Serial No. 817,236. 

1,113,897. Brush or Mop. Frank H. French, Preston, 
Iowa. Filed Dec. 30, 1913. Serial No. 809,536. 

1,113,929. Meat Clamp or Skewer. John W. Brown, 
United States Soldiers’ Home, D. C. Filed March 9, 1914. 

1,113,966. Heater. Emanuel W. Dunn, San Francisco, 
Cal. Filed Oct. 6, 1913. Serial No. 793,725. 

1,113,984. Lawn-Edging Tool. William Q. Glass, Long 
Beach, Cal. Filed Oct. 7, 1913. Serial No. 793,853. 

1,113,995. Washing-Machine. George H. Huenegardt, 
College View, Neb, Filed Dec. 23, 1912. Serial No. 738,329. 

1,114,026. Concealed Hinge. Carl B. Parsons, Detroit, 
Mich., Filed Feb. 5, 1914. Serial No. 816,671. 

1,114,032. Roofing and Siding Material. John R. Powell, 
Waukegan, IIl., and Benjamin G. Casler, Tonawanda, N. Y. 
Filed April 30, 1913. Serial No. 764,577. 

1,114,033. Hose-Support. Ewald Praeger, San Antonio, 
Tex. Filed Oct. 18, 1912. Serial No. 726,559. 

1,114,038. Step-Ladder. Charles G. Reveny, Oakland, 
Cal. Filed Jan. 31, 1914. Serial No. 815,580. 

1,114,087. Heat Distributer or Plate. Stuart B. Wilbur, 
Chicago, Ill. Filed Feb. 26, 1913. Serial No. 750,767. 

1,114,104. Ice-Cream Freezer. Herman J. Brielmaier, 
St. Louis, Mo. Filed Sept. 20. 1913. Serial No. 790,834. 

1,114,122. Sanitary Dish-Holder. David F. Curtin, Chi- 
cago, Ill. Filed Dec. 6, 1918. Serial No. 805,035. 

1,114,134. Measuring Implement. Axel W. Gustafson, 
St. Joseph, Mich. Filed Feb. 20, 1913. Serial No. 749,700. 

1.114.135. Method of Fastening Sheet Material. Theo- 
dor B. Hafertep, Chicago, Ill. Filed Dec. 8, 1913. Serial No. 
805,387. 

1,114,163. Floor-Polisher. Elmer G. Mansfield, Buffalo, 
N. Y., assignor to Buffalo Specialty Company, Buffalo, N. Y.. 
a corporation of New York. Filed March 26, 1913. Serial 
No. 756.842. 

1,114,172. 
mithill, Pa 


Heating Apparatus. Calvin C. Miller, Sum- 
Filed Feb. 18, 1913. Serial No. 749,176. 








1,114.184. Door Closer and Check. Percy Augustine 
Richmond, Washington, D. C. Filed Feb. 28, 1914 

1,114,186. Door-Lock. Andrew J. Ross, Oakland, Cal. 
Filed Jan. 13, 1914. Serial No. 811,806. 

1,114,206. Earth-Auger. Benjamin G. Watkins, Nehaw- 
ka, Neb., and Taylor Watkins and Walter P. Watkins, Eliza- 
bethtown, Ky. Filed Aug. 3, 1912. Serial No. 713,159. 

1,114,216. Door Closer and Check. Harry J. Wright, 
Bloomfield, N. J., assignor to himself, and Edgar L. Scillitoe, 
Stapleton, N. Y. Filed Jan. 17, 1914. Serial No. 812,653. 

1,114,261. Clothes-Washing Machine. Mead Hedglon, 
Syracuse, N. Y., assignor to Victoria A. Dreyfus, New York, 
N. Y. Filed April 15, 1912. Serial No. 690,888. 

1,114,277. Spirit-Level. James F. Lyons, 
Mass. Filed Jan. 16, 1913. Serial No. 742,493. 

1,114,296. Locking Door-Pull. Thomas O. Schrader, Al- 
lentown, Pa., assignor to the Dent Hardware Company, Ful- 
lerton, Pa., a corporation of Pennsylvania. Filed July 3, 1914. 

1,114.396. Door-Lock. Franciszek Kramarczyk, New 
Haven, Conn. Filed April 6, 1912. Serial No. 688,920. Re- 
newed Aug. 3, 1914. Serial No. 854,851. 

1,114,373. Boring-Machine. Charles M. Lane, Rosedale, 


Somerville, 


Kans. Filed Dec. 4, 1913. Serial No. 804,737. 
1,114,413. Electric Sad-Iron. Edmund E. Taeubert, Los 
Angeles, Cal. Filed Aug. 21, 1913. Serial No. 786,018. 
1.114.447. Combined Ice Pick, Shaver and Chipper. Al- 


bert S. Carter, Elizabeth, N. J., assignor to National Manu- 
facturing and Steel Supply Company, Newark, N. J. Filed 
May 21, 1914. Serial No. 839,974. 

1,114,491. Shot-Magazine for Spring Air-Guns. Charles 
F. Lefever, Plymouth, Mich., assignor to Daisy Manu factur- 
ing Company, Plymouth, Mich., a corporation of Michigan 
Filed May 31, 1913. Serial No. 771,014. 

1,114.610. Spring-Gun. William E. Hawthorne, Plym- 
outh, Mich.,. assignor to Daisy Manufacturing Company, 
Plymouth, Mich., a corporation of Michigan. Filed May 31, 
1913. Serial No. 771,033. 


1,114.675. Device for Opening and Closing Ventilators. 
Carl A. Blomeen, Seattle, Wash. Filed Aug. 26, 1913. Serial 
No. 786,739. 

1,114,686. Means for Securing Roofing-Slates. Lorenzo 
Gianrelli. Charlestown, Mass. Filed March 6, 1914. Serial 
No. 823,007. 

1,114.712. Oil-Burner. Richard H. Copley, Seattle, Wash 


Filed Nov. 28, 1913. Serial No. 803,637. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 











FINANCIAL SITUATION IMPROVING, BUT 
LITTLE CHANGE AS YET IN 
METAL MARKETS. 





There is a decided improvement in the financial 
situation. Not only are loan rates lower, for the 
first time since the outbreak of the war, but the weekly 
statement of the New York banks show an actual sur- 
plus in reserves and a reduction in outstanding cir- 
culation, which means that emergency currency is be- 
ing retired. One New York bank, for instance, re- 
tired $833,000 during the week and the total retired 
for the week is $3,833,000. The definite statement 
from the Treasury department that the federal reserve 
banks will be opened November 16, is also accepted 
as an item of favorable importance as the opening of 
these banks is estimated to release nearly $400,000,000 
in reserves which under the old system the national 
bank would be required to carry. 

While it is a fact that generally speaking there is 
less actual business being done today than for many 
years past, there is a much more hopeful view of the 
entire situation—both industrially and commercially. 
Even the iron and steel interests, which have probably 
been hit harder than any others, regard the situation as 
one which in the very near future is bound to work it- 
self out in a manner which will ultimately more than 
make up for the present loss of business. The fact that 
in certain trades the placing of large orders for for- 
eign requirements has caused great activity is also 
taken as an indication of what may be expected to be 
a regular feature of the conditions from now on. 
With the return to something approaching normal 
financial conditions, we shall be able to reap more of 
the advantages of our situation and thereby realize 
profits and employments for labor which can not be 
taken away. 

The return of confidence in busniess circles and par- 
ticularly in the ability and willingness of the banking 
interests to take care of all legitimate requirements is 
bound to result—in the very near future—in a great 
increase in activity on the part of all industrial and 
commercial enterprises. 

A number of orders for rails and other equipment 
has been placed by some of the railroads and a slightly 
greater activity may be said to exist in railroad equip- 
ment generaly speaking, in contrast to the extremely 
dull weeks which have prevailed, but as yet, it is so 
small that it fails to excite a great deal of interest. 
It is, however, to be regarded as one more sign of 
returning activity. 





STEEL. 
The market for steel bars in the Chicago district 
is on a lower level and some of the leading makers 


are quoting $1.28 f. o. b. Chicago, although others are 
holding for $1.33. There is very little business being 
done but on the other hand makers do not seem to be 
anxious to enter into negotiations for contracts to be 
filled during 1915. Structural shapes are naturally 
slow because very few. building contracts have been 
let, although architects state that as soon as things 
settle down, there is a very large number of such con- 
tracts to be given, and this will naturally call for heavy 
orders for structural shapes. Mills in the Pittsburgh 
district rolling shapes, plates and bars are now oper- 
ating at only 40 percent of capacity and reports from 
other parts of the country indicate that their active 
capacity is not greater than that in the Pittsburgh dis- 
trict. 


LEAD. 

Although the leading interest in the lead market 
has not yet advanced its quotations of $3.50 for pig 
lead, the market shows quite a little more firmness and 
sales have been reported at $3.52%4 f. o. b. New York, 
with $3.42% at St. Louis. The recent buying of lead 
for shipment to Russia seems to be over and the last 
shipment to leave America before navigation closes in 
the Baltic Sea went forward on Tuesday, October 
27th. Chicago quotations are: American Pig, $3.70, 
and Bar, $4.20, which show a drop of five cents since 
October 24th. 





COPPER. 

There is quite a better tone in the copper market, 
caused by more active buying both in domestic and 
foreign consumption. The exports of copper up to 
October 27th amounted to 22,183 tons as compared 
with 18,750 tons for the corresponding period in 1913. 
Electrolytic is quoted at $11.50 for thirty day deliv- 
ery, but very few sales have been made at this figure 
and under ordinary circumstances, the market price 
would most likely be given as $11.37%. Prime Lake 
is also quiet with a nominal quotation of $11.50. The 
Chicago quotation on copper sheets has been reduced 
from 17 cents to 16% cents base. 





TIN. 

Although apparently the foreign pig tin market is 
firm, New York shows a weakening tendency, which, 
however, is said to be caused by the decline in for- 
eign exchange and not so much by a lessening of in- 
quiries or orders from tin plate makers. The official 
New York quotation is from $31.00 to $31.12% for 
spot delivery which compared with the October 24th 
quotation is two cents higher. There has been no 
change in the Chicago market. Although during the 
early part of the week there was quite a flurry in 
solder, things have settled down again to the former 
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basis except that Commercial 4% & % and No. I 
Plumber’s have gone up a little, the prices being: 
XXX Guaranteed, % & %, 20 cents; Commercial, 
4 & %, 18% cents; No. 1 Plumber’s, 17 cents. 


TIN PLATE. 

The demand for immediate delivery of tin plate of 
practically all qualities has been fairly heavy, top 
price being secured by those makers who are able to 
ship from stock. Particularly is this the case in the 
Pittsburgh district. Up until the present time, there 
has been no decision as to the prices for tin plate for 
1915—shipments, and indications are that these will 
not be announced until very near the close of the 
present year. 


SHEETS. 


There has been a moderate improvement in specifi- 
cations during the week according to the reports by 
some of the steel sheet manufacturers in the Pitts- 
burgh district, and this is almost the only encouraging 
report made from that section. In Chicago, steel 
sheets are obtainable on a basis of $2.03 to $2.08 for 
28 gauge black sheets and $3.03 to $3.08 for 28 gauge 
galvanized, f. 0. b.~Chicago mill. Some rumors of 
even lower quotations have been heard but no actual 
sales have been reported at less than the official quo- 
tation. Both Cincinnati and Cleveland report a firm 
condition of the steel sheet market and possibly the 
advance in spelter has something to do with the firm- 
ness, particularly in galvanized sheets. 





WIRE. 

With very dull conditions so far as domestic con- 
sumption is concerned, the wire market continues on a 
firm basis owing to the heavy demand from foreign 
countries. One inquiry for 20,000 tons of barb wire 
was received during the week and deliveries are not 
promised any earlier than late in November. Canada 
also is looming up as a possible consumer of large 
quantities of wire products during the next few 
months. P 


SPELTER. 


Some new inquiries have been received for spelter 
from abroad, but on the whole the market is un- 
changed. The domestic inquiry and demand is very 
light. The official New York quotation is $4.95 to 
$5.05 with $4.80 to $4.90 East St. Louis. The receipts 
and shipments of spelter since January I, I9I4, as 
reported by the Merchants’ Exchange, are as follows: 
1914 receipts, 3,416,760 slabs’ against 3,485,570 slabs 
for 1913. 1914 shipments are 3,319,010 against 
3,570,480 for 1913. 


PIG IRON. 

In the far eastern territory, there has been quite a 
spirited competition among pig iron producers with 
the result that lower prices are being quoted on even 
the very small lots which compose the current busi- 
ness. In New York, the aggregate sales for the week 
will not total over 5,000 tons, which is an indication 





AMERICAN ARTISAN AND HARDWARE RECORD 79 





of how little business there is really being done. The 
basic price for Number 2X at furnace may be said 
to be around $12.00, and some small sales have even 
been made at $11.75. In the Chicago district, there 
has been some demand, although for the most part 
only for small tonnages for immediate delivery, and 
pig iron makers have reduced their operating capacity 
as they expect no better conditions before the close 
of the year. In the Pittsburgh district, prices are 
about 25 cents a ton lower than a week ago when the 
basic price was listed at $12.75 valley, but generally 
speaking, all foundry grades show signs of softness 
although prices have as yet not been severely tested, 
owing to the fact that there is no effort made, either 
by seller or buyer. In the Birmingham district, a 
number of small sales are reported—none of them 
over 500 tons—and all were said to have been made at 
$10.00 for Number 2 Southern Foundry. A _ well 
known iron maker in the Birmingham district ex- 
plained the situation in this way: 

“One of the principal things wrong with the pig iron 
market now is the mystery or rather uncertainty that 
surrounds everything. Neither the maker nor the 
buyer knows what to expect. Both are ‘on the fence,’ 
so to speak. And consequently, while they are wait- 
ing for something to happen or some signs of what is 
going to happen, there is no business.” 


Matthew Addy & Company’s Market Report, Cin- 
cinnati, Ohio, October 31, 1914: 

“Among the falling leaves some birds yet sing,” said 
Landor, and he may have had in mind that even in pig iron 
there can be a ray of sunshine now and then. The week 
has been marked by further large orders of machine tools 
for export.. Many of the tool shops here are rushed with 
work and have orders for some weeks ahead. The ques- 
tion is how long will this export business continue. It 
certainly is good while it lasts, and there appears to be 
a prospect of more coming when the present orders are 
filled. These machine orders have given unexpected work 
to the foundries, and some of this activity is slowly work- 
ing back to pig iron. On the part of the steel mills there 
has been a further reduction in production. Of course 
there is no denying that these are dark days—not even 
the complaining cotton growers have had or are having 
as hard a road to travel as the pig iron makers. But the 
trade has not lost heart—and the memory is grateful like 
the shadow of a great rock in a weary land—of the sur- 
prising upward movements of pig iron in the past. The 
country today is really suffering for pig iron—there is a 
deplorable consumption. Our domestic markets are all 
slack; stove makers, agricultural implement makers, no 
matter where you go you find a demand far below the 
normal, below even a wear and tear basis. Notably this is 
true of the railroads. They are scarcely buying a thing. 
The railroads are as a rule the best customers for iron; 
now they are a negligible quantity. The record of orders 
for new cars and locomotives is tearfully small. 

The export business, of which we are talking so much 
—it is really the only new thing we have to mention—is a 
small affair compared to the possibilities of the home mar- 
ket; and until the home market turns and begins to de- 
mand pig iron not much is to be expected. We must see 
confidence restored here and prosperity return before iron 
will come again to its own. 

aa Sane 





Little do ye know your own blessedness; for to 
travel hopefully is a better thing than to arrive, and 
the true success is to labor.—Robert Louis Stevenson. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 























































































METALS. LEAD. AUGURS. BEATERS. 
American EE $3 70 motes § SEGUNI 53» 5:cis, co dns sleniet 70% ieee iia we ey doz 
La pee ite ke - 4 70 oS Oe Sai A °. inned Spring Wire. 0% 
ron National (White) brands (in less ee | a Oo eres oe 70% No. 11 Spring Wire coppered. 1 306 
FIRST QUALITY BRIGHT than 100 Ib. lots), per Ib........ 7c No. 10 Preston.....,....... 90 
. ALLL uu s 
PLATES. Sheet. Motion. Ms" 50 Imp. D ofp 
Per Box | Full coils......... per 100 Ibe. $5 20] Boaney’s list $30.00......75 & 5%) No soo Te OU sg OO 
: : $6 90 Cut colle... .5.055¢ per 100 lbs. 6 25 NEED, FOO Do avs nen ee's vs No. 150 “ * hotel.... 1 50 
iC me pbs eshasus acne " a. ao 4 Heavy hotel tinned.. 2 1( 
A ee So +2558 Kees eee . oO. it “ “ ae 3 30 
IXX. 14x20. 002s 8 45 ALUMINUM. Post Hole. ps ae WT 8 ge 
Lg > = pape ase 10 10 | Carload lots. Digwell. 8-inch..... ; rdoz.12 50} No. 18 “ “ “ ") 4 8% 
XXXX 14x20... .-. ee eee ees oe Iwan’s Post Hole and Well... 40% 
zc moras PP eS ee +4 4 pet 1 Pure Ingot...... per Ib. $0 23 Vaughan’s, 4 to 9-in.. .per doz. 6 60 
xx” Sm38.....02.caM ee eee 34 BELLOWS. 
IXXX 20x28... . 0... eee eee es 18 50 Ship. Te rate Bask Sap 65% 
et ee — - ere TIN. Ford’ s, with fe without screw. . 550% Hand 
nell’s 40-5% 
COKE PLATES. _ “Gharnesarrtaan: aaa) behead ni saotlt F 
Cokes, 180 Ibs..... . 20x28 $7 80 ; Se 4 aha 
Cokes. 200 Ibs....... 20x28 8 4 Brad. AWLS ev onl 
Cokes, 216 Ibs.......IC 20x28 8 3 DES Disc bbakasss ~~ 12 6 
Sokes, 27 . ‘4 No. 3 Handled....... per doz. $0 40 
Cokes, 270 Ibs.......IX 20x28 10 00 HARDWARE. > Se ‘ 4 . 
Shouldered, assorted 1 to 
PIG IRON. ite. eihaees «PTH 3 601 cou, oS. 
Northern Féy., No. 1.......... $15 00 * TARTS, 1 99S. 3-inch Nickeled Rotary Bell, 
Northern Fdy., aq » AES + ty ADZES. Bronzed base...... per doz. $5 0¢ 
I< 2 , SS : i 
or moet ed 29 ana 16 10| Carpenters’ Harness. ‘ Cow. 
Southern Pdy., No.2.......... SOE III. © gin en cca ccc tbaccwe 40% | Common............ “ ie ae ee 
Southern Fdy., No. 3.......... 15 60 Patent...........+.5 0 REE ae ése10% 
Lake Sup. C Rann 4... 6 2hsa 16 50 
MAME 55 oo os'o son ounaseene 14 50] Coopers’. p Door. Per doz. 
Bersen' Dik ibsnics cacdvawewie 15% idl nea a 1 50 e Departure Automatic... $6 50 
T INT RE RCH RS + | Te ~~ = yaaa lade Be neg “ gc mg 
BLUE ANNEALED SHEETS. ite’s at Bee eet tee 35 tn ht Comite... he 
ON Nae per 100 lbs. $1 95 -in. Old Copper Bell, ene. 6 00 
Sy Serre per 100 lbs. 2 001 Railroad. -in. Nickeled Steel Bell.... 4 50 
__ SS eee per 100 lbs. 2 05]  piumbes 0” Scratch. 3yin, Nickeled Steel Bell. 5 00 
No. 16.00.2221. ‘Sper 100 tbs. 2.10] Plumbs..............s0seeee, 40% | No. 1 handled....... -" 3 as 
No. IS, socket han’ld. per, doz. 1 25 
: . Ship. No. 7 Stanley Wee oa 1 75 Hand Bells, polished....... 40&1 
ONE PASS COLD ROLLED BLACK Plumbe pane : bs bee sec oe tal, ee Spe “ A 
Ne MR soa per 100 Ibs. $2." | White's. .022020220 2000 IID18@ AXES Swiss... se cece 40833 % 
NG. 22-34... <4 .00% Y 0 . 2 ; i i 
_ —’ " kavehe eens = = _ : oe Boy's Handled. Werver Chime... 0... eccacsce 334% 
ne La Se per 100 lbs. 2 30 Lippincott, 3 tb......per doz, $7 00 Miscellaneous. 
No. 28.........+++. per 100 lbs. 2 35 AMMUNITION. Marshall Falls City...  “* 6 00} Church and School, steel alloy... .50% 
3 7 ‘i 
GALVANIZED. Caps, Percussion—per 1,000. Broad. Farm, Ibs... 40 50 75 100 
ie eas rer ers a a4 os #2 4 Fb L., Waterproof, 1-10s........ a Plumbs, —— — 1¢aawsen eg ig % |EBach....... $190 240 355 475 
freee ween . CROSSE EDS OOS EeSED ES EOS eee an TEMPE ETTTET TY 
No. 22-24.......... per 100 lbs. 2 90 Musket CAAT RE 68c “  Firemen’s (handled), ¥ BEVELS, TEE 
_ oS Setar es Pe ge re ee ee. Se ne er doz. ” 00 
No. 2800200000. 00-Ber toolbe: 3 38| eee, RE ee ee 
PCM ALiowsss sees er 100 Ibs. 3 65 | Shells, Loaded— ey's iron handle...........- 
. Loaded with Black Powder..... 40% Single Bitted (handled) Stanley's iron handle............ Nete 
Loaded with Smokeless Power, | >#m8"€ 1 eee 
POLISHED SHEET STEEL. | Loaded with Smokeless Powder. “| Blood's Dull Hinished.”:.2.7"°19 $0] BINDING, OILCLOTH. 
ee per 100 Ibs. $4 55 high grade........ 40 & 10 &10%]| Rough Rider................ Bia) 5 eee ieeuaue 
No. 26..... per 100 lbs. 4 65 PMNs bis 4.0eg caer <> fe RT a ae cccccoedl 
i Rete per 100 Ibs. 4 75| w; ‘ Perfect Premier, Forest Clipper 10 00| Brass, plated) ......1.7772777 2.75 
MMS. ciiciensnte ' ee 
‘ per 100 ibe. 4 8s Smokeless Repeater Grade..40 & 5% |<. le Bi - dl . BITS. 
ae ny andes Grade 40&10& 10% — pee henner handles). oo be Auger. aie ia 
ee eae 40% ood’s Champion........... Extra Double Spur. . .70&1 
SMOOTH STEEL. ’ i Reise cine sale 9 3 owes od and achine.. . .40&10' 
‘ OU TREO. occ ccdsccees 7 BODIED so o4s sv cscccesscuee 5 
Wood's Smooth, No vader Gun Wads—per 1,000. Irwin... 0+. sepeeeeeeeeeeenes 5 
oe "No. Winchester Gun Wads...... .. 15% — aaa cnn be teeeeeese —— 
“ No. Double Bitted (without handles). ; ANSIVE....-... 12-46 
i 4 No. Blood’s Champion, 3} to 44 Ibs. Steer ° “ Small list, $22 os 9s 
“ “ No. Powder Each. per doz. 11 50 I Car Large $2 6 00 ae 
, ° , ose saree esiveeens ae ERY ee eRe 
DuPont's Sporting, m. ae ae 4 ekg FF ceases at s A re Ford’ s Ship Anger pattern 
PATENT PLANISHED SHEET pide Ree o t kegs.... 185] Theabovepricesonaxesof3to4Ibs, | “BFs ss rrrrreeereeeesees ts 
ROM, DuPont's Canisters, iz Ce - . are the base aig C 15% 
> Same sn 41 tha. Gieceee GA Nese cost vies vorae 
Patent Planished Sheet Iron . Smokeless drums... 23 49 : to 3 Ibs. advance 50c. Countersink. 
pene piptiacgaapiincs $9 11 y - vee Ses a 4 44 to 54 lbs. advance 75c. No. 18 Wheel doz. $1 60 
-kegs... 6 o. eeler’s.. r doz. 
a - 10-can drum 4 86 No. 20 are “ 2 
PATENT PLANISHED SHEET . ee BAGS, PAPER NAIL. American Southend. » Te 
STEEL. “ sige 
Pounds..... 10 16 20 25 Pa 1 00 
Dickey Planished Sheet Steel...... Ci) os. Per 1,000. ..$2 50 375 450 5 00| Mahew’s Plat. vitae 2: oa 
Drop ‘shot, sizes smaller than 
SOLDER. mi. ~% bags. per bag... ...81 85 BALANCES, SPRING. one ean iid 
rop sho and larger sizes, Pa Vos viaeve 
XXX Guaranteed J ne: -perlb 20 ¢ 25-Ib. bags, — OORs sou cs EL ny OE a re ee eee 40% menell Jennings 0% 
Commercial $&4......... ‘* 184c] Buck shot, 25-tb. bags. per bag 2 20|Pelouze...............seeeeeees 20% | Gimlet. 
No. 1 Plumbeis........... 7c Chilled shot, 25-tb. bags, 2 20 Standard Double Cut.... , ra “‘f 
attern..... per doz. 
SPELTER. ANCHORS. See ng epee . 4 
Wiss 6 ios cas ees: coe 5}c | Expansion Screw Anchors........ 60% Pinch or Wedge Point, per cwt.. $3 25 ss Bap hsinh twee ~ 15% 
SHEET ZINC. ANVILS. cates BASKETS. Reamer. ‘ 
dg, aE $9 00 | Trenton, 70 to 80 Ibs......9%¢ per lb | seat Willow s dos. 700] pimmines Square... os: 2 
Lec. chan Cask lots.....$9 25 to 9 75 | Trenton, ®! to 150 Ibs... ..93> per Ib. Medium See i 8 73 Ginndard Sar, “ 19S 
Ge ccna ae 
COPPER. ASBESTOS. Slide tee. tte.. itn te ne papi _ 
2 ¥ > 5 " __. Sepree rd 
Copper sheet, base. ............. lo} Board and Paper .........$3 00 Cwt PEP OR cicacae $3 50 500 675 No. a 1 25 
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BLACKING, STOVE. (See Polish). BROILERS. 
BLADES, SAW. ea ee eT ee 

Butchers’. No. ‘Cooma, Self-basting, 90 doz. Pe °% 
Standard, # & I}-in..... ge e's 35 
Cigel Spring. ....-s+seeeeeee 35 BUCKETS. 

 eabe et eoeeen EAN To 

enh Pump, ml 
ack. NG x5 wi Bees ware per gro. $4 75 
Dieses Si eae es Savceaws “aa cooper We ee - 4 75 
Flexible.......-++eeececereeee MONON. cv acs. “ 7 50 
Star a Oe aes Ree ee 20&5 RS “ 9 25 

| A eae <M 5 00 

Wood. MN shins 20 a cues ans nd 6 75 

ackeoot Bs sds e080 ces per doz. $2 40 

Disston's—Na- 6, 16, 26 & 048. 3 5 WGaiva Qts 10 12 14 

Triumph.....-+sseeeeeeeees Bet de = $2 90 A en, 
en, top, ear, plain, per doz. 4 7 

oui BLOCKS swivel,“ 5 
na 
Wooded: 65520 03 seca vad ace = BUCKS, SAW. 

Steel... ccsccceccceveseecsess lo SSE en ait die Oe 

Tackle. , 

Iron Strapped..........+-- 70&10% BURRS, RIVETING. 

Com. Steel...-.+++-+reeereres 60% Copper Burrs only.............. 15% 
Tinners’ Iron Burrs only....... 65&5% 

BOARDS. 
Stove. : Net Pri BUTTS. 
Pha eauiee es 

Webe pi sear Be te Cast Irom. ......-.+..s-s0000. 60&5% 

Wabash Mosaic.......... sf Wrought Brass (New List) . 1 150&10% 

Wabash Delft Enameled .. e Wrought Steel, Bright............ 65% 

Wabash Art Inlay....... « Wrought Steel, Japanned.......... Net 

Wash. CALIPERS. 

No. 760, Banner Globe, nee s2 Pexbh. spisacdan sess vesestsiehs 35% 
oo 505+ a0 0 88 Valse 2 i d RS ie otic te 0 eeaeee 
na al get Tec iamansephapsensenaas Se 

EE et per doz , 
No. 800, Brass King.. “ 3 30 ,Losser’s Boot. 
No. 172, Our Best, (soap saver) (Lufkin R. Co.’s), per M..... $3 75 
Perr ee per doz. 3 25)|Toe. 
No. 964, Royal Blue, (Enamel) Shoenberger............ per lb. 5c 
Re a doz. 3 25 I eo . 44c 
aE ae “ 7c 
BOBS, PLU MB.- Ne ee 8ic 
Carpenters’. 3 CANS. 
Mea... 2S iiceks sus per doz. $0 60 Milk. 
No. Big Gioia Whe ae 1 20} Holstein. 
6, BE aenacess ~ 2 25 Gals. . 5 8 10 
Ne, Si Owes cass ” : . Per doz..$18 50 2450 27 50 
| ae See re se 
No. 113, brass plated. “ 1 10} Gem Pattern. 
No. N30, nickel plat’d “ 1 50 Gals..... 10 
Per doz..$19 25 2375 25 00 
BOLTS. iat 

Carriage, Machine, etc. I Gels ta a Emer 10 

Carriage, {x6 and sizes smaller Per dozen........ $25 75 2900 
and shorter...........+. 75&10% 

Carriage, sizes larger and long- 810% J “Gals Pattern. 8 10 
OF WIA BHD ioc ote oes ee > Meee ete eee ee 

Machine, a and sizes ont 010% Per ‘doz ree ee eens $25 00 28 00 
and dhorte?, .........5.;- 0 7 - . 

Machine, sizes larger and long- CAN OPENERS. 
er than §xix4........... eee See Openers. 

Stoves 220001000111 oad CAPS, GUN. 

ere a ray 75% See Ammunition. 

Weg et 70% CARPET STRETCHERS. 

Mortis, Door 60% See Stretchers. 

CO TING ceis oenet he ceee een 
Gem, bronze plated..........-- 20% Bie, CARRIERS. 

Barrel. Diamond, Regular... -each, $3 85 
Ce eddie cacicscve gains 60 Diamond, Sling........ 7 00 
, 75&10 Myers’ Imperial........ 7 3 85 
Wrought, bronzed.......... 50&10%}| Myers’ Clover Leaf..... si 4 00 

Flush. 

WN ss isc sicsns tanks 40&10% CARTRIDGES. 

Spring. See Ammunition. 
LA ee 75&10% 

Wrought, heavy.........-. 708&10% CASTERS. 

Square a Standard—Ball Bearing....... 50&10% 
EEE eT gti) a Ee Came ete 609 
WRONG cd cde kee tneses obese 70% 2 70 

Common Plate 
BORERS. SL EOC sn 60s, <'nc Pane a de'es 0% 
Angular. me and porcelian wheels, new 
rs RR, SS ree Sih cs ww ew nn ca Oe KS © 0.0 0-8 6 
es ee... as oot'* 8 Pages doz. $15 fea Philadelphia Plate, new list. "60% 
: > Eee 60% 
Bung. Doe ye Pere wee 7 75&10% 
Ente ise Mfg. Co. bd ie 15&5 
iit at 2 1385% CATCHERS,.GRASS. 
Carroll's, No. C........ per doz. $4 25 
BOXES Wildermuth’s, 

Mail, No......... 1 2 10’ | RRC 1 ° os 
Per doz........ $350 5 00 15 00] fer doz...... ee PRE, ee 

Miter. Per doz... $675 950 10 00 
New Langdon OG ee ses bb 15&5% 

+ sem c8 Sy ee A nr 30% CHAIN AND CHAINS. 
a PTs BN oi ees e's each, 1 50 Didast Chaénux. 
BRACES. ow gman ae doz. pairs, $5 75 
ith Covert Snaps: “ 5 00 

Fray’ s aap = Pa 9 gil Migaskoce ed With Slide........ 3 25 
© SMES osc. ss5.--.00 Sy te... ‘ 2 85 
NOOO IIE 3 $0] Bright Ox Chains. 

3-in., $7 25; j-in., $5 45 per 100 lbs. 
BRACKETS. 

Hay-Rack. Cable Coil Chains. 

Wenzelmann’ = . $9 50| Inch..... i's ry ¢ i 
ee eae ee eT ier 10080. $10 80 8 00 7°00 6 20 

Shelf. Inch.... 

é Per 100 tbs eo 590 575 5 65 
Clover Wrought Steel.......... a3% i eee H 1 1} 
Folding...... pao kaes ue ®' PerlOOtbs........ 555 555 5 65 


Cable Log Chain- 
aon 25c per 100fb. on Cable 
oil. 


Coil Chains, German Pat. 





Saw Filers. 
Disston’s list, $30.00........... 30% 
Stearns’, No. 0, $3.50; No. 1, 
$11.50; No. 3, $5.00 doz. 
— No. 1, $6.25; No.3, 


Se a ae re ee 1900 

co RENN, | CLAWS, TACK. 

German Pat. Halter Cheins Cast, wood hdle....... per. doz. — 
Forged steel,wood hdle. 

og NS Oe Bere 664% | Solid steel............ " oa 00 

Ol ee eee 5 | I RR CSE Sr ets “ 50 

NS os eras occ navees 60% 

German Machine Chain. Praia CLEANERS. 
3/0—2/0—-1/0—-1. .... 2+ +200. 50%} Iwan’s Adjustable. .... 2. SS% 
Picture Chains. Iwan’s Stationary........... 40&5% 

Light Brass, 3 ft..... per, doz. $0 50 Pot. 

Heavy Brass, 3 ft. PRE MODs tas cceceves per doz. $0 7¢ 
Pump Chain. Side-Walk 

oneeonnen per 100 Ibs...... $5 50 «gape laaeaaaaea ed doz. aR 
Safety Chain. 

MM eras oh oo ow oc ee OS 65% CLEAVERS. 

: Family. 
Sash Chain. (Morton's) Beatty's, Inch 7 8 9 
Steel, per 100 ft. Per doz...... $8 75 975 10 75 

SER ER TS SO oe $1 20} Royal.............. per doz. $2 25 

RUIRTE ERR oe a ee 1 60} Butchers’. 

Re eT Tee Pee 2 40 RR Na ee 8 ye 5% 
CoRR” Me ee ers fae 2 00 CLEVISES. 

| 7a Seoearrererars ‘ 270 Malleable Eb Se ee Sd ek Os Oe welds ic tb. 

Ps eee ey 33 

Ruses Genesee 5 CLIPPERS. 

Remote Metal. oes MOONE So si ane cenear's< .. $1 90@4 75 

SS cnanpiirage 8 CLIPS, 

Cable Sash Chains MM cin wd b.'G.ay.0-2tdiawamaionoad 658&5% 

0 a ee Damper. 

| OPPORTU eer Tete 25% orga Ras eseswiad ada ce per doz 70c 

“ _. (Saar ree “*  38¢ 
— en aie MMI ins van nesasie oe “ 
y 

Per 100lbs.$16 00 13° No 12 50 CLOTH 
Stretcher Chains. Emery 

¥s-in., $8 50; 3-in.,$7 75 per100lbs| Star... |... ....... oe ee ee 50% 
Tie-Out Chains. B Boece cece eee e cece ee peees 50% 

ee er 70&5% | Hardware Wire—full rolls (100 ft.) 
Trace Chains. 2 to 3, incl., Galv.—in full roll. - 8 = 

| estern Standard. 4and$........ 

Mls Sib cess s wake per pet, SORT Genki cans ccs <c: 7 “ia 3 30 
ae eae o"34c] 7 and8...... “1. 400 
| Gea Ae ‘a 33¢| Screen Wire. 
pe ee Pe ee 38c 2 h ‘ 

Add 2c per pair for Hooks. _ 12 mesh, painted, per 100sq.ft. 1 20 

Add 2c : for Twist Link. COCKS AND FAUCETS. ® 

Wagon Stay Chains. 
PEERY vn asians a ts # |Compression Plain Bibbs......... 65% 
Per 100 Ibs....$6 50 600 5 50| Lever Bibb Cocks.......... . 65% 
Compression Hose Bibbs. . .50, "HE 
CHALK, CARPENTERS’. Telegraph Faucets (new list)... .50&5 
Racking Cocks (new list).. 
Blue... 2.2... eee eeeees per gro., 80¢ | Compression Lock C’ks (new list) . 60% 
Red. ....... esse eeeeeees ve 70c | Andrew’s Brass Faucets.......... 70% 
White........ TEP Pere 60c | Angle ying, Fencete, per doz.. $0 85 
Common White School Milk Can Faucets, per doz.2 60—4 20 
Crayon............. lle | Petroleum Faucets.............. 70% 
— CHARCOAL. se COLLARS, STOVE PIPE. 
1 sal GR gt one er , 95¢ 
ens , on Inches.... 5 6 7 
CHECKS, DOOR. _— wie. por age' 90 240 350 
ARR oe trey eer ee apanned Tin ““ 300 350 4 25 
= Seaasenes name 30% | Lacquered Tin“ 360 $20 4 80 
CHIMNEY TOPS. COMBS, CURRY. 
Iwan’s Voleano.................50% Nod. Per ddk. Nos. Per éaa 
“—? 7 > 
CHISELS. pe 320... 8s 
Box. is... 198 390.... 1 35 

oO 10 12 14 39 90 532 1 20 

a. per doz$3 00 3.50 3 80) g9°°°' y 15 a... 75 

Fla 400 500 5 50) jog °'°' 80 1400.... 1 40 
Cold. 

Good quality, § in. and COMPASSES. 

Gan a 8 5 0.505-0,0 «:s per lb., 13¢| Carpenters’............... 60% 
Smaller size, per doz............ Pencil—Faber's........ per doz. $1 00 

Socket, Framing and Firmer. pats ’ 

CE ican cia naxss 75&10% CORP Eg Cee Statals, 
Tanged, Firmer. COPPERS. 

WUE WOBEIOD oni paiec oe ceves 20% oe 

BE Ss atic ae tan se per tb. 344$e 
Choppers, See Cutters, Meat. i} | Se erat 2 tb * 30$c 
3 tb and larger.. ; “ 2c 
CHUCKS, DRILL. 
Goodell’s, for Goodell’s Screw Picture CORD. 
Vann e * Yankee Soee * 75)" “White Wire (new list).........85% 

Pe a 5 00} Sash. 

Regal Brand... per Ib. 35c 
CHURNS. Puritan Brand.......... ".. moe 
~~ agate ee CORKSCREWS. 

I i's ss '0's $390 460 4 85|Walker’s..................00.. 334% 
eT. See 65&74% | Williamson’s Regular....... “40&10%, 
ae Dash, ‘ ; Williamson's Forged Worm....... 50% 

"SRA : 

Per doz... $9 00 10.00 10 80 COTTERS, SPRING. 
—- wae $3 7s 6064 35 P, * All clnces (new Usb ise 6c cc ccess 90% 

CLAMPS. COUPLINGS, HOSE. 
Adjustable. 

Martin's. ...........-.+.++++.30% | Brass Piated.. 2111111. PeT#O™ Figg 

Cpe becccccccevscsseeescs 25%] COVERS, WAGON—See Tents. 


Hose. 
Sherman's, brass, }-in., pe1 doz .42¢ 
Double, brass, 3-in., 90¢ 





CRADLES, GRAIN. 
Morgan's Grapevine... .per doz. $22 25 
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CRAYONS—See Chalk. 
EMERY C 
ceee Bank LOTH—See Cloth. Wood Pails. 
Pi : EMERY Frazer's, 15 tb, 80c; HAN 
inch or Wedge Point...... per Ib. 33 , TURKISH. ae ie. 15 . Aner — Door. GERS. 
: 5-Ib. each. " : . . S. Rolled Beari 
i CUTTERS. es os ike sa pkgs. }kegs kegs, | Tin Cans. Biatctiless - Neos esses 608 10° 
we ee Pam $0 ; wo geen per; Mm = a 4c Chamellene Graphite, World's Bai binds saw.cs Seu é 
Gath & Hemenway & 5 Cc 3c 1 tb. per gross... Wedaer's Adisswih.” °° * "se é 
Woetdwasd. ....002-.00sccndae 108 ‘ENAMEL 2 3 th. per gross.............. vi. 50| Warehouse oe ee ae 70& 10: 
Fo mete A ER Ee 0 Pen L , IRON. tee. eee WES st teers 25° 
Enterpirse Nos. 5, 10, 12, 22, 7 ioe Enamel, 3 doz. case, GRIDDLE ste P. 
N e% 42.........+4- war Peerless........... --per gro., 15 00! Soapstone “i wan's Perfection....... 50° 
Pipe. 02, list, $1.50 ea...... S.C Ay.) SO RSS 5 Se: 334% | Eave Trough fay 
e ef GR N = 4 wl 
Saunders’, No 1 EXTRACTORS, PIG. Family. NDS TONES. Poind’s BIAS Res 6-92.99, 6 per gr 
Each , P - 3 See Forceps, Pig. mperial FERRE ae gro. $2 35 
succeres $0 75 120 3 80 Inches....... 6 2 et oe eRe aes oe nia 20% 
Slaw and Kraut. EYES Per doz...... $7 75 9 75 ate ee 334% 
dik or : ar 
—- a. aise per doz. 11 50 Bright Wire Screw—See Goods, B. W ee Ac i 
at... ! 75 | Drifting Pick.............. 60, 10&5% SE ALY. $22 00@$23 00 Ives’ Impro IER hil per set, $3 75 
2 50| Hooks and— ’ % 7/0 L proved...... 
MS ese “ 77 ai Mounted. — s Standard. . “ z 60 
‘3 =i ag ne One 85&10% | Ball Beari anc’s New Model. “ : 
: DAMPERS, STOVE PIPE NS 6 niien Sicind oh ahd os kok ee 90% Rach ; hating. hee : 2 ; 3 Le Roy Noiseless... iz : 10 
ae 4 P Com | “bei . 35 | MCBArGS .........eeee, 
Jewel... eee eeeeeceesees s080%| _ FASTENERS, STORM GASH. LL bs see + + 40810% 
ae oe ae © | Schroeder's... . 
___ DIES AND STOCKS. ee +33" <1, ee GUN WADS. Hi HASPS. 
Discount.........---+++0++seees 40% — (See Ammunition). pra PON Edo baes ves bbe 40% 
DIGGERS. -ETS—See Cocks. ith Staples—See Staples. 
Post Hole. Brad HAFTS, AWL. 
Aaa FILES AND RASPS. ae 
ia -per doz. $9 2s 0 TS Maia oo RAD. 0% ee eee per doz. $0 19|C HATCHETS, 
Eureka. e vo ve = - ve - E = 4 = AOS SS SREY SEG ‘V7o Peg. . 9 ee SCE ee aah pepe es 50% 
Hlercnles acca’ 4 10 25 Savion ass eet Coe 75&10% Common. eadikaee “ 2 Cast Shingling. -per doz. $1 i0@1 $5 
Iwan’s Perfection. . .. “ 9 re Black () OES CN 75&10% Patent’ on as + 3 vt 50 rmantown........... 4 ; d : A ; F “30% 
ot gina pattern “ 19 00 Eagle....... Sick OE ee 10% : saat " 60 _— 
: Ein sa Pid nn ee 17 00 a Western. ........... 75&10% gpm HAY KNIVES 
is : also Augers—Post Hole. —— oe ee 75&10% en py ee “ 9 |See Knives. : é 
ividers, Wind.............. 65&10% a RI e eeigies 758:10% EL Sat Sue cs “ 52 
DOOR CHECKS—S J. Barton Smith.. ioe sei0% HALTERS HAY 
} ee Checks. X-F Swiss Pattern......... 40&10% Jute Rope 7 : RACK BRACKETS, 
DOORS, SCREEN. "ach Sion Saige SRR SEN I roe. Bisal _ = oppah hha -per doz. $1 10 Weasieman’s No. 1... oe doz. #9 
j-in. 4- Disston’s 70 | Web. $3 1 85 | Wenzleman’s No. 2 9 00 
-panel, painted...... RIO ny «gly la at oe 75&10% | be Mass sienenaweeye “ 2 o Do. 9 60 
14-in. 4-panel, painted. prices | rretler’s. . % | Leather, rope tie...... o 00 
iste. ae few: (SO ER sa SS Rp ans Miata fglte 70% | Leather, leather tie.... c+ ail i 30 HINGE 
MT. 2 bine gates < FLUE S$ Blind. NGS. 
BeBe TOPPERS—See Stoppers. HAMMERS, HANDLED. Clark’s Gravi 
ANGERS—See Hangers. sencnne: os Blacksmiths, Hand. Parker’ s Gravity . per doz. sets, $1 05 
5 Qe ce LT 2 eRe e x 
DRILLS. Superior. . SRC aie 50&107% — A Oe nied Melee id 65% 
Se Stock....... es tee”? or ko SO | emiGieb inate srereeione, for Wood 0 
ee I Nie aed pati me teeeee NTE tetas 50&10% Pe Sr 0 eee per doz. $1 05 
coeserecses 0 Rete cc he's alee ee 
Brees. ei ihe FORKS ihe. ee 40810% | Clark's. -.... 3 
. o No. 9... .35 7 : Ee SF oo” a a ae age ie gs tch, d 
Millers Falls No. 12.. = $ : 75 Steel, new list............. pede: ae), 4 %| Hinges only o $2! pa 3 4 ?. 25 
a cS ta] Weak Chen. gec does al Eee 
Bh ingen MORO SOE EEE ee nuckle..... 
Goodell’s Automatic, Boy. Quaker City... Bera’. 40&74%!] Leed's -- -per doz. prs. $6 00 
Nos. 01 03 3 2-tine. . Cast.. -per doz. $3 - S$ Bihicntavaes “ sets, 6 7 
Per doz. $7 75 11 50 20 3. nis: boi Ae oak 40 aa: 28 eere® MOTI... .... “ , 5 
le a fl 12°50 1108 Suc 50&10% ih 8 3085% |S ec Shae 
Millers 2 Cinglo Gear. per Gem 35-73 Digging.................. 6 60%, Riveting. 6 | Screen Door. 
i i 12 75 | RS ee pg eas fey: 65R5% acto Cast Iron. 
‘ Double “s 15 25 DN Ly igiscGhaaahe second . £34 te >. 8 poe ee 40% Steel. ree Meret ae STOss #6 50 
Reciprocating. Header | ae eS eae er dank acta 6 75 
CRORE Gi cosa bcecur per doz. 16 50 mprnne Tack a... 3 arene per dos. $1 25 pyves 
Bit Stock. . Stine. ....seeeseseeee eee: 6ORS I rey otro wihsedaa'ss o 
ee eT EAS tie 60&5 MO Son cou niente ak ikon 5 <6 col 
Standard List... .. 2.020.009 65% | Manure ‘ tay pon. ey hdl: doz. $0 F4 Columbia Dbl. Acting. . “GaSe 
: ita all. Iron, saialé. +) fae om 5 Se ee 4 
etieiied ‘sntiadt Pate re eet erent ak 60% | Magnetic... 2 35] Ideal Detachable... ‘per gro. $i 25% 
Standard....... é iis Per doz...... “eo! 70 O8 3 Matchless... ‘per gro. $11 00 
ney Oe eb abana 5&10% GAUGES. Magazine. .... = 100] NewlIdea.........pergro. § 40% 
soenniee. Sieg et PRES Sr Oe pe cp ia per doz. 475} Oxford............. fey 0% 
ampion Pattern.............. , iis ee: eS fo 
Clark's Se eamenitie sehonse: 0% Cream Pail. Heav RS, HEAVY. Wrought Tron. 
gear sc trigtgRgAeRaere | ny Dudemsinns eavy Hammers and Sledges. New Lists. . 
Reed's Lightning... 2... 45 icateas Maat ca .per doz. $3 75] Under 5 lIbs....... Light Strap Hinges... ||” 65&i0% 
Goodell’s Spiral....... .. 50, 10, = 1% Pere reer § Ths. and over............ ‘ad Heavy Strap Hinges... 65&10% 
Yankee Ratchet... 222, BE ge esborse gens hns eas vinnns Nets Pa na Re saga Si 10%| Ligh T Hinges noo 70% 
Rai aad TO eee t aoe el Masons’. sem allele ee , 600 
mith & Heminway Co........ 40&5% Wire. Single and Double Face. . . .70&10% - xtra Heavy T Hinges... . tt 
EAVES TROUGH, GALVANIZED.| Disston’s.-.--.----- 25%|A HANDLES. Bers percent 
Sete Satan ame at nen Lee a} Rarer 14 e i ami snwe'e per 100 tbs. $4 25 
ments generally delivered. - ssa GIMLETS. Gontete Assorted... per dos $0 55| 22 to 36 he heeh ee 
j iscount...... ratts justabl J . 55} <4 v0ln....... es “ 
See also conductor pipe and elbows. ee ee a .35@40% ts per Ses i, wef 2 —, 1&2, 475 Screw Hook and Ey 3 75 
I s justable. .. |... .per se i 
EGG BEATERS—See Beaters. Single... an ee BPS. o sceese wn ties tsi e % in ei Se Rhee per 100 Ibs. $6 75 
ELBOWS—Stove Pipe. Shade oo en een eesee ses ORDO pied WE A icsaiws Oe 
cane. - - 5 3 -i ey 33c; Large, 38c per doz. , 
Smooth, per doz: $0 80 0 90 / > yinch i'2  Sess. per doz. $0 70 Hickory, Socket Firmer, Assort d — 
Plan'd ra 00 > 25 1 4 a Se Pee eee ee 55 A rit Large size, 30c per pie ed, Gestion 
Corrugated Stove. 7 we GLUE. ee Sin hy pm PE picnse: Biase aac aie 70% 
Tia ulk. Applewood, 'S rge, 42c per doz. 7 
Polan per doz $0 7 ee tele ime eee penser ms os aaa ae Pe ee 
ol'd, z 40 165 235 White... <0. -...5.% ge | Coal Pick....... ‘ ‘| Ladies’ and Boys , ++ per doz. $5 00 
Plan'd, ; 25 > a H. S. Amber ie ic BFS SOR. + or vescveuscesccr avi 40% adies’ and Boys’. 
Four-Piece Stov ne 290 3 1517. 164c | Drifting Pick........ OE MD athe sss 5h oOroaen 70% 
Stove. iquid, 7" ghee fel tale ge sits 40%1 Planters Bye....... 10° 75% 
Inches ....... 6 id Ae & te ’ ,13c; Large, 16c per doz Beare ce oe aa 60% 
Planiche “ $0 60 065 o95| bePace’ -NAWY..0+02se0erneeee 40% | Hammer. ty aia i Pa ae a 8 arly 70% 
ished “ 75 195 255 List “‘A’’. Adze Eye 
5 ot" SARL beeen 373%| Blacksmiths’. | |. 7 doz., ae to 75c HO 
ELBOWS—Conductor Pi eo... ee ee 3347 ee. ée O0c@75c LLOW WARE—See Ware. 
Pipe, | wenn nec ee goers nneee 25 & nists ....... pros th 
Galvanised Steel, Tin and T, . ©} Hatchet...... “ Ic 
R . == GOODS. ian lal lth it 40 HOOKS. 
Size ound Corrugated. Bright Wire... ay and Manure Fork........... 35% And Eyes. 
be mi aes Piette sa speared 90% | Hoe and Rake......... ra . See 
8s dabapesed rapes eel $ 3 60 SE, AXLE. tia Se 1 °C ea REN ieee: % 
oc a aeaetereece 4 32 | Wood Boxes. ladies. ee ee ee sige onmeee 
— veenasanearanteneacies 15 00 ene ile aioe hice per gro. $5 50 Screw Driver Belt. : 
" ‘Gubject to discount. 18 00] Hub Lightaing.........0222 SR eae “ wr ee 708&5 %, 
eerie: ol RENT Usman meena “ sinc aibiLCuh is éernew ay 
PONE. cs cncrvisvsonseaec é 3 OP aes - Peo Ge 5 RO ak 6585% 
Shovel and Spade.........00. 100 35% -. 
©| See Stops, Bench. 














;50% 
10@1 


vodggs 


$1 05 
. .6 
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ok ae Standard, ; LINING, STOVE. | NAIL PULLERS. 

sien 7 Saeeee soy ees MGs Sect eccccie cies See Pullers. 

lee si 90 210 225 265 | ERA ae $0 60 1 00 Bricks per crate, 42c — 

Bush. ad ; sencnetiene ee Be NAIL SETS. 

POE . ts. 

Common Ae Handle, pee dee: #7 09} Bach. -.:-$085 120-290 pains Without With 
Chain. ‘ x 5 Augers Auger NETTING POULTRY. 

Inch... 2&5 KETTLES Angular... .per doz. $3 00 4 40 

Pr 100$7 60-8 10 975 1150 1260} Brags see eee 15% | Upright. 60 4.00 | Galvanised aftsr wearing’. sonis 
Clothes Lines. NE eo aco m des bins oes > 3 40 Leather Riveting. RM is. h die Beds we. ac ex's 65&5 

* FR e r doz.22c@24c a : ee per : .P see 7 

iivasiees. statin wit ECL ios civ sa cake neeane 65% secane, | ee per doz " a. NIPPERS. 

Gal s 50% End Cutti 
Coat ond Hat. UNG AT.. cece cer er creer erssens ‘0 Handy... Mia esi be m 2 00 wtling. 

Cont Baie Xo per gro. 72-@$1 50 KNIVES Little Giant......... fe 3 00 Stubb’s Pattern, Inches. 5 6 

Gem Wire 7 : p . Pony, Pomeroy...... 7 20 Sess $4 65 675 

@M WITTE... 2. +c eee eee wenennne Beet Topping. Washing End and Diagonal Cutling. 

Conductor. Clyde, 9-in. Scimiter Blade, dz. a A NT ES ee 5 25| Swedish Side. Inches... 5 
Melieatie ee NE AR SR FORM 30% | eee Me ic. oot... 6 00 aie... 50 5 75 
Wrought......-.eeeeeeeeerees PUCMMNENe MOND. 62.50 0sccecccsccs rio 2 aa 6 50] poof. 

Corn. Son Water Rasa i oicews.e 0:00 6 12 00 Heller's 40&10 
Common pee ted an OES SS ceil i eI Ue oy ~* al 

MRS Sales vee 6.0% per doz. $1 75 of ee 55&5 

Line Glas TEN ar 33 oo “holes tat dereara j 3 fed See Boxes. — NOZZLES ; 

epee 2 “RSS ee " . N : 

Gate. , Seer re 2 25 Hose. 

See Goods, Bright Wire. Drawing. Casutas. MALLETS. 08 ggg See per doz. " = 

agic..... a 

Grass. poorer Pare _— eee | Fibre Head, Small. ..per doz. $5 00 pT Se ee * 3 00 
Common. Nos. 2 0 . . Barton’s Carpenters’........... 13% “ “ Medium: 575 = 
Nad = heer aa $15 “id doz ; a Folding Handle............. 25&5% Round PORES a a pay «el z . NUTS, HOT PRESSED. 
Gypsy..ccccssccs 2 50/ Hay. a. - os  . ., 

Aammock American, Sickle Bdge. .doz. $10 50 Square oe, es ee . Ib.. 93c 8c 64c Sic Sic Se ale 
With plate.......... per doz. 50} Canton, Sickle Edge. . a 8 25 ’ —e Square Tapped. 

With screw.......... i: 45 —" Sickie Edge! 1)“ : os Tinners’. Ins..3 ix } 
Lambrequin, or Drapery per SS0si0y Iwan’s, Impv'd Serrated “ 10 00 —-- ae 2 16; 2. th..12}c 10}c 8c 7}c 63c 64c 6e 
RE ae A Lightn’ olt’s Genuine “ 6 50 “ as yi s For 5-tb. boxes, add 4c per Ib. to 
Potato and Manure............. Lightning og mg ie + : - Hickory, Sheet Iron. 1 50] above prices. 

Screw. Wadsworth’s Sp’r Point. “ OILERS 
DOE. 6a bb cede Sesecbanacers 85% Hedge. MATS. Chase Pattern ' 

. Door. 5 
(See Goods, Bright Wire.) err per doz. $6 00 Brass and Copper............. 70% 

Seat Spring per 1b.5$c| Disston’s............ i 3 75} National Rigid......... 50&10&5% EO a ae ee ey or 70% 
ee et eet ree bihaites Acme Steel Flexible. .........3 3 34% Engineers’. 

, “ Stove. CS RE ee ne 
HOOPS, TUB. eon Souke. ea a = No. 2 ee eee per gro. $3 a2 Sie per doz. $2 ose 25 

Elastic....... per case of 3Goz. $2 25] Streeter, 4-blade..... * 1 30 eS Aidan Machers os Machine. 

Streeter, 6-blade. .... 00 wire - covered Stove Mats, omens OEY ey “per doz. $0 r 
HOSE, GARDEN. Putty. with handle. ...... per doz. 110] Malleable Iron... .. Sha Tee 60% 
Coupled. Common.. per doz. $0 60@1 00 No. 2 Asbestos Toasters, with Japanned.. 65&75c 

per ft. Lander’s...... 40@1 75 a eT Te eee per doz. ees eee 

Velvet, 3 ply-#” guar. press .... 74] Scraping. OPENERS 

Eclipse, mw te OT Recah Maadle 75@1 00 MATTO ~ 

— ra i ase te : Totes gn rele ie 25@6 00 Chiat CKS. oy as Tbe eee 14 

eva, eo eee es ida win.o.06 Awe sae sueaeee 70 ee per doz. $3 ‘0 6 00 

Illinois, + ™ 16¢ DNS s hoc Ss ccnsde> bade eeeeme 60% Round 3 80 

KNOBS. 
Can. 
Doors. , 
x Delmonico.......... " 

COTTON COV. RUBBER HOSE. ERS en per doz. $ 80 MAULS. Boamono. <stgueneer oe per doz. $1 = 
High Grade-?’’-guar. press.400 Ibs. 11}¢ | Porcelain............ s" 90 |Iron, Ibs.... 10 13 16 18 | Crate. 

Special “* ye A RN! Dias os vic a c'ten ns’ - 90) ver doz...$4 00 450 525 560] V.&B............. - 5 75 

Leader “ “ “ 100 “ j Wood Face, ae 10 12 14 

LADDERS. wet a Pie ntaaceX $5 00 5 50 6 00 OUTFITS, COBBLING 
Common Long. oppers’. Combination d 11 00 
HUSKERS. Lake Super’r & Oregon Pat, 75&5%| # . Rs Same ee per Coz. 

Boss. og CPT oy gy eee 9c@14c CONOMY............. vm 4 65 
seks: BB E 200 | Extension i SION 9 75 
Per doz. $2 Fo 200 175 NL Sur. sys os scene = ncamguees l4c MEASURES. PADLOCKS. 

Per see "salen Bay a, a Step. $ pk. 1 pk. $ bu.| Bureka................. 40& 1085 

aot sea 2000 3000 © | Common, perft................74¢] Galvanized, doz....$2 25 3 00 3 85) Yate 222i 60as% 
ee ere $3 50 9 00 24 50| Common, with Shelf, add 10c. Japanned, eee ee 

Nos..... 60 9 64 68 ee Lon, a RE OE Ee 15c PAILS 

Per doz..$2 15 2 15 85 1 45 TUG, DOP Tia cs cae tks 20c MILLS, COFFEE Cream. b 

"5 . “ , , 14-qt., without gauge, per, doz. 83 = 
sass F 14 40 LANTERNS. 0s gage aaa 20-qt., 
Oh as vor ceerececccsces $ Bull's Eye Police. ERS ae 50&5% 20-qt., with gauge. ‘ 3 30 
3 -in. Flash Light... .per doz. $9 00} Arcade...............5. -40-124&24% | Sap. " ; 
IRON. 23-in. Regular....... : oo stay Galvanized, per 100. . .$20 00 
-in. Regular....... _ 2-qt., . oa: ae 
See Metals.—First column "Aga MITRE BOXES. ‘oat. o 23 s 
Dietz & Hams’.......... Net prices | See Boxes. ie. IC Tin. ae ag a = 

Cts — LEADERS, CATTLE. MOPS Dia Saal 17 00 
a cates elugvins per doz. $0 40|Nos............ 1 2 Be Sst incite nace cede per doz. $3 15] ~ Gaiv'd, ats. 14 16 18 20 
e Ss St eS Pee ee ig 4 © REE Se $0 55 070 2 75] Handled Cotton. Per vn ea $3 90 410 500 5 50 

RsWlcits Mina Savienees Pounds.. 1 14 2 | Water. 

PS Pe ar. oe * 70 LEATHER, LACE 3 a 

Mes veasson 50 RS RR eee onesie OO 334% | Per dozen. $2'00 2135 2165 3 25 op eames ye Ae 
hen, SEO 46 70 | Sides. ice ee : 

Plane. Ex. Quality....... per sq. ft. $0 27 MOWERS, LAWN. ae ae 
Weod Bench. ....7......:.. 20&5% LEATHERS, PUMP. Gladiator—B. B. ame — weeeee 8 _ = 
< Valve and Plunger............ .10%| Inches.......... — Standard. 2-Hoop “ > 00 
Charcoal peda cra ae per doz. $11 00 LIPTERS Each. Back at $6 50 725 800) Standard, 3-Hoop.... “ 2 25 

mmon, polished, per 100 tbs. 3 75 ge King Universal—B. B. 
N 7 Stove Cover. 7 
o. 0 As bestos eeecoes $1 20 net. ored....... er ero.1 7 65 a $5 25 575 600 , F PANS. 

c No. RS Se 1 35 net. Copp d.... P A 5O 50 Inches....... i 16 18 Dripping. eae 4.0 a #eles « 0:48. ache 65% 

Chinese P dishing. ---et dos. ; = Alaska, Coppered “* 4 00 Big Giant......... 350 390 4 25] Fry. 3 

Laundry, No. 1.. “65-75 Alaska, Nickeled x 5-00; Little Giant........ 250 265 2 75 mee het us soy en 

Laundry, No.2...... “ 6 25 | Transom. a BRE ss | : 

me 3 Pott’ ls PU a naerran tbls couwas 80% NAILS Roasting. 

o. nterprise, per set, 93 tins ¥ Paxton, 

No. 33 $I: my ws 90 LINES. ae rates, $2 05 Nos.... 1 2 3 4 
2 ee ig, ~ Oe 20-1. hank MME Pace... ., .scccavs "2 20 x Per doz. $475 575 6 50 7 50 
. wisted in -“ Ss. , everburn : Ee 6 

Tailors’ Sad......... rt Ib 5 Nos. 4 ~ g | Wire. a sal 

Tailors’ Geese... |... 5a } Gro. $1 50 2 fe Re 250 3 00] Small Lots. «eee eeeereeees a Savory, No. 200.......per doz. $9 00 
wisted in 50-ft s arloa OE Oe k 
"nae Duck Nest. a $s 95 Nos..... = : ys 3 4 Cement Coated... ....2ccee 1 75 Buildi PAPER. 

es - per doz. . uilding. 
Double Duck Nest... 625) pean is Be aoe 35¢ 41) Horse Shoe. Ee per 100 Ibs. $1 45 
Ms cee sicacas cae ‘each... 2 60 oo 1 2 3 Ausable. ...........eeeeeees 5 S&5% ; SS “5 1 55 
So s58&5%| No. 30, Red Resid. ..per gol, $3 
JACKS oe in 100-ft. hanks. .doz. 80c] - potcer** ES ia ecire’ ‘i 2085% No. 30, Red Rosin... 55 

CNN ki be chess ies cinedcs 70% ° Star.. Seri. /.if Pe Emery. 

Wagon. 9 7 heya ie. doz. §0 a. Clover Leaf........ per lb., net, 10$c ae —er 50% 
Millers. .........eeeeeeeess --50%| 60-ft. Sisal. 22222. ‘ 1 40 “oon — Fh. Lgl - 50% 

ver, . \ " Saas = ? 15 ETS oes citia w ore means 25%' Wrapping 
Se eee ) $0-4t. Cotton. ....... ox Se ae . 6 = perlb. $3 75 
seecececeee $@ @@ F280] 50-ft. Braided Cotton. 5, Paar 0%) «Rage scc....0. ae 2 25 
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PARERS. PUNCHES. 

Apple. Hollow ceseecces eeececcscres Conductors’. 

eee st eeee recess per doz. 3s Solid.......+++++++eee+@ach, Peete per doz. $2 50 
urntable........... ; 

White Mountain..... Me 5 00 PLUMBS AND LEVELS. asin: nino ht per fb. 19 

Reading. . ye 7 00 Nets Saddlers 

Potato. RRS 5 > <ok's de dasags's oo kan conan rete eeaes per doz. 08 
Goodsell’s Saratoga, 10} in., dz. 6 50 | Davis’ Iron..............+++++- 25% wi kat Dade Tie 72¢ 
Goodsell’s Saratoga, 5 in., dz. 5 50] Davis’ Inclinometer........--... 15 

PUTTY. 
In Bladders. 
PICKS POINTS. Strictly pure.....per 100 Ibs. $3 00 

Oden Siew Ore. «4c... 0<ks0dsenane 75% | Drive Well Points............ 75&5% 

Drifting and Poll Picks.......... 70 aes bs RAIL. 

Peumbs, Matisond......scccsvsece 75 POKERS, STOVE. are Lor. 

SS re re 70% Matchless, I-in............... 3c 

Wr't Steel, str’'t or bent, per doz. $0 55] Matchless, I}-in.............. 34c 
5 Wr't Steel, wood hand’ Is mi es) OOM AOR sss vse coc bcuncce 4c 
PINCERS. Nickel Plated, coil hand’ls 65 | siding Door. 

Carpenters’, = steel. Painted steel............ per ft. 44c 
Inches. . 8 10 12 POKES, ANIMAL. Bronzed wrought iron. . . .per ft. ats 
Per doz. “$2” 00 260 295 3 75 | Cracker Jack, wr't steel, per doz. $4 50 

Blackamiths’.................00- 45% RAKES. 

NN Bis ns bores sain eakehuen 40% POLISH. Coal or Wood.......... per doz. $5 20 

Metal. Garden. 
PINS. Black Silk, No. 50, 4-gallon, is 6s cei dioten cca 66 

Clothes. a per doz. $7 00] Steel, bow.................... o4ce 
Common. . per, box of 5 gro. $0 7s Black Silk, No. 60, are 100 Malleable Iron, heavy......... 60% 
. i 0 os > Black Silk, No. 70, 1-pt. cans, Hay. 

Bore se00s oe ae te |. $2 20@$2 40 

Picket. Black Silk, No. 80, — we Lawn—Wood 
Fluted, 15-in........ per doz. $1 00 : MMs Ste kh pO doz. $3 25 
Muted. 2i4a........ “ 1 609 | Black Silk, No. 90, 1-gallon ” 12 00} Automatic! 22212221: per doz a 
Pie ls iiip'o 0 x's + a " 1 90 Shoe. F Lawn Queen......... 3 2 75 

7 ee per doz.. .36c@50c | Jumbo, 36 teeth..... | ae 
x EER vcweeene OS pee 40c i 
Conductor. — | rr id 55e@$1 75 RASPS—See Files. 
Standard Gauge Contantes Pipe, toate ee A ns kee ahd RAZORS 
plain or corruga Black Eagl B 3 
e, 1-Ib. cans, pr. gr..$15 O00 | Bo-ras-ic............. 066 scene 50% 
er Black Silk ee Davil......+.7.0s00ccce cal 
ee PEPE ere er 75&10% t 
Oe Bete ee eel BEM ee. ok 555 08 BO FO TNs cons ve ccccescccccesccescas 30 
Terms 60 days: 2% Cash 10 days. Ne ts cans. per, doz. = NOR Ss 6 ies oc mae bvistiie vee 60% 
aste, cans. , 

Factory shipments generally delivered. Liquid, }-pt. pal a 1 00 RAZOR STROPS. 

Lead. Liquid, 6-oz. cans..  “ 49 1Star (Honing). . 5... ..-.55-00%0 50% 
PM Us oensa sees per tb. 7ic $- oars rd epee Iron 1 25 REGISTERS 
GAO Mc csccscenseubace Black a. 2-tb. ie 9 25 np . 

Stove. are rs of Iron. “ : 7 Ie ( sage “_ 0% 
Acme—Inches.... 5 6 7 ickel Plate......... penn ronze’ at - 

te P lain Enameled....... 
Seeeth. per 5. - 8c 8c 10}c Solid Brass end Benne Mastal. 468109, 
Planished, ..30c¢ 31 38c POPPERS, CORN. Single Valve (Baseboard and Side- 
Peerless—Smooth. 7c 8c 9c Bua i Square, 1-qt. “per | doz. $ = Re ee ae 70&10% 
Polished. ...... 144c 15$c 18 ¢ | Square, 2-qt........... = 
Planished SRS 28c¢ 3lec 354c | #4 sero reseseeeseeses 3 00 REGISTER FACES. 
g Meee 5 6 7 Japanned, Bronzed and Plated, 
ikcewss eed 8c 9c POTS, FIRE. a . Sruereeey sy 70&10% 
4 : ¢ ia. Gmnooth Tapers, pr. jt. 34 le ag Aa Lambert's, each $4 pu | = 14x14 to 30x42... ......... 75&10% 
in. moot. EL ae c a TP cccccseconssseeed Hea R dG ti ee Keene ate 73 
7 to 6 in. Planished Tapers.....45c |Gem............... each.$6 75@8 50| White Porcelain Enameled... 08 
Yale Patent Lock Pipe—Stove. Solid Brass or Bronze Metal. 400% 
5” 6” 7” 7"-6" POWDER. RINGS 
ae See Ammunition. Bull " 
Battle Axe, Blue.. 7 “% 9} 10} Co , . 
1 Ere 24-in. 3-in. 
ase, 7 i a 10 i! | PRESSES, FRUIT AND JELLY. Per doz... i Beigh! © $2 00 
: “ Enterprise Manufacturing Co... . .25 ea’s Improved Self- 
Du Fale Bes ee? ‘" 44 <4 4 —— ne % Piercing copper,doz. 2 00... 
Duplex, Planished 29 31 37 38 Steel, per doz......... 7 61 @ 
ae ge is 6 17 18 PRIMERS. Nickel plated......... ee. ener 
Sh eR Ammunition. and Ringers—Hog. 
a. wanted made up, add per joint See Pit ag 
ae gnowet. lc; rivete? l}c. Crating —, pa al wit wads per dez $0 4 
€-up pipe extra. a eainhl ‘ipa ppaaee dos. $6 50 ens Rings. co = Zz 
t isston’s Pole......... per doz. rown’s Ringers..... a 8 
ier. ro tag wipe. di t, 60 Henry’s Improved... .. ** 75&10% Champion apes. wag et 1 60 
Sic. black - discount, 60% | Water's Improved... .- « "80% | ° Hill's Ringers... - . 70 
@ i Gin elk. o 70 ] Hill’s Ring, boxes.... “ $$ 
7-in. to 12-in., black.... “ 624 PULLERS. es ay nage _ 
fe! oo. galvanized... a Wolverine Rings. |... “ 1 40 
-in., galvaniz . 1 ings..... 
fo. to" G-in.,galvanid: *$79%|  Phoenin. 222222112 FP Qo], Wolverine Ringers... iB 
aw Sa geres — Dogg and Easy...... ” Peer Whee per Ib..... 30¢ 
ai 
PLANES. ON ree ee per doz. 10 80 — round doz. $0 17 
Giant Pattern....... sis 00 Split’ or sab opted wee : 
Sargent Iron Bench............. 60% a Pe r 00 Ball pe sen inid-eets “ 40 
Stanley Iron Bench............. Nets | ro-k.—Giant.......... “ 40 ee ates 
ain RIVETS. 
and Burrs. 
PLATES, TIN. ii J apres 60% popper “¥™ hens Ss eae kh “2 eet 
Metals in Col “a wning—Jap’d............0000- oppered Iron.......... 60& 1085 
en Cee Cleat Elit......2.5..cc0cce (ison Tuee..................:. 70% 
Hay Fork. WEEE lll URS Ree per tb. $0 10 
PLIERS. won Waee, Sin. . ++ -per: doz. $1 ‘= Slotted "eee per doz.40c@45c 
Giant, Button’s—80% off list. cei, O-18.. Tubular. 
Cutting. Wood Wheel, 6-iit., pase knot, 2 35 Nos. 1 and 2 assorted sizes, doz. 45c 
ER hu, ni dips ainasag setae 30% | Hot House—Jap’d........... 50&10% RIVET SETS. 
Bt Eins cb vhs addow sok basen 50% Screw—Jap'd RP ERE OE SRS 60% See Sets. 
Pe Ree eee 50&10% ROPE. 
Upper End and Diagonal Cutting Sash. Cotton. 
Deis MENS. Cs 6353 exec ee 70% Common. . oe doz. $0 18 3, 5-16 in. Com. on reels. per tb. aaae 
Utica Drop Forge & Tool Co. ‘Net Common-Sense, 2- -in. 20 ¢, 5-16 in, Com. in coils.. 
Empire Pattern, 2- in: 20 4, 5-16 in. Imp’lincoils.. “ an : 
Fencing. CM vtstaeck tas = 20 | Sisal. 
Black Bull......... per doz. $8 25| Steel............... oe POTTY ree ee llc 
Farmers* Choice..... “ 8 00 Hardware Grade, rates, per tb... 10}c 
Se ee “: 8 25 UMPS Pure oo oe tb. 144 
Pitches t. CO ee eee t Ib. 14}c 
Flat and Round Nose , ~ 7 Hardware Grade, rates... ‘ I24c 
DN: 5 cast ta apeante .30% Bock were $1 00 * 
oe EEE Ee 65% Spray. RULES. 
Re 5% 00's ro0'ev verte ne ee pean 50% ee a le lh er vets 
ROM. s'5:0 se tevesveuwntecun 070 | Coleen tes. cos ONT sib is deweusnve ee nns Nets 
Gas.—Inches 7 s * 2 | aeeeww™...:- SASH “¥BIGHTS. 
Per doz...$3 00 350 450 5 50 | little Giant......-.. each 2 25 | See Weights. 














Buck. 
OS EP ore eeccees 30% 
Disston’s...../ 2/17"! BBS 2507 
Jackson’s........6eeeeeeee. 25% 
s*. 
BET SS oc odio ovina Caekeus 40& 10° 
og ERROR ORE RCo eee 30¢ 
Circular. 
DS ons s ous 6 Sa bs Rees, 50% 
OE SO ape ek -+.50% 
WE ee hai os, oat 50& 10° 
Ms oo oon edks <iakee. 50° 
Compass: 
Mes b.w.6 8S a 


Cross-Cut. 

I Scho his aw Rc daa ethos 35%, 
nn I rR OPS 45%, 
EC S535 Uy vais eenaubesst 30% 

Dehorning. 
Athing ...........5. per doz. $5 75 
RR ae " 5 
—— 
oe RS eae otek 
—. 50% 

ERE FI AAS OES Tee 30 
| |S EONAR RS a semi ge5 58 3560 
ES Die bd ss Ondkce ede as so 
Maa fakes i00 sc odacenstasee 25 

Hand and Rip. 
EER en 35 
ed ea ee rd 
Disston's Nos. 8, D8, 12, 76, 112, 

_ D100, and 120 (new list) edie « 

yoynom. Oe ett Page A 
nterpirse, hand..... rt doz 00 
Our Saw, hand....... Tm % 00 
Saw, rip........ ed 4 50 
Keyhole—Disston’s.............. 25% 
____, SER eR res 5% 

Narrow Band. 

Bah 4 «kik d diva Catalets SUC SN 50 
RRS eR Geet gt 30 
en, SER ers 3 

A i 40 (J 

Pose. 

—_ PRS SRE oie ss 35 
SN MU, Fs iss vie cd vcowlka 30% 
preere. 

ERE li i Pee a ie 30 
rae 38 

Rift. 

NE Fos sn be edsns Reka eae 50 
SES CREE IE Gi 45 0 
‘ood. 
o_O eee: d 50 
Clover leaf.......... — % 

SAW BUCKS—See Bucks, 

SAW SETS—See Sets. 
SAW TOOLS—See Tools. 
SAW FRAMES 
Common, plain. ... --per doz. $1 25 
Common, painted.... “ 170 
SCALES. 

Counter. 

PR bhwe ss cdkewsa'sctewl 40& 10% 

Platform 
Osg: ERE eT TT Ye etry he 50% 

SCISSORS. 
a isan 5 ds bts vob ewener ones 60% 
SCOOPS 

Grain. 
4-bu. “Hercules”, per, doz. 3 70 
1-bu. “‘Hercules”’. is 00 

SCRAPERS. 
x. 
io aaa per doz. $4 00 

Cabinet. 

Cast Steel........per doz. 60c@75c 

Road. 

| Se 3 
Without run’ ae 00 3 +5 3 50 
With runners,ea. 4 25 400 3 75 

SCREEN DOOR HINGES. 
"4 ere ae gross, $6 50 
Ss sh Wir caeees ues “4 6 75 

SCREWS. 

Bench. 

Iron, inches..... 1 1} 1} 
$3 674 420 5 25 
Wood, white maple.. .per doz. 3 674 

Hand—Wood........... 65% new list’ 

PND LS oN os-2s ks ve bbeddic 70&5¢ 

NG's enka ehavs nested axeesee 70% 

Lag or Coach — all sizes, oa. 

EP a ee 75&10% 

Saw—Centennial 
eee 1 2 3 4 5 6 
Per doz...18c 20c 26c 30c 23c 25c 

Wood. 

Bs os PNG 05 obs cae 874&5&25% 

ys eres 85&5&25% 

F. H. Bras Fea eee 824&5&25% 

Ae IG i 0.2.0 0ks 8085825% 

Ce 77§&5&25% 2 

R. H. Nickel Plated... .774&5&25% 
SCYTHES 

Be Ve Be, grass... .... per doz. $8 00 

Clipper, grass.......... pis 8 25 

Clover Leaf Dutchman. ” “50 

Honest Dutchman..... ~ 7 59 

errr sis 7 30 

SHAVING SETS. 
Smith & Hemenway........... 60% 












iS 
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- 35 
-+.30% 


~~ ‘oO 


. 50 
45% 


. $4 50 
6 00 


$1 25 
1 70 


&10% 
50% 


60% 


b75¢ 
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74 
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TAPES, MEASURING. 


Steel and Iron 40% 
wine for bluing, $2.50 per’doz., net. 5 


Cup ont f, knurled. . 


TEE BEVELS—See Bevels. 


SQUEEZERS, LEMON. THERMOMETERS. 


Porcelain Lined, Wood.. 
Boss, malleable iron... . 
Iron Frame, porc’n bowl 
Iron Frame, glass bowl.. 
Little Giant, tin’d iron.. 


Disston’ Ss Monarch... 


POR 


Drum, nickel plated.... 


Cow—See Ss Cheins.” 





San s X-Cut.. 
SHARPENERS, SKATE. 

ond 
Smith & Hemenway 'g @8jc Disston’s Universal. 


SHAVES, SPOKE. 


Fence—less than —, Smith & Hemenway 


Trrerrrereeeeeee seers oy 


4 00 Sargent’s Game. 


eee eee ee eee ee eer eeeere 





WARE 


Stove Hollow Ware. 


Plain or Unground............ 5 
a 4. See ea 45 
Enameled Ware..........c0> 334% 
BOOte BOW. 6.6. as ec cccnd 60&5% 


Country Hoilow Ware, per 100 tbs. $3 00 
White Enameled Ware. 


Maslin Kettles. ........... 60& 10% 
Neverbreak Flat and Round 
Bottom Kettles........... 60&5% 

Covered Ware. 

Tin’d and Turn’d.......... 35&10 

SS a eee 45&10 
Glue Pots. 

Cc dk vd esccnnwaasadens 308 

OO” Se eee 30% 
Enameled. 


Cherry Blossom and Chrysolite.50% 
WASH BOARDS—See Boards. 
WASHERS. 


Standerd O. G. cast iron... . per tb. 2}c 
“— iron in bulk, parts 

n 
9c 64ce Sc Sc 44c ale the 
5 "i ai in 5- — boxes, per tb.: 





Wrought Cuele, FF 


California ay 9-in. 
alieene oy 10-in. 


Sure Catch Mouse aes 
Sure Catch Rat....... Ar att 





1 40 2°10 290 
gis doz. $4 


Waa "—See Snips. 
SEEAYES, SLIDING.DOOR. 





Rose 
-per | doz. = Ys Plasters’. 
e ‘per tb. 64@63 Ez: “seer eeeeen ene eene 


SHELLS—See Ammunition. 


n. i 1 
10c 7c 6c Ste Se Se 4fe 


WEDGES. 
ne eee ner doz. $0 30 
r tb 1 


ha oh SRR ee o 8 
0 


WEANERS. 


Fuller's, per doz.. .$2 00 to $2 50 
Tyler’s Safety, re doz. ; 85 to 2 40 
Carroll's, per - 3 0Ots 3 75 


Hoosier, per doz..... 3 50to 4 60 

Shaw Perfected...... 3 00 to 3 75 
WEIGHTS. 

pS ST ey per fb. 24c 


| Sash—f.o.b. Chicago... .per.ton, 23 00 
WHEEL BARROWS. 





oe 385 5 50 


SHELLERS, CORN. 


Full Ironed...... 
@xpansion Bolt Shields 


hc cde jeedes 60&10% 4 50 Digatend. Wood. 


SHOT—See Ammunition. 
SHOVELS AND SPADES. 


Green Mountain 


STOPS, BENCH. 
per doz. $3 50 Cc 
oe 4 00 


mtn hollow bek, os STOPPERS, FLUE. 


’ Gem, flat, painted 
\ ey . Gem, cor'd, decorated . 
Iwan's ee 

ect. 

5 Skinner’s Common Sense 
STOVE PIPE—See pipe. 
STOVE BOARDS—See Boards. 
STOVE POLISH—See Polish. 


3-ply Cotton iy 


Wreopi on —_—-. 


ainted 
Enameled, wane 


SLEDGES—See Hammers. 
SNAPS, HARNESS. 


Double Ring, Canton Tackle Block. 


Patent Loop, om. 


SNIPS, TINNERS’. 
ap Uda oes Spans a9 49& 10% 


Silver Finsh, in hanks... . 


SOLDER—See Metals. 
SPRINGS, DOOR. 


Pheenix, Oval = 


Parker’s Swivel Base 

| Parker's Re-inforced. 

Parker’s X Series. 
Parker’s Combhnation: 
Solid 


Uphsiee Wire 





Z ileal dee heavy, 


orrey’s 
Warner’s Mo. ....... 


eee teeter eee ettone 


35! lhe son Nails... 





;Common Railroad...... per doz. 17 00 

| Heavy Railroad........ ee 24 00 

Panama Steel Tray..... rie 39 00 

: Klondike Steel Tray.... “ 28 00 
WHEELS. 

| ae 70&10&5 

ERR SS, 9 ei aie 75&5% 

|Weill. Ins... 8 10 14 
Per doz. .$3 00 4 20 s'40 15 Oe 

WIRE. 

Barbed. Painted. Galv'd 
Carloads. per 100 Ibs. $1 83 = $2 23 
Less than car 1 95 2 35 

Brass. 

I cine ns + dN shuieccl 20% 
In 1-Ib. spools, new list........ 50% 

Broom—Tinned..... .60&10&10&10% 

Cable—Same price as Barbed Wire. 

Cop per. 

i io Pan cin'e as eoeaee 20 
1-Ib. spools, new list.. .50&10% 
Fence—Smooth. 


Nos. 6 to9 An’ eal’d pr 100 tbs. % 80 
Nos. 6 to 9, Galv'd, 2 20 


, PS ee 60% 


Varket. 
Bright, full bdles........... 75&5 
Bright, broken bdles........... 70 
Coppered, full bdles........... 70 
Coppered, broken bdles... . .65&10 
Tinned, full bdles........... 75&5 
Tinned, broken bdles....... 65&10% 
c 
Picture—In coils....... - spans? 
In 5-fb. spools.......per Ib..... 
WRENCHES. 
©] Acme Standard.............. 50&10% 
St See ee: 90c net 
0 OS Ra 50 
game Dama cekkcaeakn 75&5 
Ellis Adjustable ED Be ham 25% 
EN TMG dain ices i wana per fb. 08c 
Se es reset, 
ce ee 75&10% 


Bemis & Call’s: 
Adjustable S, 40&5%; rg 2 § 


Pipe, 40&5%; Bri eee 
40%; AF ag gn right... 50% 
Steel Handle Nut........... 50&5 " 
Combination Black. Res.o wees ‘S088 
Merrick Pattern............ 50&5 
Double End Adj. S......... 40&5% 
WRINGERS. 
No. 590, Royal........ per doz. = 00 
No. 350, Universal ..... 9 00 
No. 300, Novelty ...... . 4 co 
No. 310, Keystone..... si 29 00 
No. 100, Rival ........ as 25 00 
No. 380E, Universal.... ** 34 00 
No. 790, Guarantee .... i 38 00 
No. 770, Bicycle....... ‘i 34 00 
No. 110, Guarantee... . * 33 00 
No. 110, Domestic. .... ” 29 00 
No. 110, Brighton...... oe 25 00 
No. 740, Bicycle. ...... "7 34 00 
No. 22, Guarantee.... iin 33 00 
No. 22, Domestic. .... ” 29 00 
No. 22, Pioneer....... > 25 00 
No. 2,Superb....... ig 22 5S@ 
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ADVERTISERS’ INDEX Taylor & Boggis Fdy. Co............ 104 Cornice Brakes, 
Toledo Electric Welder Co.......... 15| Bertsch & Oo., Cambridge City, Ind. 
xXth Century Heating & Vent.Co.. 6) preis & Krump Mfg. Co., 
~ Universal Caster & Fdy. Co......... 99 Chicago, I11. 
Van Range Co., John...... Sc pave see 4| Niagara Machine & Tool Works 
ALPHABETICAL LIST _| vedder Pattern Works............. 19 Buffalo, N. Y. 
American Bell & Fdy. Co........... 12 Wate Run Foundry Co......... 12 
seeattien ts Go . ; 20 PEG TEs i ccbevevcsccuewsac’ 95 
sseeaa ees Co eee en 10 Weller Pattern Co.........ceseeee: 19 Crayons—Lumber. 
Asmesienn Ghact ond Tin #2006 Co... Wheeling Corrugating Co........... 92) Joseph Dixon Crucible Co., 
merican Sheet and Tin Plate Co.... 91 
amuetenn Oath Wes OS 194| Wise Furnace Co......-..++20++005 12 Jersey City, N. J. 
gaanatiat Wedding We... «iss anak 105 Wooden Ventilator Co.............. 14 
Bemis & Call Hdw. & Tool Co....... gag] HORE Sse Range Oe.........650: ¥ 
abe BNE. 86:6 i. vc ccc divicteck, 94 Crimping Machines. 
Borger Mig. Co.......02...000+ 95-107 Bertsch & Co., Cambridge City, ind. 
IIIS 5.3 n:0.45 wens carins Peer 94 Niagara Machine & a aa. wi 
eI Ds 5 iuesine cnasiceto-s 95 aaae, 
RNID: 5 cu aids ns ssveceienn 95 CLASSIFIED INDEX 
Black Silk Stove Polish Works....... 14 eniiatieds 
Born Steel Range Co.............6+ 5 Cutlery. 
Boynton Furnace Co.............. 11 Barb Wire. Smith & memati: York, N. ¥ 
Brauer, A. G., Supply Co........... 18] American Steel & Wire Co., ati 
Bright Star Battery Co............. 101 Chicago. IL, 
BD MNOE CO... 2c keckcdvvontnwsae 101 
Bullard & Gormley Co............ . 108 Out-offe—Rain Water. 
Canton Art Metal Co.............. 91 Batteries—Flashlight. Berger Mfg. Co., Pgs 0. 
Carnahan Tin Plate & Sheet Co...... 91! Bright Star Battery Co. Milwaukee a = 
Champion Stove Co.............0.. 6 New York, N. ¥. Milwaukee, Wis. 
Clark, Smith Hardware Co.......... 92 Sullivan-Geiger Co., tadiohagetie, aod. 
Clayton & Lambert Mfg. Co........ 94 
Cleveland Castings Pattern Co.. bveeee 19 Boiler Graphite. 
Cleveland & Buffalo Transit Co..... 19 phi 
Joseph Dixon ae Co., Dampers. 
Cooper Oven Thermometer Co...... 13 Jersey City, N. J. DP 
Cope, Geo. W., Stove Pattern Works. 19 -|Parker Supply Co., New York, N. Y. 
Danville Stove & Mfg. Co........... 9 Taylor & Boggis Fdy. Co., 
Cleveland, 0. 
Delta File Works. ..........0e000+ 1-106 Boilers—Steam. 
Dieckmann Oo., Fi... ccccsccescscce 90 Boynton Furnace Co., Chicago, Tl. 
Diener Mfg. Co., Geo. W.........+.. 94 
Schwab & Sons Co., BR. J., Door Knobs. 
Disston & Sons, H.............. esos Oe Milwaukee, Wis. B Fa Cc 
Dixon, Jos., Crucible Co............ 89 Taylor & Boggis Fdy. Co., 
. . Vv Co., Y 
Dreis & Krump Mfg. Co........... af Cee ees Oe Cleveland, 0. 
Eagle Woodenware Mfg. Co......... 105 
Eastern Pattern Works............- 19 
Te TPO a rte 3 Boiler Handles. Drills. 
Forest City Fdy. & Mfg. Co......... 6 Philadelphia, P Smith & Hemenway Co., 
Friediey & Voshardt Co............ ee a New York, N. Y. 
Dy COON Boca vxacoeccsondbncceos 95 
Furnace Supply & Mfg. Co......... 14 
Gerock Bros. Mfg. Co.............. 94 pov mes pce ne Eaves Trough. 
Globe Ventilator Co............... og) Samer & Os., ©. G., so. “™ | Berger Bros. Co., Philadelphia, Pa. 
~ sane ‘aueeae ener at™ = Canton Art Metal Co., Canton, 0. 
arr D erforat Dos 
Ma sabes Mibartincc.<.c. : Cans—Garbage. Dieckman Co., F., Cincinnati, 0, 
A Ses eee 106| American Can Co., New York, N. ¥. a en catia Wis. 
er oe vrs 19] Rochester Can Co., Rochester, N. ¥.| waeeing Corrugating Co., j 
Henry Furnace Co., T. E........... 10 Wheeling, W. Va. 
SING MG ED yn a nacice coe euska 94 
BP SOR, O.G. .ccccecctcicccs 93 Carpenter’s Tools. 
Ideal Sad Iron Mfg. Co............. 103} Disston & Sons, H., Philadelphia, Pa. Elbows—Conductor Pipe. 
Illinois Retail Hdw. Assn........... 18] North Bros. Mfg. Co., Berger Mfg. Co., Canton, 0. 
RRS rae 93 Philadelphia. Pa. Dieckman Co., F., . Cincinnati, 0. 
Kelsey Heating Co................. 2| Simonds Mfg. Co., Fitchburg, Mass. | wijwaukee Corvagating Co., 
A SS ee 95| Smith & Hemenway Co., Milwaukee, Wis. 
Kimball Bros. Co.................. 89 New York, N. ¥Y. 
Kirk-Latty Mig. Co................ 14] Stanley Rule & Level Co., 
Lalance & Grosjean Mfg. Co 103 New Britain, Conn. Electrical Supplies. 
PINs s web srieeewes suexve 94 Bright Star Battery Co., 
tah oetice the OER, Te 97 New York, N. Y. 
Lufkin Rule Co.............c0cc005 106 Casters. 
es fade en cach, PORT RET LEER TERE 11] Universal Caster ‘. ey, og N. Y 
. New York, N. Y. 
— oom is Bwicks kis scnkink 17 Eleotro-Plating Outfits. 
vers Mfg. Co., Fred J............ 105 Hanson & Van Winkle Co., 
Michigan Safety Furnace Pipe Co.... 16 Newark, N. J. 
Milwaukee Corrugating Co.......... 107 Ceilings. 
Moers’ Sons, E.M...........6...-. 19| Berger Mfg. Co., Canton, 0. 
Moeschl-Edwards Corrugating Co.... 107] Canton Art Metal Co., Canton, 0. Blovaters 
Monroe Fdy. & Furnace Co 10| Friedley-Voshardt Co., Chicago, Ill. se 
sonercess ° Kimball Bros. Co., Council Bluffs, Ia. 
Morris Fdy. Co., John B............ 18] Milwaukee Corrugating Co., 
Mullins Co., W.H................. 92 Milwaukee, Wis. 
Munsell Co., Eugene 19] Wheeling Corrugating Co., F 
ey ere ene encing— Wire. 
National School of Pattern Drafting.. 89 Wheeling, we American Steel & Wire Co. 
Niagara Machine & Tool Works...... 95 Chicago, Il. 
Nicholson File Co..............0.¢. 100 
Nickel Plate Stove Polish Co........ 14 Chimney Caps. 
North Bros. Mfg, Co............... 105| Berger Mfz. Co., Canton, 0. Files, 
Northwestern Stove Repair Co....... 1y| Standard Ventilator Co., Delta File Works, Philadelphia, Pa. 
Oliver Iron & Steel Co.............. 100 Lewisburg, Pa. | nisston & Sons, H., Philadelphia, Pa. 
eerie jee becomes anaes 18 Heller Bros. Co., Newark, N. J. 
Ek rnv reese pnawes LAO 88 Nicholson File Co., Providence, R. I. 
Quality Stove & Range Co......... i Coasters—Auto Wheel, 
Quincy Pattern Oo................. 19} Buffalo Sled Co., 
Pe SOUS... on ko ccskccxdue 4-94 North Tonawanda, N. Y. Flashlights 
Rochester Can Co...............c0- 104 Bright Star Battery Co., 
Rochester Radiator Co............. 13 New York, N. Y,. 
Ross-Gould List & Letter Co........ 89 a ae 
Seheible & Monerief Heater Co... ... 194 ee eee, Oe. Fanaa, Pa, 
Schroeter Bros. Hdw. Co............ 106 Canton Art Metal Co., Canton, 0. 
Schwab. R. J., &SonsCo........... 8 Clark, Smith Hdw. Co., Peoria, Ill. PE emg oe 
Simonds Mfg. Co..............%.. 102} Dieckman Co., F., Cincinnati, 0. Northville, Mich. 
ee ee ce ec. 19| Friedley-Voshardt Co., Chicago, I1l.| American Furnace Co., 
CME CA ONE: ... sc. 75. 13 | Milwaukee Corrugating Co. St. Louis, Mo. 
Smith & Hemenway Co............. 106 Milwaukee, Wis. Boynton Furnace Co., Chicago, Ill. 
Standasd Heat. & Radiator Co...... 13| Wheeling Corrugating Co., Danville Stove & Mfg. Co., 
Standard Ventilator Co,............ 95 Wheeling, W. Va. Danville, Pa. 
Stanley Rule & Level Co............ 102 Forest City Fdy. & Mfg. Co., 
Stolz Co., Frank D................. 13 Cleveland, 0. 
NE TR 5 5s oasis os 105 Cornices Haynes-Langenberg =, Co., 
Sullivan-Geiger Co................. ; . Louis, Mo. 
Sebi GnsThe....<....:........- os on anit Pe Canton. O-| Henry Furnace Co., rn 2, 
eat ete beeen saahasken Canton Art Metal Co., Canton, 0. Cleveland, 0. 
hve€shawswke oe. On Friedley-Voshardt Co., Canton, 0. | Kelsey Heating Co., Syracuse, N. y. 








Th, 


Meyer Furnace Co., Peoria, 
Monroe Fdy. & Furn. Co., 
Monroe, Mica. 

Moncrief Heater Co., 
Clev eveland, 0. 


Scheible, 


Schwab, R. J., & Son Co., 
Milwaukee, Wis. 


Smith, Chas., Chicago, Il. 
Smith Co., Chas., Chicago, IL 
XXth Century Heating & Vent. Oo., 

Akron, 0 
Wise Furnace Co., 


Akron, 0. 
Wrought Iron Range Co., 
st. Louis, Mo. 


Furnace Pipe and Fittings. 
Meyer & Bro. Co., F Peoria, 11). 


Michigan Safety Furnace Pipe Oo. 
Detro 








it, Mich 
Furnace Rings. 
Furnace Supply & Mfg. Co., 
Cleveland, 0. 
Walworth Run Foundry Oo., 
Cleveland, 0. 
Bernz, Otto, Newark, N. J. 
Clayton & Lambert Mfg. Co., 
- Sots, Mich. 


Diener Mfg. Co., Geo. W. 
Chicago, Il. 


Ringen Stove Co., St. Louis, Me. 


Furnace Repairs. 
Brauer Supply Co., A. .” 


. Louis, Mo. 
ris Fdy. Co., John B. 
~_ P Cincinnati, 0. 
h tern Stove BR Co. 
Northwes — ’ - 
Galvanizing—Cold. 


H & Van Winkle Co., 
sie Newark, N. J. 


Garbage Burners. 
American Can Co., New York, N. Y. 


-Gas Burners, 


tandard Heat. & Radiator Co., 
— . Pittsburgh, Pa. 


Hardware Jobbers, 
Bullard & Gormley Oo., Chicago, Ill. 
Clark, Smith Hdw. Co., Peoria, Il. 


Hardware ggg 


Bemis & Call Hdw. & Tool Co. 
Springfield, Mass. 


Buffalo Sled Co., 
North Tonawanda, 


Diener Mfg. Co., Geo. "Phase - 


Ideal Sad Iron Mfg. Co., Cleveland, 0. 
Lalance & Grosjean Mfg. 


N. ¥. 


Co., 

Chicago, Ill. 
Lufkin Rule Co., Saginaw, Mich. 
North Bros. Mfg. Co., 
Philadelphia, Pa. 
Schroeter Bros. Hdw. Co., 
St. Louis, Mo. 
Smith & Hemenway Co., 
New York, N. Y. 
Stuber & Kuck, Peoria, Il. 
Taylor & Boggis Fdy. Co., 
Cleveland, 0. 


Universal Caster & Fdy. Co., 


New York, N. Y¥. 


Heaters—Water. 
Smith Co., Chas., Chicago, Ill 
Stolz Co., Frank D., Chicago, Dl. 


Ice Cream oe 


North Bros. Mfg. 


Pinadelphia, Pa. 


Iron Enamel, 
Black Silk Stove Polish Works, 
Sterling, I1L 


Nickel Plate Stove Polish Co., 


Chicago, [li 


Kitchen Utensils. 
Lalance & Grosjean Mfg. Co., 
Chicago, 


Co., 
Hamilton, 0. 


Ill. 
Meyers, Fred J., Mfg. 








Stuber & Kuck, Peoria, Ill 
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Linemen’s Tools, 


Hemenway Co., 
smith & Heme Y dew York, N. Y. 


. “a hit 





Lubri 


ixon Crucible Co . 
nh Jersey City, N. J. 


Machines—Electric Welding. 
tric Welder = aA 
Toledo Hlectric Sincinwati, Ohio 


Machinery—Buffing and Polishing. 


Van Winkle Co., 
Hanson & Newark, N. J. 


Mailing Lists. 
ld List & Letter Co., 
esac St. Louis, Mo. 


Metal—Perforated. 


& King Perforating Co. 
Harrington i 4 Chicago, Til. 


Metal Dealers. 


Sons, BE. M., 


—— New York, N. Y. 


Metal Polish. 


k Silk Stove Polish Works, 
we ” Sterling, Il. 


kel Plate Stove Polish Co., 
= Chicago, Tl. 


Metal Shingles. 
Berger Mfg. Co., 
Canten art Metal Co., 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Wheeling Corrugating Co. 
eerie - Wheeling, Ww. Va. 


Canton, 0. 
Canton, O. 


Mica. 


Brauer Su Cn, A..2.. 
, wy St. Louis, Mo. 


Munsell Co., Eugene, 
New York and Chicago. 


Miters. 
Berger Mfg. Co., Canton, 0. 
Friedley-Voshardt Co., Chicago, Ill. 


Milwaukee Corrugati: Co. 
wi Milwaukee, Wis. 


Nuts and Rivets, 


Oliver Iron & Steel Co., 
Pittsburgh, Pa. 


Ornaments—Sheet Metal. 


Berger Mfg. Co., Canton, O. 
Canton Art Metal Co., Canton, O. 
Friedley-Voshardt Co., Chicago, Ill. 
Gerock Bros. Mfg. Co., 

St. Louis, Mo. 


Pails. 
Rochester Can Co., Rochester, N. Y. 
Paint—Silica—Graphite, 


Dixon Crucible Co., Jos., 
Jersey City, N. J. 


Planes. 


Stanley Rule & Level Co., 
New Britain, Conn. 


Polish, 


Black Silk Stove Polish Wks., 
Sterling, il. 


Polishing Materials. 


Hanson & Van Winkle Co., 
Newark, N. J. 


Potato Grinders. 


Schroeter Bros. Hdw. Co., 
St. Louis, Mo. 


Pumps—Vacuum. 
Leiman Bros., New York, N. Y. 


Punches, 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Weiss & Co., H., New York, N. Y. 
Radiators. 


Rochester Radiator =. 
ochester, i # 


Rasps. 
Delta File Works, Philadelphia, Pa. 


Smith & maweg Co., 
ew York, N. Y. 





Registers. 

Furnace Supply & Mts. 
= oO. 

Symonds Register Co., 
St. Louis, Mo. 

Wooden Ventilator ©o.. 
, Kast Palestine, Ohio. 

Roasters, 


Wheeling Corrugating Co 
Wheeling, Ww. Va. 


Rolls—Forming. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. ¥. 


Roefing Flange—Adjustable. 
Hessler Co., H. E., Syracuse, N. Y. 


Roofing—Iron and Steel. 
American Sheet & 7, ee & 


tsburgh, ) Pa. 
Berger Mfg. Co., Canton, O. 
Canton Art Metal Oo., Canton, O. 


Carnahan Tin Plate & Sheet Co., 
Canton, Ohio. 


Friedley-Voshardt Co., Chicago, Ill. 
Inland Steel Co., Chicago, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Sykes Company, The, Chicago, Ill. 
Wheeling Corrugat Oo., 
Wheeling, W. Va. 


Rope—Wire. 
American Steel & Wire Co., 
Chicago, Il. 


Rules. 


Lufkin Rule Co., Saginaw, Mich. 


Sad Irons—Self-Heating. 


Ideal Sad Iron Mfg. Co., 
Cleveland, O. 


Saws. 
Disston & Sons, H., Philadelphia, Pa. 
Simonds Mfg. Co., Fitchburg, Mass. 


Smith & Hemenway Co. 
New York, N. Y. 


Schools—Sheet Metal Pattern 
Drafting 


National School of Sheet Metal Pat- 
tern Drafting, St. Louis, Mo. 


Screens—Perforated Metal. 


Harrington & King Perforating Co., 
Chicago, Ill. 


Screws. 
Parker Supply Co., New York, N. Y. 


Screw Drivers. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Sheet Metal Tools. 
Bertsch & Co., Cambridge City, Ind. 
Fuller, Otis L., Goshen, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Weiss, H., & Co., New York, N. Y. 


Sheets—Black and Galvanized. 
American Sheet & Tin Plate Oo., 
Pittsburgh, Pa. 


Carnahan Tin Plate & Sheet Co., 
Canton, Ohio. 


Inland Steel Co., Chicago, Il. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Sykes Company, The, Chicago, Ill. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Sheets—Planished. 
Sykes Company, The, Chicago, Ill. 


Sheets—Vismera. 
Inland Steel Co., Chicago, Ill. 


Sifters—Ash. 


Diener Mfg. Co., Geo. W., 
Chicago, Ill. 


Rochester Can Co., Rochester, N. Y. 
‘ 


Sifters—Flour. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio. 


Skylights. 
Berger Mfg. Co., Canton, O. 
Canton Art Me*al Co., Canton, VO. 


Skylight Gearing. 
Weiss & Co., H., New York, N. Y. 


Slating Nails. 
Hussey & Co., C. G., 
Pittsburgh, Pa. 


Sleds. 


Buffalo Sled Co.. 
North Tonawanda, me ome 


Snips—Tinners. 
Niagara Machine & Tool Works, 


Statuary. 
Friedley-Voshardt Co., Chicago, Ill. 
Gerock Bros. Mfg. Co., St. Louis, Mo. 


Steamship Lines. 


Cleveland & Buffalo Transit Co., 
Cleveland, 0. 


Stoves and Ranges. 
Born Steel Range Co., Cleveland, 0. 
Champion Stove Co., Cleveland, VU. 


Danville Stove & Mfg. Co., 
Danville, Pa. 
Foster Stove Co., Ironton, O. 


Quality Stove & Range Co., 
Belleville, Ill. 


Ringen Stove Co., St. Louis, Mo. 
Van Range Co., John, Cincinnati, O. 


Wrought Iron Range Co., 
St. Louis, Mo. 


Stove Bolts, Rods and Rivets. 
Kirk-Latty Mfg. Co., 


Stove Patterns. 
Cleveland Castings Pattern Co. 


Cope Pattern Works, Geo. W., 
Detroit, "Mich. 


Eastern Pattern Works, 


Stove Pipe and Fittings. 
Hemp & Co., St. Louis, Mo. 


Stove Polish. 


Black Silk Stove Polish Works, 
Sterling, 11). 


Brauer Supply Co., A. G., 
St. Louis, Mo. 


‘Dixon Crucible Co., Jos 
Jersey ‘City, N. J. 


Nickel Plate Stove Polish Co., 





Chicago, Ti. 


Buffalo, N. Y. 


Cleveland, 0. 


Cleveland, O. 


Detroit, Mich. 
Quincy Pattern Works, Quincy, Ili. 
Vedder Pattern Works, Troy, N. Y. 
Weller Pattern Co., Quincy, Ill. 


Stove Repairs. 
Brauer Supply Co., A. G., 


St. Louis, Me. 
Morris Fdy. Co., John B., 
Cincinnati, 0. 


Northwestern Steve Repair Ce., 
Chicage, mm. 


Tapes. 


Lufkin Rule Co., Saginaw, Mich. 


Thermometers—Oven. 


Cooper Oven Thermometer Coe., 
Pequabuck, Cena. 


Tin—Perforated. 
Harrington & King vais & 
Chicago, Il. 


Tinsmith’s Tools. 
Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump Mfg. Coe., 
Chicage, Ill. 
Fuller, Otis L., Goshen, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Weiss & Co., H., New York, N. Y. 


Tinplate. 
American Sheet & Tin Plate Co. 
Pittsburgh, Pa. 
Carnahan Tin Plate & Sheet Co., 
Canton, Ohio. 
Milwaukee Corrugating Co., 
— Wis. 
Wheeling Corrugating Co. 
Wheeling, Ww. Va. 


Torches. 
Bernz, Otto, Newark, N. J. 
Clayton & Lambert Mfg. Oo., 
Detroit, Mich. 
Diener Mfg. Co., Geo. W., 
Chicago, Ill. 


Transportation—St 
Cleveland & Buffalo Transit Co 


malt C0. 0. 





Ventilaters, 

Berger Bros. Co., Philadelphia, Pa. 
Berger Mfg. Co., Canton, 0. 
Bicalky Fan Co., Buffalo, N. Y. 
Globe Ventilator Co., Troy, N. Y. 
Kernchen, J. C., Chicago, DL 
Milwaukee Corrugating Co., 

Milwaukee, Wis. 


Standard Ventilator Oo., 
Lewisburg, Pa. 


Wire. 
American Steel & Wire Co., 
Chicago, Ill. 
Wrenches. 
Bemis & Call Hdw. & Tool Co., 


Springfield, Mass. 


Wringers. 


American Wringer Co., 
New York, N. ¥. 





Lovell Mfg. Co., Erie, Pa. 
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Wants and Sales 








For paid yearly subscribers 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
six lines WITHOUT CHARGE. For 
employers wishing to secure em- 
ployes, parties desiring to purchase 
business, business for sale, partner 
wanted, to exchange, etc., not exceed- 
ing fifty words the price to non-sub- 
scribers is one dollar per insertion, 
payable in advance. To clerks and 
tinsmiths looking for situations, the 
price to non-subscribers is fifty cents 
per insertion. Those who respond to 
these announcements please mention 
that they ‘‘READ THE ADVERTISE- 
MENT IN AMERICAN ARTISAN 
AND HARDWARE RECORD.”’ 








: U. 
PATE N TS hevtinnde g Some , Be no 


istered. Patent Validity and Infringement Opinions. 











Canes! Suseee soacns’ 
BUSINESS CHANCES. _ 








Wanted—Smali stock of general hard- 
ware that will invoice about $2,000 to $3,- 
500. Iowa or Minnesota preferred. Ad- 


dress A-87, care of AMERICAN ARTI- 
SAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 18-3t 





For Sale—sStock of hardware and furni- 
ture in the best eastern county in Ne- 
braska. Stock will invoice about $5,000. 
Will discount some for quick sale. Sick- 
ness is reason for selling. Can show 
a good and clean business. Address C. A 
Strahle, Bradshaw, Nebraska. 18-3t 





For Sale—Plumbing and tinning shop; 
good business; best location in town of 
4,000; clean stock; reason for selling, must 
change climate. Address A-86, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 17-3t 





For Sale—A well established manufac- 
— and ns sheet metal business 
in a live city of about 200,000 population; 
no better territory surrounding. Incor- 
porated and doing a good paying business. 
Illness reason for selling. Address A-84, 
care of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, a 





Wanted to Buy—Small hardware store. 
Wisconsin preferred. Address George 
Uebelacker, Box 323, Chilton, wieemngrs. 

17-3t 





For Sale—A garage with tinning and 
plumbing shop in connection; well 
equipped with tools for almost any kind 
< work in these lines; also a fair stock 

- and repairs on hand. A good 

started in the garage work and a 
a good business in other lines; con- 
sidered a very good proposition for one 
who has the money. Good reasons for 
selling. Address all communications to 
Lock Box 127, Covington, Ohio. 17-3t 


Wanted—Two or three good floor show 





cases. Send price and description to 
Hinckley Hardware Company, Hinckley, 
Illinois. 16-3t 





For Sale—One-half interest in tin and 
emerge shop in corn belt of Illinois. 

lenty of work and good prices for same. 
Young man preferred. G reasons for 
taking partner. Address A-80, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois 16-3t 





For Sale—A $14,000.00 stock of hardware 
and fixtures located in the best town in 
central Iowa. Stock clean and up-to-date, 
rent reasonable; located in best retail sec- 
tion of the city. Reason for selling, pres- 
ent owner is inexperienced in hardware 
business. Address A-83, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Ill. 16-3t 


TINNER’S TOOLS. 


Wanted—A complete kit of _ tinner’s 
tools at once. Address W. C. Finnegan, 
601 6th Street, Peoria, Illinois. 16-3t 











TINNER’S TOOLS. 


SPECIAL NOTICES. 








dress N. Cherry, 1759 Edwards Avenue. 
Springfield, Ohio. 16-3t 








HELP WANTED. 








Wanted—aA good tinner, inside and out; 
good on furnace work. Address G. A. 
Rheinisch, 221 East Court Street, Sidney, 
Ohio. : 18- 3t 








Wanted—At once, all around tinner who 
can do general job work and furnace 
work. Good wages for a No. 1 mechanic. 
State wages expected in first letter. Ad- 
dress Lock Box 88, Kaukauna, we 





Wanted—A Good tinner and handy man 
wanted around hardware store. Steady 
work. Good wages paid according to 
man. Address Eckhard Mercantile Com- 
pany, Alton, Illinois. 16-3t 





 ‘Wanted—A good, honest. and “reliable 
sheet metal worker. State Wages ex- 
pected. Address Edw. A. Schmidt, Grand 
Rapids, Wisconsin. 16- “St 





Wanted—Tinners to take manned 
for AMERICAN ARTISAN. You can 
make money in your spare time. For 
liberal commission offer Address Circula- 
tion Department, AMERICAN ARTISAN, 
910 South Michigan Boulevard, Chicago, 
Illinois. x 








SITUATIONS WANTED. 








A young man with plumbing, heating 
and hardware experience of 4 years 
would like to hear from some good firm 
needing a competent man. Would like to 
consider a position for January Ist for 
the year. At present employed. Can 
furnish plenty of references. Address 
A-88, care of AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chicago, Illi- 
nois. 18-3t 





Wanted—Position as tinner; can do 
plumbing and heating; also experienced 
in hardware. 15 years’ experience; mar- 
ried man. Iowa preferred. Town not 
over 1,500. Can give reference. Address 
I. H. Prinnell, Isabel, South pent st 





Position Wanted—As foreman in small 
shop or assistant foreman in large shop 
doing a general line of sheet metal work. 
I am qualified to do any kind of work. 
Address A-85, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 17-3t 





Situation Wanted—By first-class tinner. 
Twenty years’ experience at inside and 
outside furnace and job work. Would 
take charge of shop Address C. A. 
Storck, 819 North State Street, Chicago, 





Illinois. 17-3t 
Situation Wanted—By young man of 
about 20 years of age as tinner and 


plumber. Had about four years’ experi- 
ence; honest and reliable. For further 
particulars write. Reedsburg Hardware 
Company, Reedsburg, Wisconsin. 17-3t 





Position Wanted—By an all-round tin- 
ner and plumber. Can lay out work; can 
estimate and can get out the work. Mar- 
ried; sober and reliable. Nothing but a 
good steady position wanted. State your 
wages for a good man. Address A-81, 
care of AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chicago, Illi- 
nois. 16-3t 





Wanted—Position as tinner. I am 31 
vears of age; 17 years at the business; 
wean do anything from A to Z. Can alsv 
clerk in the store. I can do ordinary 
plumbing, pump and windmill work. Job 
must be steady year round; wages not 
less than $18 per week. Those offering 
less than $18 save postage. I will go 
anywhere; Wisconsin preferred. Address 
Lee Otis Bailey, Madison, henensnoman a 

-o 


Situation Wanted—By a reliable tinner 
who can do furnace work, residence 
plumbing and vapor heating. Reference 
given and required. None but permanent 
situations considered. City of 2,000 to 
4,000 in Central Illinois preferred. Ad- 
dress A- 82, care of AMERICAN ARTI- 
SAN, 910 Sovth Michigan Boulevard, ae 








cago, Illinois. 3t 


Cash for small steam boiler, engine, 
lathe, drill, punch, 8-ft. brake, -in. 
folder, 386-in. rollers, 26-in. shears. Ad- 


TRAVELING SALESMAN 


With headquarters in Chi- 
cago, wants good specialty 
line. A-1 salesman; over 2( 
years experience. Address 
B-23, care of AMERICAN 
ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, III- 
inois. es, 


SITUATION WANTED 


Practical press hand with over fif- 
teen years’ experience in this line. 
Have worked a number of years 
with New York Edison Company 
and can furnish best of references. 
Prefer Chicago. Address B-14, 
care of AMERICAN ARTISAN, 
910 South Michigan Boulevard, 
Chicago, I]linois. 


WANTED 


General lines on commission 
basis selling to retail hard- 
ware dealers, tinners and 
cornice makers. Address 
B-15, care of AMERICAN 
ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, III- 
inois. 





17-2t 





4-ufn 





WANTED 


Live Tinners to take subscriptions 
for AMERICAN ARTISAN. Good 
money making proposition for right 
parties. For information address 
Circuletion Department, 
AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chi- 
cago, Illinois. x 


WANTED 


Experienced tinner to install furnaces. 
Steady work the year around for man who 
can make good. Write stating age, ex- 
perience, references, etc. Address HESS 
WARMING & VENTILATING CO., 40 
Martin Street, Milwaukee, Wis. 16-3t 


WANTED 


A line of enamelware, or hardware specialties for 
the North West or Texas and Oklahoma territory. 
Can give bond tor faithful performance of con- 
tract. Only manufacturers need answer. Ad- 
dress B-22, care of AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chicago, Illinois. 18-3t 
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SPECIAL NOTICES. 


BOOKS AND PATTERNS 











WANTED 


A line of cheap stoves and ranges, also furnaces for 
the North West or Texas, and Oklahoma territory. 
Can give sufficient bond for faithful performance 
of contract. Address B-21,care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, Chi- 
cago, Illinois. f 18-3t 


WANTED AT ONCE 


Men to learn the plumbing business for 
positions paying $90.00 to $175.00 a month 
or with the view of conducting their own 
business at $3,000 to $6,000 a year profit. 
Men thoroughly trained to become ex- 
perts in a few months Aime; expert in- 
structions; tools insteaG@ of books used; 
training given under ACTUAL WORK- 
ING CONDITIONS; no theory; day or 
night classes; tuition very low, terms 
easy. Students make good from the start. 
Electricity, Bricklaying and Drafting also 
taught by our experts. Big demand now 
for men in these profitable trades. Don’t 
delay. Write for full particulars TO- 
DAY. L. lL. Cooke, Department 14, 
COYNE NATIONAL TRADE SCHOOLS, 
CHICAGO, ILLINOIS. 12-Eow-4t. 











BOOKS AND PATTERNS 








TINSMITH’S HELPER AND PAT- 
TERN BOOK.—By H. K. Vosburgh. Con- 
tains useful diagrams, rules and tables 
for the reference of all workers in sheet 
metal. Illustrates a variety of patterns 
and also eve recipes for solders and 
cements, loth, $1.00. With AMERICAN 
ARTISAN 1 year (52 issues), $2.50. Ad- 
dress Daniel Stern, 910 South Michigan 
Boulevard, Chicago, Ill. 


XXTH CENTURY SHEET METAL 
WORKER.—By H. E. Osborne, a prac- 
tical sheet metal worker. A brand new 
book. Just off the press. Exactly what 
its title implies—a th century treatise 
on sheet metal work. Flexible cover, 60 
cents. With AMERICAN ARTISAN 1 
year (52 issues), flexible cover, $2.25. Ad- 
dress Daniel Stern, 910 South Michigan 
Boulevard, Chicago, IIl. 








HANDBOOK FOR HEATING AND 
VENTILATING ENGINEERS.—Well ar- 
ranged book covering all classification of 
Ventilation, Humidity and Heat Losses, 
Furnace Heating, Hot Water and Steam 
Heating, Plenum Warm Air Heating, Me- 
chanical Vacuum Heating, District Hot 
Water and Steam Heating, Electrical 
Heating, Temperature Control. (By James 
D. Hoffinan, M. E.) 4%x6% in. 320 pages. 
Price, $3.50. With AMERICAN ARTISAN 
1 year (52 issues), $4.75. Address Daniel 
Stern, 910 South Michigan Boulevard, 
Chicago, Ill. 


SHEET METAL WORKERS’ _IN- 
STRUCTOR.—By Joseph H. Rose. Use- 
ful information for the Sheet Metal Work- 
er in all branches of the industry. Con- 
taining practical rules for describing the 
various patterns for sheet iron, copper 
and tin work. 310 pages, 200 illustrations 
cloth. Price, $2.00. With AMERICAN 
ARTISAN 1 year (52 issues), $3.25. Ad- 
dress Daniel Stern, 910 South Michigan 
Boulevard, Chicago, Ill 





ELECTROPLATING.—By Henry V. 
Reetz. Practical instructions concerning 
the actual operation of electroplating. 
Free from technical detail. Indispensable 
to beginners. Price, 50 cents, cloth. With 
AMERICAN ARTISAN 1 year (52 issues), 
$2.25. Address Daniel Stern, 910 South 
Michigan Boulevard, Chicago, Ill. 


JOINT WIPING AND LEAD WORK.— 
Compiled from the experiences of actual 
reliable plumbers. Indispensable to be- 
ginners and invaluable to practical plumb- 
ers. Price, 25 cents. With AMERICAN 
ARTISAN 1 year (52 issues), $2.15. Ad- 
dress Daniel Stern, 910 South. Michigan 
Boulevard, Chicago, Ill. 


HEATING BY STEAM AND WATER. 
—A practical treatise on House Heating, 
describing improved methods of installing 
heating apparatus in the home, and giv- 
ing short and accurate rules for comput- 
ing radiation, heat losses, etc. Two hun- 
dred and sixty-eight original drawings. 
. B. Thompson. Handsomely 
bound in_ cloth. Price, $3.00. With 
AMERICAN ARTISAN 1 year (52 issues), 
$4.50. Address Daniel Stern, 910 South 
Michigan Boulevard, Chicago, Ill. 


FURNACE HEATING.—By Wm. G. 
Snow. This book treats authoritatively 
and fully all matters pertaining to the in- 
stallation of furnaces. Furnacemen, tin- 
ners and builders who do furnace work 
will find their work simplified by its use. 
Cloth, $1.75. With AMERICAN ARTISAN 
1 year (52 issues), $3.25. Address Daniel 
Stern, 910 South Michigan Boulevard, 
Chicago, lll. 


SHEET METAL WORKERS’ GUIDE. 
—A collection of rules and diagrams for 
describing the most useful patterns or- 
dinarily required, preqetes by chapters on 
Sheet Metal Work, Soldering, Geometry 














‘as applied to Sheet Metal Working. By 


W. J. E. Crane. Price, 60 cents. With 
AMERICAN ARTISAN 1 year (52 issues), 
$2.25. Address Daniel Stern, 910 Sou 
Michigan Boulevard, Chicago, Ul. 





A SHOW AT SHO’ CARDS.—By At- 
kinson & Atkinson. Valuable instruction 
in this necessary art, combines best meth- 
ods of various experts. Contains 300 
pages illustrated with 120 designs, and 
35 alphabets. Cloth, $3.00. With 
AMERICAN ARTISAN 1 year (52 issues), 
4.35. Address Daniel Stern, 910 South 
ichigan Boulevard, Chicago, Il. 














A man's mail will reach him where no mortal can. 


Mailing Lists 


99% Guaranteed 


covering all classes of business, professions, 
trades or individuals. Send for our com- 
plete catalogue showing national count 
on 7,000 classifications. 


Ross-Gould 545N. 9th St. St. Louis 











DIXON’S 


SILICA -GRAPHITE 


PAINT 


Write for Booklet No. 18B, de- 
scribing the advantages of this 
protective paint for metal surfaces. 


Joseph Dixon Crucible Company 
Jersey City, New Jersey (2) 














Elevators 


Improved, Quick and Easy 
Rising, Steam, Electric and 
Hand Power. 


Send for Circular 


Kimball Bros. Co. 
1031 Ninth Street, Council Bluffs, lows 


Kansas City Office: 
717 Commerce Bidg., - Kansas City, Me. 


















branch of the trade. 





o5 
S| a 
SHEET METAL 


NOW. 


THE 


O. W. Kothe, Prop. 


A DUTY—WITH PROFIT 


SHEET METAL CONTRACTORS: See to your Son’s, your Apprentice, 
and young Mechanics EDUCATION in Technical points of your trade. 


Its PATTERN DRAFTING, DETAILING, WITH CONSTRUCTION 
METHODS that develop the brain. Our Courses are Complete in every 


WE ARE AUTHORIZED TO STATE AND ADVERTISE THESE 
HOME STUDY COURSES ARE APPROVED BY THE NATIONAL 
ASSOCIATION OF S. M. CONTRACTORS. 


We handle local classes as well as individual students. 
te FULL Particulars will be sent you free. Come, don’t delay, but write 


NATIONAL SCHOOL 


2553 Olive St., St. Louis, U. S. A. 





CUT THIS OUT 





TIN, SHEET IRON AND COPPER 
PLATE WORK.—By L. J. Blinn. Of the 
greatest value to sheet metal wvurkers. 
Describes the methods of laying out near- 
ly everything the metal worker will be 
called upon to make, supplemented by 
rules for mensuration and hundreds of 
valuable receipts. 296 pages with 169 
illustrations, bound in cloth. Price, $2.50. 
With AMERICAN ARTISAN 1 year (52 
issues), $3.85. Address Daniel Stern, 910 
South Michigan Boulevard, Chicago, IIl. 





PERFECT SHEET METAL PAT- 
TERNS.—By G. L. Gray. The patterns 
are made full size on heavy blue print 
aper. Shipped, rolled in heavy paste- 

ard tube, insuring good condition upon 
receipt. Two minutes’ work will transfer 
the pattern to sheet metal. Patterns can 
be supplied for Elbows, Skylights, Tur- 
rets, Ventilators and many miscellaneous 
classes of sheet metal work. Prices 
quoted upon request. Order with your 
subscription to AMERICAN ARTISAN 
and save money. Address Daniel Stern. 
” South Michigan Boulevard, Chicago, 





for three months. 


Name 





AMERICAN ARTISAN AND HARDWARE RECORD 


Daniel Stern, Publisher and Proprietor 
910 Michigan Boulevard, CHICAGO 


Please send us AMERICAN ARTISAN each week 
At the end of that time we will re- 
mit Two Dollars for one year’s subscription, or 50 cents 
in case we decide to discontinue. 


EES, Se Ea 
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Your Elbows Should Be Stamped 
With The DIECKMANN ELBOWS are made from 


Galvanized Steel, American Ingot Iron, Toncan 
Metal, Charcoal Iron, Newport Genuine Open 
Trade Mark Hearth Iron, 12, 14 and 16 ounce Copper, Ports- 
mouth Iron and Old Fashion Iron. Each Elbow 
and Shoe made of special material has name of 
material stamped on it clearly and plainly. No 


of Dion mann, light gauge special material used. 
—s 


DIECKMANN ELBOWS are made in sizes 
from 2” to 6” and in any desired angle or design. 
All Elbows and Shoes are made from one piece 
of material with reinforced bands, and have no 
seams. This guarantees a smooth, perfect flow. 
















Only the best materials are used in the con- 
struction of DIECKMANN ELBOWS. Theends 
of the Elbows are securely fastened 
with DIECKMANN’S patented clinch 
and are gauged to fit standard diame- 
ters of conductor pipe. They require 
no clipping to make 
them fit and no solder 
to hold them in place. - 


¥ ee Se 
rg Genito 


#8 ' 
Penn ni 


Send for our latest catalog and 
sample. You will at once notice 
the quality of DIECKMANN 
ELBOWS. 


THE 
FERDINAND DIECKMANN COMPANY 


P. O. Station B, 















Cincinnati, Ohio 
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“OP PER BEAR 
A Crowning Achievement 


As the name implies, KEYSTONE COPPER = tty, 
BEARING SHEETS are the crowning achieve- Pome 
ment of sheet metal manufacture. Youcannow “ales 
buy sheets which successfully combat corrosion. 


| =  Besureto specify Keystone Copper Bearing Sheets. 


American Sheet a Tin Plate Company 


General Offices: Frick Building, Pittsburgh. Pa 
DISTRICT SALES OFFICES: 


Chicago Cincinnati Denver Detroit New Orleans New York Philadelphia Pitteburgh St. Louis 
Export Representatives: Unrrep States Steet Propucts Company, New York City 
Pacific Coast Representatives: Unirep States Steet Propucts Company, San Francisco, Los Angeles, Portland, Seattle 
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Sreclat SI Tin Plate Charcoal Iron Ternes 
pecial Size - 
“CANTON 
POLISHED SHEETS |: _—sMetatsningies = 
| {, Improved Steel Ceilings, < 
For Sale 7 Skylights = 
0 Special Sheet Metal Work 5 
18,540 Lbs, 28 Gauge Size 201232 | 5 of all kinds ? 
17,800 Lhs, 28 Gauge Size 16 x19 5 
10,800 Lis, 28 Gauge Sie 24x60 | ~ 
9,790 Lbs, 26 Gauge Size 192x22 L 
, Large stocks carried at Factor 
4,600 Los. 28 Gauge Size 17 1228. | D and our Branch Houses. 2 
| = Get Our Prices. Write for Catalogs E 
CARNAHAN TIN PLATE &| ¢ the Canton Art Metal Co. 
H — Formerly a > 
SHEET COMPANY 8g The Canton Steel Roofing Co. « 
Canton - =- Ohio CANTON, OHIO - 
| i 
Philadelphia Chicago Detroit San Francisco satin oe 
: Galvanized Sheets Black Sheets 
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NEW YORK 
ST. LOUIS 


Wheeling Ceiling Design 8223 


ome ce 


MADE ONLY BY 


BRANCH OFFICES AND STORES: 
CHICAGO 
KANSAS CITY 


WHEELING METAL CEILINGS 


SELL STRICTLY ON THEIR MERITS 


The Re-Pressed Beads and Die-Cut Nail Holes bring 
the plates together exactly as they should be fitted; mak- 
ing a neat, tight and well-appearing joint. 


This bead simplifies the applying of the 
ceiling and will save you 25 per cent or 
more in the cost of erection. 


Our co-operative plan will help 
Dealers to land the orders. 


Write us today for particulars. 
The Trade-Marked Kind. 


WHEELING CORRUGATING COMPANY, WaEELING W.VA. 





PHILADELPHIA 
CHATTANOOGA 












PLECKER’S CORRUGATED EXPANDING CONDUCTORS 


HAVE NO CROSS w 1 
erAMs ill not burst 

MADE OF GAL- when 

VANIZED IRON IN 

10 FT. LENGTHS full of ice 


THE CLARK-SMITH HARDWARE Co. - 





PEORIA, ILLINOIS 
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of real artistic merit. 


cast or sculptured statuary. 


Special discounts to the’Trade. 





Sr 





The Names of the Architects 
Who Specify Mullins Sheet Metal 





Statuary Form a Veritable Blue 


Book of the Profession 


These leaders of their craft recognize that these faithful 
reproductions of sculptors’ models and artists’ designs are works 


We will deliver promptly, exact reproductions to the most minute detail, 
of any model, or will make prompt shipment from our immense variety of 
exclusive stock designs, any piece or pieces you want, at a cost far below 


We also manufacture Metal Tile Roofing, Cornices, Skylights, Building 
Fronts, Fireproof Windows and Sheet Metal Work of every description. Our 
stock permits a selection from thousands of designs at extremely low prices. 


Estimates promptly submitted on Architects’ drawings. Write for catalog. 


THE W. H. MULLINS CO., Saven onto, us. A. 






209 FRANKLIN STREET, 


sail 
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The “CENTENNIAL” 
Rain-Water Cut - Off = 


The strongest, most durable ie " 
and cheapest CUT-OFF gi 
on the market. a 
The only single Cut-Off 
made to fit Corru- 
gated and plain pipe 
and which can be u 
without extra pipe or 
elbows. 


For sale by all 
leading jobbers 


emma ~ hes only 


y w 
THE SULLIVAN-GEIGER GO, | | : 
601-509 Madison Ave. tadianapolis, ind 


Metal Roofing and Siding. 

Corrugated Sheets, painted 
or galvanized. 
Metal Window Frames and 
Sash, glazed with wiredglass. 
Skylights. 

Skylight Gearing. 


Price list and estimates fur- 
upon request. 


The Sykes Company 
CHICAGO, iLL. 


AMERICAN ARTISAN 


ADS BRING RESULTS 
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INLAND 


BASIC OPEN HEARTH STEEL 
Galvanized 


ROOFING 


AND 


STDIN G 
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/ are PERFORATED METALS 
OF EVERY DESCRIPTION 
SO £ood MANUFACTURERS OF 
Perforated Steel Plates and Sheets 
an dad SO (Black and Galvanized) 
unif oO rm eae seer ray gg Metal 






Screen Plates and Sheets, 


Perforated Sheet Copper, Brass, Bronze, 
for Ores, Coal, Stone, Cement, and all kinds of | 


that they 
are safe 
to buy & 
safe to sell 


BASIC 
OPEN 
HEARTH 
STEEL 


and the 


Grain Cleaning and Sorting Apparatus 
for Centrifugal Linings, Filter Press Plates, Drying Floors, 
False Bottom Strainers, Extractor Bas kets, Re sar, ving 
Screens, Shaking Screens, Chute Screens 


Grilles and Ornamental Screens, 
for Radiators, Ventilators, Air Vents, Heat Vents, in Private 
and Public Buildings, made to suit local requirements. 


Perforated Tin and Brass of Standard Sizes 
carried in stock. 


ANYTHING IN PERFORATED METAL 


THE —_— & KING “se mbes © ! 


$5" a hate sabi: ee Sab Shee ome oa > 


FRIEDLEY-VOSHARDT CO. 
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m O ~“ t MANUFACTURERS OF 
careful Architectural Sheet Metal 
! alvan- Ornaments, Statuary, etc. 
| _ izing 
insure 






long life 
to every 
INLAND 
Steel Roof 
or Structure 















All Kinds of Stamped and Spun Work 
Art Metal Ceilings and Side Walls 


One Trial Will Convince 












Send for Architectural Sheet Metal Catalog No. 31 


Factory, 161-771 Mather Suect CHICAGO, ILL. 


C. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 


MANUFACTURERS 
Sheet Copper, Bottoms, Roll Copper, Tinned and Polished Copper, 
Nails, Spikes, Rivets, Conductor Pipe, Eaves Trough, 
Elbows, Shoes, Mitres, Etc. 
Branch Warehouses in New York, Chicago, St. Louis and San Francisco 





Send for lists and 
prices 


INLAND STEEL COMPANY 


First National Bank Building, Chicago 
Works, Indiana Harbor, Indiana 


BRANCH OFFICES: 
ST. PAUL ST. LOUIS 
Pioneer Bldg. Nat’l Bank of Commerce Bldg. 
DALLAS MILWAUKEE, WIS. 
Praetorian Bldg Majestic Bidg. 


















































DENVER 
1618 Stout St. 
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Gerock 


Bros. Mfg. Co. 
Sheet Metal 


Ornaments 
end Statuary 


Detail Work a Specialty—Ask for Catalog 
1227 S. Vanderventer Ave., ST. LOUIS, MO. 











Up-to-date Methods 
Are cheapest as well as best. 


That is why the MeGUIRE AD- 
JUSTABLE ROOF FLANGE has 
met with so much favor. It 
lessens the work of the installer. 


McGUIRE ADJUSTABLE ROOF 
LANGES are made in Copper 
and Galvanized Iron. No. 1 is 
made to adjust from one-half 
to one-fourth pitch and No. 2 is 
made to adjust from one-third 
pitch to flat. Can be used on 
roof of any pitch. Union Made, 


No. 1 
Send for illustrated cir- 
cular and price list. It 
will be sent to you by McGUIRE ADJUSTABLE 


ROOF FLANGE, No. 1 
One-half to one-fourth pitch. 


H. E. HESSLER CO., 


return mail. 





Syracuse, N. Y. 








FOR CONDUCTOR PIPE 
ALL SIZES 


FOR BRICK OR 
wooD 


Made of the best malleable iron 
and first-class in every way. 





Send for catalogue. 


Office; 229-231 Arch Street. 


BERGER BROS. C y Store: 237 Arch Street. 


@ Warerooms and Factory: 100-114 Bread St., PHILADELPHIA, PA, 








Ito 28 


inches VA C U UM 
dead 


1 ounce 
to 10 lbs. 


PRESSURE 


for creating heat with gas and oil burning furnaces and 

blow pipes; for use with milking machines, paper feed- 

ers, special devices and machines of a hundred kinds. 
LEIMAN 


ros. BLOWERS 
and WACUUM punes 


~~. take up their own wear by the action of centrif- 
wes vugal force, thus lasting a life-time. 
.) VACUUM CLEANING 


Sey outfits that are not giving satisfaction 
should be equipped with one of these 
pumps at a slight cost. 


CATALOG: Blowers No. 128—Vacuum No. 129 


LEIMAN BROS., 62AR John St., NEW YORK 


























The “TORRID” 


Square Furnace 


The most economical and 
hottest on the market 


Noiseless, odorless and smoke- 
less in operation. Our No. 10 
has the greatest range in heating 


of any furnace made, namely 3 
to 12 lb. coppers, indoors or on 

a roof in cold and windy ™ 
weather. Order of your jobber 
or we will ship direct for $6.50 on 30 days’ approval. 


GEO. W. DIENER MFG. CO. 
400-416 Monticello Ave. - CHICAGO, ILL. 











THE TINNER’S FRIEND 
“QUICK MEAL” Soldering Furnace 


Quick, Powerful 
and Durable 

Heavy Brass Tank 
with Brass Pressure 
Pump. Will Heat any 
size Soldering Iron. 
Suitable for bench or 
outside work. Special 
price made to tinners. 


RINGEN STOVE CO., stanutsctrers st: touts, mo. 

















SOMETHING NEW IN THE 
FURNACE LINE. TRY ONE AND 


you will see the advantages described below. 


These furnaces have reservoirs made of seamless 
drawn steel, all joints are welded by the oxy- 
acetylene process which produces the strongest 
joints that can be made. Reservoirs are fitted with 
arge funnels which simplify filling. The funnels are fitted 
with “‘DUST PROOF" caps which prevents dirt from falling 
or being ee dite tanks which clogs coils and burners. 


Our uprights, etc., are extra heavy; top plates made of 
heavy malleable iron and shields are re-inforced at tops and 
have heavy bottom malleable iron bases. 

ONLY OUR FURNACES HAVE THESE IMPROVEMENTS. 
If your jobber does not stock our goods, write us. 
Catalogue sent free on request. 


No. 2”) 6XOTTOBERNZ, = Newark, N. J. 





No. 12 Pump 
$4.00 





DID YOU EVER STOP TO THINK OF THE PLEASURE IT 
IS FOR A MECHANIC TO USE UP-TO-DATE TOOLS? 


This is especially true when . to gaso- 
line Fire Pots and Torches. “C. & L.” Fire 
Pots and Torches are up-to-date in every re- 
spect,and acknowledged the Wo1ld’s Best. They 
contain every improvement that improves, but 
we have never experimented at the expense 
of the user. 

The No. 1 Fire Pot is the best general util- 
ity Fire Pot ever made. It will heat 12-lb. 
coppers perfectly and the top section can be re- 
moved, and the base, with burner, used as an 
open fire or Torch. 

Try the No. 1. You will then know why up to- 
date mechanics everywhere are so well pleased. 

Your nearest jobber will supply at factory 
price. Send for our Catalog—it’s free. 


CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICH., U.S. A 


No. I Fire Pot 








That paper is the cheapest 
which brings the best results 
in proportion to its rate, 
no matter what that rate 


may be. 
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Don’t get 
the idea 
that the 


Chicago 
Steel 
Brakes 


are high in 

price just 

because they 

are the high- 

est class brakes made. Oh, no. They are sold at a very reasonable 

cost. You will be surprised how low. 8-foot for 16-gauge and lighter. 
‘MADE IN ALL SIZES. 


DREIS & KRUMP MFG. CO., 2915 S. Halsted Street, CHICAGO 
j a ST 


TOOLS FOR SHEET METALS 














DOUBLE CUTTING SHEARS 





INCLUDING TINNERS’ AND ROOFERS’ 

TOOLS, SHEARS, PUNCHES, PRESSES 

AND DIES, CAN-MAKING MACHINERY 
Made by 


NIAGARA MACHINE & TOOL WORKS, BUFFALO, N. Y. 











Skylight Gearing and 
Chain Lifts 


‘TINSMITHS’ and PLUMBERS’ TOOLS 
CORNICE MAKERS’ TOOLS 
COPPERSMITHS’ TOOLS 
FIPE THREADING MACHINES 






ee: a ae, a 


Second Hand Tools Bought, Sold and 
Exchanged 


H. WEISS & CO. 


Punch, Shear and Bender 20 Cliff Street NEW YORK 
Combined fer 4” iron 


TREADLE SHEAR 


This TREADLE GAP SHEAR is made 
in all standard sizes for No. 14 and lighter 
gauge sheets. With it, sheets can be 
squared, trimmed or slit. 

We make a complete line of shears, 
punches, and bending rolls, all sizes, for 
hand or belt drive. Write for Catalog “F”. 


BERTSCH & COMPANY, Cambridge City, Ind. 




















“RAPID” SLITTING SHEARS 


FOR ALL SHEET METAL WORKERS 


are now made in twelve sizes. 15 to 50 inches in throat, 
also gang shears with any number of cutters. Straight 
cutting, irregular shapes, circles and interior circles. 
Send for prices and printed matter. 


OTIS L. FULLER 
Dept. A Goshen, Ind. 
























The most economical ven- 
tilator—guaranteed great- 
est exhaust — highest effi- 
ciency. Note the Siphonage 
principle. 

Absolytely storm-proof. 
No movable parts. 
Write today for 
Prices and discounts. 


J. C. KERNCHEN 












ges 


The 








GLOBE VENTILATOR CO., Troy, N. Y. 






“GLOBE” Ventilator 


in COPPER, GALVANIZED 
IRON and with Glass Tops 
for Skylight purposes. 


Absolutely Storm Proof 


For Perfectly Ventilating 
Schools, Churches, Halls, 
Mills, Factory and Audi«- 
ence Rooms of Every Chare 
acter. 
SMOKY CHIMNEYS 
CURED 


“Globe Ventilated Ridging” 


Patented and Send for Pamphlet 


Trade-Mark 
Reg. U.S. Pat. Of, Manufactured by 











Has bee 


They are a 


Write for 
lars at once. 


An Unchallengeable 


Record of Success 


NEW ROTABLE STAND=- 
ARD VENTILATORS. 


smoky chimneys. 
Low in cost and = lh TR 
high in quality. 


are dangerous. 


STANDARD VEN TILATOR Co. 







n attained by 


sure cure for 


particu- 
Delays 


Lewisburg, Pa. 











spp ek World Ventilators 





Made in a great variety of sizes suitable for 
private dwelJing or the largest factory. 


The Berger Mfg. Co., Canton, Ohio 


Made with either 
Metal Hood or 
Glass Top. 


Built on Scien- 
tific principles. 


Mechanically 
perfect. 


Write for catalog. 











ventilate it. 


BI 








107 So. Dearborn Street, aad 





We guarantee results. 


BICALKY FAN CO. 


“CAL -KY 


VENTILATORS. 


FAN SUCTION 
Power Bills? 


Let the air that passes over your 
building furnish the — to 
The BICALKY does 
this regardless of weather con- 
ditions or temperature. 






Philadelphia Represent: Bets CULBE BT, 253 North 12th Street. 
Baltimore Representative—WAL Tk ‘RE. HILL 1 & € »0., 203 Nortk Liberty Street. 


Toronto Representative—JOHN T. WILSON, Limited, 89 Jarvis Street 

Chicago Representative—F. W. BATTERMAN, 32 W. Washington Street. 
Rochester, N. Y., Representative—W. B. SLIFER, 218. Ford Street 
WANTED— -Agent te handle BICALKY goods in New York territory. 
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The Time Is Limited 


In which to enter 


AMERICAN ARTISAN AND HARDWARE RECORD’S 


Window Display Competition 
Just Two Weeks More 


and the competition closes. Your photographs and descriptions 
must be in by November 15th, 1914. 


Window Displays can be made of General Hardware, Machin- 
ists’ Supplies, Builders’ Hardware, Automobile Supplies, Sporting 
Goods, Fishing Tackle, House Furnishings, Cutlery, Dairy Supplies, 
Stoves, Ranges, Warm Air Heaters, Sheet Metal or kindred lines. 


Don’t Delay— 


Trim your windows at once. They are the best means of adver- 
tising you have. They appeal directly to the purchaser. He sees 
what he wants just as it is. No lengthy descriptions, but the 
article itself to induce him to buy. 





PRIZES ARE AS FOLLOWS:— 


First Prize— $50.00 in cash for the best photograph and description received of a 
window display of hardware or kindred lines. 


Second Prize— $25.00 in cash for the photograph and description second in excellence. 
Third Prize— $15.00 in cash for the photograph and description third in excellence. 


Fourth Prize— $10.00 in cash for the photograph and description fourth in excellence. 


CONDITIONS OF COMPETITION 


The photographs with descriptions may be sent by mail or express, charges prepaid, and must reach this 
office not later than November 15th, 1914. 
Each photograph and description must be signed by a fictitious name or device and the same name or device 


must be put upon a sealed envelope containing the real name and address of contestant. This sealed envelope is 
to be enclosed with the photograph. Contestants may enter as many window displays as they desire. 


AMERICAN ARTISAN AND HARDWARE RECORD reserves the right to publish all photographs and 
descriptions submitted in this competition. 


AWARD OF PRIZES 


A competition committee of three will be appointed, one of whom will be an expert window dresser and one 
an experienced hardware man. This committee will pass upon the merits of all photographs and descriptions 
received without knowing the names and addresses of the senders, and will decide the winners of the contest. 


Address all photographs to AMERICAN ARTISAN AND HARDWARE RECORD Prize Competition, 
910 South Michigan Avenue, Chicago, Illinois. 
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Anchor Brand Wnngers 


When a customer comes in to buy a CLOTHES WRINGER, 
ask them what kind of a TUB they have, then sell them a Wringer 
that will fit the TUB properly. 


In nearly all the new houses that are being built, STATIONARY 
WASH TUBS are being installed and the ordinary Clothes Wringer 


is not suitable for them. 





CHO, NCHO, 
yom gt 
Q 
¥ nal y 
L.M. Cu. L.MCca 
ERIE. PA, ERIE. PA 





Our Numbers 780S ten inch, and 781S eleven inch GUARANTEE will 
fit on, and hold fast to ninety per cent. of these tubs. They have reversible 
water boards so you can wring the clothes out of either partition without 
moving the wringer; fitted with LOVELL’S STEEL BALL BEARINGS, which 
make the wringer turn easy; LOVELL COG SHIELDS which prevent children 
from getting fingers caught in the cogs, and keep the grease, oil and dirt from 
getting upon the rolls and then upon the clean clothes. Our 5-year guarantee 
tag is attached, which covers every part of the Wringer, if found defective 
within 5 years. 


The Wringer costs you just 25c more than the same grade of Wringer with 
ordinary Clamps, and retails from 50c to $1.00 more, and, best of all, 


GIVES YOUR CUSTOMER PERFECT SATISFACTION. 
GOOD WRINGER TO SELL. , 


Lovell Manufacturing Co. : Ente, Pa. 


Anchor Brand W mnngers 
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“DISSTON” 


—and what it means to YOU 


For seventy-five years ‘‘Disston’’ has been the mark 
of leadership. Three-quarters of a century’s spe- 
cialized experience with a single policy—‘‘Nothing 
but the best’’—has built for ‘‘Disston’’ products a 
selling asset far more convincing than any argument. 
Make “Disston’’ Quality an asset in your bus- 
iness. Put the ‘‘Disston’’ Reputation on your sell- 





































ing force. 
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No. 77, Hand Saw (Mechanic’s Own) 


A saw designed for cutting dry seasoned wood with- 
out set. It is especially adapted for fine cabinet 
work, permitting of glueing without the use of a 
plane. Made of high temper refined spring steel. 


Other Products 


Saws of Every Description 





Circular, Band, Cross-cut, Mill, Gang and Drag 


Saws, Etc. 
Hand Compass Square Hole 
Back Butcher Stair Builders’ 
Mitre Box Joiners Keyhole 
Pruning Dovetail Nest 
Hack Web Wood 


Trowels, Try Squares, Bevels, Plumb and Levels, Gauges, 
Screw Drivers, Saw Handles, Saw Screws, Saw Sets, Saw 
Clamps, Post Hole Diggers, Files, Etc. 


HENRY DISSTON & SONS 


Incorporated 


=f SS Keystone Saw, Tool, Steel and File Works 
PHILADELPHIA, U. S. A. 


BRANCH HOUSES—Chicago, Boston, C'ncinnati, New Orleans, Memphis, San Francisco, Seattle, 
Reg. U.S. Pat Portland, Sydney, Australia, Vancouver 
Softee A CNADIAN WORKS—Toronto, Canada. 
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Introducing the New 


Universal “No-Tilt” 


Ball Bearing Adjustable Grip Neck Caster 





| The Premier, the finality, the 


grand superior of all casters. 








EVER was a caster quite so sensitive. Never 
was a small machine quite so rigid withal. 


Without sound, without effort, it glides away carry- 
ing the heaviest furniture over any floor. Without 
scratch, without mark, without mar, it rolls over the 
polished hardwood or Oriental rug. 


It is self-adjusting over uneven floors. No matter 
how rough, irregular, uneven, bulging, sagging or 
sloping the floor, this wonderful Universal ‘‘No-Tilt’’ 
Caster keeps the furniture always level. Like a gyro- 
scope the “No-Tilt’’ Caster keeps the furniture as 
unshaken and upright as a mountain in the gale. 


The Universal ‘“‘No-Tilt’’ Caster is dust-proof. The 
working parts and hardened balls are carefully en- 
closed in a steel cap, preventing dust or other obstruc- 
tions from clogging the bearings. 


Made in six distinct sizes and can be furnished with 
any ‘‘Universal”’ wheel. 


You should see this new caster. Every live, keen 
man should see it. It is a revelation of how a caster 
can combine beauty, strength and utility. 





Ask us for Sample No. 746 x 43. 











Universal Caster & Foundry Co. 
29 West 42nd Street 


(Aeolian Building) 


NEW YORK 
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TRON AND STEEL CO. 


ESTABLISHED 1863 
PITTSBURGH, PA., U. S. A. 


BOLTS. NUTS RIVETS, WASHERS 
PICKS, MATTOCKS AND GRUB HOES 
CROWBARS, WEDGES, FORGINGS 
Telephone and Telegraph Pole Line Hardware 


Wagon Hardware 

















Satisfied 
Customers 


Success in selling doesn’t simply 
mean goods sold. It means sat- 
isfied customers. 














You will invariably find that 


NICHOLSON FILES 


Bring Buyers Back for More 


File users ask for Nicholson 
brand because it always gives 
honest value. 


Handle this steady, perpetual 
seller and you will find it drops 
profits into your money drawer 
each day. 


SOLD BY LEADING JOBBERS 


“FILE FILOSOPHY”—a 50 years’ 
education on files in an hour—will 
help your sales. FREE om request. 


NICHOLSON FILE COMPANY, PROVIDENCE, R. I. 
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AMERICAN 


MARS-BRIGHT BATTERIES 


The Best Flashlight Battery 


It will give from 10% to 75% longer 
burning life than other batteries. 
Let us demonstrate this to you. 
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WRITE US FOR SAMPLES 






Note the patented 
brass contacts on 
the carton. 














BRIGHT STAR 
BATTERY CO. 


432 West 14th St., NEW YORK =< | 






























* § THE AUTO WHEEL COASTER 
= , 

a is the children’s substitute for an automobile. Speedy and safe, AUTO 
- WHEEL COASTERS make a hit with the parents as well as the youngsters. 


- | We Help You Sell Them 


AUTO WHEEL COASTERS are being advertised in all of the boys’ maga- 
zines. This advertising creates the de- 
mand that the retail merchant has to fill. 


A. Looe | Put yourself in a position to meet this 
ame | sco aes eh | demand, Mr. Dealer. It will be worth 
: oe f| your while. 


AUTO WHEEL COASTERS 


will yield large profits. The children 
all want them, so make them come to 


YOU for them. 
Send for literature about the AUTO WHEEL COASTER and our catalog of 


Trade Stimulators at once. 


BUFFALO SLED COMPANY 


North Tonawanda, N. Y. New York Office, 155 Chambers St. 




















Preston, Ont. 
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Put the Price on 
the Saw ¢ 






SIMONDS 
HAND SAWS 


Here was a brand 
of Saws peculiarly 
well fitted to try out the plan of 
putting resale prices on saws— 
etching prices right on the blade. 
The SIMONDS SAW was well 
known and universally admired for 
its high quality. Would an estab- 
lished resale price aid or hinder 


sales? Soon after the SIMONDS 
SAWS with established prices be- 
gan appearing on Dealers’ shelves 
the question was answered. Car- 


penters liked the idea—they gained 
confidence in the store. Dealers 
and Clerks found the price-mark a 
convenience and a good talking 
point. Write today for further par- 
ticulars, catalog, and discounts, 
showing saws with Resale prices 
etched on them. 


SIMONDS MANUFACTURING CO. 


FITCHBURG, MASS. 


VANCOUVER, B.C 


CHICAGO, ILL. . 
Monel, UE. 


NEW YORK CITY 
PORTLAND, ORE. 
SPOKANE, WASH. 
NEW ORLEANS, LA. 
SAN FRANCISCO, CAL. 
LONDON, ENGLAND 


ST. {EN, . B. 
LOCKPORT, N. Y. 











tanle 
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“BAILEY” 
IRON PLANES 


THE STANDARD FOR MORE THAN FIFTY YEARS 


Made by the most skilled 


Plane makers in the world 


The average Carpenter in- 
variably demands a “BAILEY.” 


He learned his trade by their 
use as did his father before him. 
You never have to “carry over” 
a “BAILEY” PLANE. They are al- 
ways in demand and constitute 
one of the most staple articles a 


Hardware Dealer stocks. 


Improvements are constantly 
being made in their manu- 
facture, tending to make. them 
daily more popular and more 
sought after by discriminating 
Carpenters and Mechanics. 


If you do not carry these 
Planes, arrange to do so at once. 
You will be surprised how your 
Plane sales will increase. 


Manufactured by 


STANLEY Rute & Lever Co. 
New Britain, Conn. U.S.A. 
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For Thirty Years 
the Standard 


AGATE 
NICKEL-STEEL 
WARE 





The superiority of Agate Nickel- 
Steel Ware over all other makes of 
culinary utensils consists largely in the 
fact that the enamel is so hard that the 
fusing point is not reached until the 
nickel-steel of which the articles are 
made is about ready to melt, thereby 
combining with the pure vitreous com- 
position and forming a clinch and per- 
fect union. No heat or acid can destroy 
that joint. 


Agate Nickel=Steel Ware is double 
coated with a hard vitreous covering, 
presenting a smooth, highly polished and 
beautifully mottled gray surface. 


MR. DEALER:—Do you realize the 
prestige of handling wares that are the 
best? Every customer that buys Agate 
Ware from you is satisfied —he will 
come again. He knows you give Value. 





Send for catalogues and 
prices at once. 


Lalance & Grosjean 
Mfg. Co. 


1900 So. Clark St., CHICAGO, ILL. 
NEW YORK BOSTON 








THE IDEAL 
SELF-HEATING SAD IRON 








Made from the highest grade material, 
hand polished, copper plated and nickel 
plated. This gives it a beautiful and last- 
ing finish. The burner and generator are 
manufactured under the direction of men 
who have had years of experience in such 
work. 





Repair parts for IDEAL SELF=HEATING 
SAD IRONS can be obtained at a nominal 
cost andinavery short time. Asarule they 
are very seldom needed—the little cleaning 
tool is all that is necessary to keep the 
IDEAL SELF=HEATING SAD IRON in 


perfect working order. 


You Can Sell Them 


They cost less than one cent a day to 
operate. A tank of gasoline will burn for 
four hours. Iron can be heated in five 
minutes. Heat can be increased or decreased 
at will. No odor, asthe combustion is per- 
fect. Handle will not become heated. 


You should carry IDEAL SELF=HEATING 
SAD IRONS in stock, Mr. Dealer. They 
appeal to the housewife as a labor saver 
and will make ironing a pleasure instead of 
drudgery. 


Write for circular and prices at once. 


THE IDEAL SAD IRON 
MANUFACTURING CO. 


Cleveland Cleveland 
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Wé* present these wires as the 

result of many years of ex- 
haustive research and test under 
service conditions assuring the 
greatest efficiency over the /ongest 
period of usage. 


The specifications of this wire 
are adequate for the most extreme 
requirements of indoor use in high- 
class structures as well as for the 
most exacting outdoor exposure. 


American Steel & Wire 


Company 
Chicago New York Worcester Cleveland 
Pittsburgh Denver 


Export Representative: U. 8. Steel Products Co , New York 
Pacific Coast Representative: U.8. Steel Products Co., San Francisco 
Los Angeles Portiand Seattle 


“TRON HORSE BRAND” 


GALVANIZED PAILS 


Are of the same high quality as other ‘IRON 
HORSE BRAND” products. Made to give 
satisfaction under all circumstances. That 
is the reason they sell. 





Write for complete catalog 


ROCHESTER CAN CO. 


Rochester, N. Y. 
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BUILDERS’ 
HARDWARE 


LIGHT GRAY 
IRON CASTINGS 


DAMPERS AND 
DAMPER CLIPS 


OIL AND 
GAS STOVES 


FURNACE LAMPS 
MOLASSES GATES 





WRITE FOR OUR COMPLETE CATALOG 


THE TAYLOR & BOGGIS 
FOUNDRY CO. 


Chicago Sales Office: 
62 E. LAKE STREET Cleveland 
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This Beats 


the YANKEE? no. 30 


For overhead work—any 
place out of reach— 
and all ordinary work, 
the New ‘Yankee” 
Nos. 130 and 131 
are better than 
any tool made 
for this pur-- 
pose. 
















The spring 
in the handle 
holds the tool 
extended in any 
position — keeps 
the bit in the slot 
—drives the handle 
back quickly for the 
next thrust. 
Show them to the mechanics— 
~ they are quick to recognize their 


value. To see one is to want it. 
Your jobber can supply you. 


NORTH BROS. MFG. CO. 


PHILADELPHiA, PA. 





HORSE-SHOE BRAND 
WRINGERS 


WARRANTED as to quality. 
WARRANTED to give satisfaction. 
WARRANTED as to price. 


~ Enclosed 
earings 

and Cog 
Steel Wheels 
Ball 
Bearings 





Size of Rolls 
10x1? inches 
11x1? inches 


Steel Ball Bearings 
No. 340E No. 360E 
No. 341E No. 361E 


WE MAKE THE LARGEST VARIETY 
OF WRINGERS IN THE WORLD 


Send for our new Price List 


THE AMERICAN WRINGER CO. 
New York City, U. S. A. 


Plain Bearings 








IT CAN’T COME OUT 


The springs of the STAY IN 
FLUE STOPPER are spread 
against the sides of the flue by 
turning a screw. This holds it 
tightly against the wall. 

Made in two styles, the plain, 
flat STAY IN FLUE STOPPER 
that can be papered over, and 
the regular decorated style. 


Write for Catalog NOW 


STUBER & KUCK, Peoria, El. 

















The Best Made 


> 





Are Genuine 


HUNTER’S 
SIFTERS 


The body is made of one piece of extra heavy tin plate and the 
handle is fastened with our unbreakable joint. HUNTER’S 
SIFTERS are made to give hard service. They will outlast 
any sifters of their kind. 

You can get them from your job- 

ber. Send in your order today. 


THE FRED J. MEYERS MFG. CO. 
Beckett Street Hamilton, Ohio 


Sectional View 
Showing Construction 





Eagle Mop Wringers 


bear the reputation of being 
the BEST, and will under 
all circumstances give best 
results and absolute pro- 
tection. Not with boasting 
pride, but with a feeling of 
satisfaction, we again point 
to our record—14 years be- 
fore a criticizing public, and 
not a dissatisfied customer. 
It is the privilege of truth 
to make itself known. 


The EAGLE MOP WRINGER is the original 3 roller 
Mop Wringer. Its tested true Merits of Quality brought 
out imitators and infringers. An imitation is never as 

ood as the original, therefore be sure it is the EAGLE 
aoe you handle. There will be more EAGLE MOP 
WRINGERS sold this year than ever. 


Get your share. 


THE EAGLE WOODENWARE MFG. CO. 


Sole Manufacturers 
Hamilton, Ohio. 
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“CHALLENGE” “CHALLENGE JUNIOR” 
“RIVAL” AND “RIVAL JUNIOR” 


Measuring Tapes 


HAVE JUST BEEN MARKEDLY IMPROVED AND YET SELL AT THE OLD PRICE. 


All of these tapes now have a positive-action push button opener for the winding handle. “CHALLENGE” and and ‘“‘CHALLENGE 
; JUNIOR’”’ leather cases are now steel lined throughout. 
















Our Tapes have an unequaled reputation for accuracy, 
hence more of them are in use than all other makes. 


There Always Will Be More Selling Argument In The Name 
OFAT 


Than You Need To Sell [UFKIN Tapes. 


SAGINAW, MICH. 
THE [UFATN, fF GLE C' © ew York Leadon, Eng. Windsor, Can, 
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| *—&fllg} RED DEVIL BITS 
: : Bs Honed aa : Pcie mene tees seen od a Lathe 


Red Devil Bits are made with 10% greater clear- 

| 4 SL ance than any other. Will bore with or against the 

| Se | ieee erein. in any kind of wood, and under any conditions. ‘ 5 
ye | ee If your dealer can’t supply, send $5.25 for set No. ag bis 

2401 of 324 quarters in wooden box. "Bh D 

At any rate, send for Booklet of 3,000 Red Devils. sr Bhs | 


SMITH & HEMENWAY CO. [Fiz an 
151 Chambers St. NEW YORK CITY me at 7 
The Red Devil Bit—Always Makes a Hit. “t 





TRADE Useful in corners and confined places. 
BEC; Sliding Jaw provided with full bearing on 


the frame when open to its widest capacity. 

A standard wrench of its kind made by a firm with | 

a reputation. | 
A big and easy seller for the Dealer because quality is higher 
than price. 























Write for our catalog ant prices B 
BEMIS & CALL. P 
Hardware & Tool Co. : The SMITH & HEMENWAY Co., Inc., ps 


manufacturers of ‘RED DEVIL” tools havea very novel 
way of assisting the dealer to dispose of “RED DEUTE” 
Bits and Chisels. A request will bring this infor- 
mation together with a new net confidential illus- 


See Our Advertisement trated price list. 


on the Front Cover 
This Week 


Springfield, Massachusetts 











SCHROETER’S No.‘100 


B. POTATO GRATER 


Will Grate Perfectly, 
Easily and Satisfactorily 


Horseradish, Cocoa- 
nuts, Potatoes, Cheese, Bread, 
Crackers, Turnips and Vege- 
tablesof all kinds. 
This Grater is being sold to Hotels, 
Meat Markets, Lunch Stands, Res- 


taurants, Bakeries, Confectioneries 
and Private Families. 


It sells at a REASONABLE PRICK 
within reach of all. 


















DELTA FILE WORKS 
PHILADELPHIA, PA. 


Chicago Office New York Office 


DELTA 6é2E.takeSt. 260 West St. 





We manufacture 
6 larger sizes. 











If interested, write for prices 
and catalogue. 


ELECTROTYPES furnished 
for your Holiday Circular. 


SCHROETER BROS. HDW. CO. 


Manufacturers and Distributors 
717 and 719 Washington Ave. ST. LOUIS, MO. 


**Files of Quality’’ 











[ 


“Never make the same mistake 


HELLER BROS. CO. twice”—if you were not adver- 


NEWARK, N. J. tising yesterday, start today. 


ESTABLISHED 1836 INCORPORATED 1899 
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Ze NIOESCHL-EDWARDS CORRUGATING CO. 











We Send 
A Man Ahead 


Remember the trouble you used 
to have nailing ceiling plates? 
Remember how the nailing but- 
ton was round on top and to nail 
through it was about as easy as driving a nail in a metal ball? 
Wouldn’t it have made your work 100% easier if a man had 
gone ahead of you and have driven a nail in the top of each 
button until a deep cup was formed for you to use as a self 
centering nailing point? 

Well this is just what we have done for you— we sent the 
man ahead — not with a hammer and nail but with a powerful 
machine which forged a deep/cut in the top of every nailing 
button in the ceiling plate. 


All you need to do is place the point of the nail in one of these 
cups and one blow of the hammer does the work. No more 
worry about the nail flying from your grasp—no more danger 
to your eyes—you can now do the same work in much less 
time with safety 

Another big feature—the extra long half oval bead— permits a 
tight and apparently seamless job. Better for your customer 
and quicker for you. Eliminates calking in the majority of cases. 


These two features save almost 40% of the time formerly re- 
quired for erection — place 40% of what formerly was erection 
costs down deep in your pocket as profit. 


Do you want it? Are you interested? Then drop us a line today 
and we'll tell you all about it. 


The Berger Mfg. Co. Canton, Ohio 


For the Best Service Address Nearest Branch 
NewtYork Philadelphia Boston St. Louis Minneapolis San Francisco 
We also manufacture Ferro-Lithic and Multiplex Reinforcing Plates, 
Metal Lath, Roofing, Eaves Trough and Conductor Pipe and Sheet Metal 
Building Products of all kinds. 
Export Department, 11th Ave. and 22nd St., New York, N. Y. 














EVERYTHING IN SHEET METAL 
SSS BUILDING MATERA, 


cron We 


(VINGTON, & 








KENTUCKY 


ROOFING CORNICE 
SIDING CRESTING 
CEILINGS CULVERTS 
AWINGS FINIALS 
COLUMNS FIRE DOORS 
CONDUCTOR GARAGES 
GUTTER SKYLIGHTS 
LOCKERS SPANISH TILE 
MARQUISE SPOUTING 
METAL LATH STORE FRONTS 


METAL WINDOWS TANKS 
SHINGLES VENTILATORS 

















VENTILATOR 
Ks 
SKYLIGHTS 


SPANISH TILE 

















SHINGLE WINDOWS 


Write for Prices and Catalogues 


MOESCHLEDWARDS CORRUGATING CO. 


COVINGTON, KY. 
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Zee REPRESSED 
BEAD 





CLEAN CUT 
Ne IL HOLE 


in the Steel Ceiling business. 


—reduce fire insurance cost. 


BRANCH AT KANSAS CITY, MO. 








REPRESSED BEADS 


DIE CUT NAIL HOLES 


These new features in our Yaeiséblegoint” Steel Ceilings mark our progress 


The new features which we call the KWIK SET joint means easy erection, 
perfect joints, a better looking job and saves one-third the cost of erecting. 


Every Javisibte Joint” Steel Ceiling is a work of art. All our designs are 
absolutely of the latest design, as no obsolete patterns are employed. 


Merchants and owners like them because they are fireproof 


Investigate the simplicity of erection, etc. 
Send for sample to-day. 


MILWAUKEE ARTISTIC METAL CEILING CO. 





AND 


lessen fire risk 





MILWAUKEE, WIS. 
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SERVICE 


THAT CIVES ABSOLUTE. 

SATISFACTION IS THE 

DESIRE OF EVERY 
ies . was HARDWARE DEALER. 





B 
ULLARD @& GORMLEy Co 


We can give 
that kind of service. 


BULLARD & GORMLEY 
SERVICE. 


Has been giving satisfaction to its users for 





many years. It is the kind of service that 
will increase your business. We have large 
and complete stocks at cur immediate dis- 
posal making it possible to fill your orders 
and ship them the same day they are received. 
That is the advantage you have in using our 
service. 


You _are_not only getting prompt service but “Goods of 
Quality.” The large number of satisfied customers prove that 
our goods are of the highest quality. No complaints ever received 


from BULLARD & GORMLEY GOODS because they are the BEST. 


Let us send you our latest Wholesale Catalog of SPORTING 
GOODS and FISHING TACKLE, GENERAL a BUILDERS’ 
HARDWARE or MECHANICS’ TOOLS and CUTLERY. 


BULLARD & GORMLEY COMPANY 


173-175 North State Street 8-10 Couch Place 7-9 East Lake Street 
CHICAGO, ILLINOIS 














